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,266,926 Cars, Trucks Produced in ’48; 
Dealers Confident as Selling Year Opens 


ES 


Sparks 


No auto manufacturers are list- 
ed among the firms that paid 


stock dividends last year. 


* * * 


Its a New Year, but the old 
selling methods may come back 


_ into their own—without much 


coaxing, either. 

: a * 

Now we can settle back until 
March 15. On second thought, guess 
we can’t, if we are going to be 
able to pay that man. 

* 7 * 

We doubt if the cold Washing- 
ton winters will lessen the heat 
on business when the politicians 
get wound up again. 


1849—1949 


The only successful gold rush 
his year will be for those who 
mow that the war is over—you 
know, the return of selective buy- 
ing. 


Costly Snow Job 
Snow removal costs Canada near- 
Hy $20,000,000 every year, according 
to R. F. Leggett, director of the 
Building Research division for the 
National Research Council of Can- 
ada, which has started a detailed 
study of the problem. 


Top Cars 
| New car registrations for 10 
4} months, plus 33 states for No- 
} vember: 
1948 Pos. 


4 
2—400,281 


1947 Pos. 
551,524— 1 
456,657— 2 
271,216— 3 
211,819— 4 
177,434— 6 
180,833— 5 


156,460— 7 
87,164—10 
91,965— 8 


43,808—15 
80,115—12 
90,162— 9 
80,642—11 
62,161—13 
40,431—17 
41,306—16 
44,797—14 
20,610—18 
18,746—20 
Willys 20,544—19 
Austin 


Anglia-Prefect 
Total All Makes 
3,018,982 2,724,086 
For further details see page 
18, today’s issue. 
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—(|Makers Express 
Optimism Also 


Prices Tending Up; 
Little Chance Seen 
For Real Cuts in ’49 


By Bob Finlay 
Managing Editor 


OTH dealers and auto makers 

looked ahead last week into the 
new year with optimism. 

Makers, with some qualifications, 
believe they can build more cars 
and trucks in 1949 than were ever 
made in any single year. 

Dealers generally believe they 
can sell all the cars the factories 
can make, although many deal- 
ers believe this will take more 
effort than in 1948. Some see 


Dealer views, pages 10, 24; 
makers’ on pages 2, 10. 


"1949 as the year when real sell- 
ing will return to the auto busi- 


ness. 

Used-car dealers believe the pres- 

ent slump in their market is at 

the low point, and that prices will 

begin to firm up. They see a con- 

tinuing strong demand for used 
cars for several years. 
* . > 


byway long-awaited buyer’s market 
in new cars was still in the 
offing as the industry rolled into 
1949. There were indications that 


customers were becoming more 
(Continued on Page 3, Col. 4) 


Studebaker Ups 
Prices $25-$60 
On Cars, Trucks 


GTUDSSAKER Corp. announced 
today (Jan. 3) increases ranging 
from $25 to $60 in the list prices of 
its passenger car and truck models. 

The new passenger car prices, 
ranging from L3 percent to 3.5 

percent higher, apply to 1949 
models to be introduced later this 
month. 

The new truck prices became ef- 
fective this morning. According to 
H. S. Vance, chairman and presi- 
dent of the company, these in- 
creases are being made to offset 
partially increases in manufactur- 
ing costs which have occurred since 
last June when present prices were 
established. 

. * * 


RICES on the new Chevrolets 

and Pontiacs, also to come out 
this month, are expected to be 
higher, too. 

K. T. Keller, president of Chrys- 
ler, has indicated also that new 
Chrysler-line cars will bear higher 
price tags when announced in Feb- 
ruary or early March. 


How They Fared in °48-'47 


_—o- PRODUCTION) 


toss. 
Output 


1947 Percent 
Percent Loss or 
of Total Gain 


5.48 


1948 
Percent 
of Total 


21.00 
3.06 
2.32 
5.98 
9.64 

19.11 

14.02 
1.12 
3.97 

40.19 
7.06 
1.70 

19.93 
4.99 
6.51 
4.66 


(U. 8. sapCE PRODUCTION) 


Teral 
19:7 
Output 


1948 
Percent 
of Total 


1,237,974 
4,793,639 


NADA Completes Program 


For Jan. 


SAN FRANCISCO.—Here is the 
complete program for the 1949 
NADA convention, scheduled here 
for Jan. 24-27: 

Sunpay: Jan. 23, 10 a.m., meeting 
of the executive committee, St. 
Francis hotel. 

Monpay: Jan. 24, 9 a.m., registra- 
tion, civic auditorium; 9:30 a.m., 
opening of exhibition, civic audi- 
torium; meeting of board of direc- 
tors, St. Francis hotel. 

2 p.m. clinic—“OUsed Cars”— 
civic auditorium; moderator, 





Chances Dim for Excess-Profits Tax 


By William Ullman 
Washington Correspondent 
ASHINGTON.—Imposition of a 
5 peacetime excess-profits tax by 
he incoming Congress appears un- 
likely, That is the considered opin- 
fon of the men on Capitol Hill who 
‘know most about such matters. 
Too many leaders among 
the eens as well as the Re- 
_ Publicans are against such an im- 
' post, they point out. 


For instance, men like Senator 
George of Georgia, who will be 
chairman of the Senate Finance 
committee, and Rep. Doughton of 
North Carolina, who will again 
head the House Ways and Means 


committee, are opposed to it. They 
are, in fact, committed against it 
and, moreover, they wield a power- 
ful influence among their col- 
leagues. 
* 6 * 

F COURSE, among the Repub- 

licans in both Senate and 
House there is strong opposition 
to such a form of taxation in 
peacetime. Here, for example, are 

(Continued on Page 29, Col. 3) 


24-27 Parley 


Spencer Honig (Nash), Los An- 
geles. 

Panel members: “Appraising,” 
Les Schwimley (Studebaker), 
Sacramento, Calif.; “Condition- 
ing,” Charles C. Welch (Ford), 
San Francisco; “Displaying,” Ray 
O. Burnett, Portland, Ore.; “Ad- 
vertising and Selling,” Walt Tuf- 
ford, San Diego, Calif. 

2 p.m., clinic — “Taxes”—concert 
room, Palace hotel; moderator, 
Robert A. Waters (DeSoto), San 
Francisco. 

Panel members: “Corporation vs. 
Individual or Partnership,” John 
W. Stokes, New York and Wash- 
ington tax consultant. “Income Tax 
Status of Reserves Common to 
Auto Dealers,” L. H. Penney, San 
Francisco. “Dividend Policy and 
Proper Accumulation of Surplus 
with Particular Reference to Regu- 
lation 102,” Hon. E. S. Layman, 

San Francisco. 

8:30 p.m., open house parties, 
Gold room, Palace hotel; Peacock 
room, Mark Hopkins hotel. 

Tuespay: Jan, 25, 9 am., regis- 

(Continued on Page 28, Cal. 3) 


——— Total Just Short 


Of ’29 Record 


1,373,849 Trucks Set 
Mark; 3,893,077 
Cars Third Highest 


By Bernie Thomas 
Associate Editor 


NITED STATES car and truck 
productien during 1948 reached 
a total of 5,266,926, only 91,000 vehi- 
cles or four days’ output short of 
the all-time high of 1929. It was 
the second time in history that 
more than five million units have 
been built in a single year. 
U. S. plants turned out 3,893,077 
cars and an all-time high of 1,373,- 
849 trucks, according to AUTOMOTIVE 


cars. 

Truck output topped the million 
mark for the third time in history, 
exceeding last year’s previous high 
mark by almost 10 percent and 
1941 by nearly 30 percent. Passen- 
ger car production wus 94% percent 
above that of 1947; 22% percent 
below 1929, 

Outlook for 1949 is considered 
bright, with most observers expect- 
ing a 10 percent increase in output. 


Cyrene by both holiday and 
inventory shutdowns last week, 
U. S. output reached only 61,876 
cars and 18,377 trucks—a total of 
80,253. The previous week’s pro- 
duction included 70,922 cars and 

20,253 trucks—a total of 91,175 ve- 
hicles, 

Canadian production of 261,719 
cars and trucks during the past 
12 months brought the combined 
vehicle total for both countries 


cent ahead of 1947 although 
plants across the border account- 
ed for only 3,704 units of the 
increase. 

Several factors aided the automo- 
tive industry in its 1948 production 
effort. 

First, a trend toward better steel 
supplies that started in the latter 
months of 1947, continued to im- 
prove in 1948, 

. * > 
pas STEEL industry added to 
its capacity for making automo- 
bile sheet and strip steel through- 
out 1948, and further expansion 
slated for 1949 adds encouragement 
to the possibility of all-time record 


car and truck production ~ year. 
(Continued on Page 27, Col. 
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Taft-Hartley Death Expected 


Labor to Spur Drives 





On Dealers, Makers 


By Mac Gordon 
Associate Editor 


UTOMOTIVE labor heads into 

1949 with ambitious plans to 
consolidate and extend its controls 
over factory and dealership em- 
ployes. 

Expecting early repeal of the re- 
strictive Taft-Hartley law, the auto 
unions are busily planning new 
mechanics’ membership drives and 
intensified economic campaigns for 
production workers. 

Getting off to an early start in 
the retail field will be the potent 


19-21 in Chicago. An organizing 
drive among dealer salesmen and 
mechanics will be kicked off at 
this time. 

The UAW-CIO, which also has 
designs on unorganized dealer per- 
sonnel, is currently concentrating 
on preparations for 1949 negotia- 
tions with Ford Motor, Chrysler 
and the independent factories. A 
fourth-round flat wage demand is 
a certainty, and so-called “fringe” 


Hudson Reports 
48 Sales Largest 


In Its History 


DETROIT.—Hudson reports com- 
pletion of one of its most successful 
years, with new peaks in dollar 
sales volume, employment, payrolls 
and plant facili- 
ties. 

Sales volume 
was the largest 
in the company’s 
history, according 
to President A. E. 
Barit. He esti- 
mated -that net 
earnings for 1948 
would exceed 
those of any post- 
war year. 

A. B. Bast Employment at 
Hudson has increased by more than 
65 percent during 1948, Barit said. 
The company’s expanded activities 
created 12,000 jobs during the year, 
bringing the employment total to 
approximately 30,000, it was stated. 

Commenting on Hudson's expand- 
ed operations, Barit pointed out 
that the newly acquired Harper 
plant got into production during 
1948, giving the company an addi- 
tional 200,000 square feet of manu- 
facturing space. 

“Just as Hudson’s plant and fa-! 
cility components have shown a 
widespread change in the last year, 
so has Hudson's distribution system 
been strengthened,” Barit said. “Ad- 
ditional zone and large parts ware- 
houses have been added for quicker 
and better service for customers 
and dealers,” he explained. 

Barit said he expected “a con- 
tinuing strong demand” for the 
auto industry’s products. 





et them freeze into one soi 
roe Pe a tilted against the surface. As ” ice 
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demands are likely to get more 
emphasis. 
» 7 

= leaders like to think they 

could have achieved even more 
progress towards long-range objec- 
tives in 1948 if the Taft-Hartley 
law and a Republican Congress 
had not been in the way. 

This coming year, the unionists 
anticipate, the new Democratic 
Congress will help their causes no 
end by scrapping the law which 
they oppose so bitterly. And they 
don’t figure on any “replacement” 
labor legislation causing unions too 
much concern. 

As it happened, the Taft-Hart- 
ley law failed to slow up the 
UAW’s duels with the various 
factories this past year, although 
the statute did operate to ob- 
struct membership drives among 
auto dealerships. 

The UAW’s accomplishments 
during 1948 included: The indus- 
try’s first program gearing wage 
scales directly to the rise or fall 
in the cost of living (at General 
Motors); the industry’s first com- 
pany-financed social security plan 
for workers (at Kaiser-Frazer); 
13-cent third-round wage hikes at 
Chrysler, Ford and the indepen- 
dents (after a 3%-week strike at 
Chrysler), and overwhelming work- 
er approval of a union shop ex- 
tension at Ford. 

+ * > 
COMBINATION of the Taft- 
Hartley law and prosperous 

times made it difficult for labor 
to make much headway in its at- 
tempt to organize the 400,000 or so 
unorganized employes in new-car 
backshops and frontshops. 

Taft-Hartley statutes considered 
obstacles by mechanics’ unions 
were the ban on-closed shops, the 
requirement for secret votes on 
union shops and the curb on juris- 
dictional strikes. 


gained control of Congress and 
the postwar boom has shown in- 
dications of a decline. 

A merry four-way jurisdictional 
row may bob up in many large 
cities where mechanics remain un- 
organized. The independent Inter- 
national Assn. of Machinists and 
a central AFL mechanics’ group 
are in the field, in addition to the 
Teamsters union and the UAW- 
cIo. 

+ + + 


HE UAW’s buildup for 1949 

wage-and-contract negotiations 
is likely to gain momentum in Jan- 
uary and February, although 
Chrysler and Ford contracts do 
not expire until June 15 and July 
15, respectively. 

UAW President Walter P. Reu- 
ther has disclosed that Ford will 
draw the wage emphasis this year, 
inasmuch as all sections of the 
Ford contract will be up for re- 

(Continued on Page 26, Col. 1) 





@ problem in the rearrangement of machinery 
pound, 20-foot-high grace from the company's 
ry to lay the press flat. Instead of resortin 
pment ordinarily required, workmen stack 
block. Then the face 








DRUM BEATERS — A king-sized drum was 
used to decorate the float of the Winston- 
Salem (N. C.) a Dealers Assn. in 

city. 


GM Winding Up 
Installations for 


Waldorf Show 


DETROIT.—After many months 
of planning and construction, Gen- 
eral Motors reports its “Transpor- 
tation Unlimited” display, due to 
open in the Waldorf-Astoria hotel 
in New York Jan. 20, is approach- 
ing the final stage of installation. 

GM said that putting more than 
30 van loads of show stage settings 
and exhibits, some of the units 
weighing as much as 6,000 pounds, 
in place within a time limit of less 
than three days, will require serv- 
ices of some 200 workmen, operat- 
ing on a round-the-clock basis. 

“Transportation Unlimited” is the 
theme of the show, which will pre- 
sent not only all of the new 1949 
model GM cars, but will have dis- 
plays representative of GM products 
in other fields, such as trucks, 
buses, Diesel locomotives, jet air- 
plane engines and household appli- 
ances. It will be open to the public 
without charge from Jan. 20 
through Jan. 27. 

New models in the 1948 Chevrolet 
and Pontiac lines will have their 
first public display at the New York 
show. The 1949 Buick, Cadillac and 
Oldsmobile models also will be 
seen. More than 30 cars in all will 
be on the floors of the ballroom and 
adjacent rooms. 

Much of the show space will be 
given over to presentation of gen- 
eral facilities of GM, in styling, 
body construction, research and en- 
gineering. Sections of the exhibit 
given to styling and design will in- 
clude artists actually at work, while 
research and engineering depart- 
ments will have numerous mecha- 
mized devices, some of which can 
be operated by visitors. 


Kelly Heads Up 
Purolator Sales 


NEW YORK.—Carlos D. Kelly 
has been elected vice-president in 
charge of sales at Purolator Prod- 
ucts, Inc., accord- 
ing to Ralph 
Layte, president. 
Kelly has been a 
director of Puro- 
lator since 1942. 

Purolator Prod- 
ucts celebrated a 
25th anniversary 
last year as de- 
signer and manu- 
facturer of filters 
for varied uses. 
Kelly is also a 
vice-president of Fidelity Union 


Carlos D. Kelly 


Trust Co. and director of the 
Franklin Savings Institution of 
Newark. 


Gosh Darn! 


U. C. Dealer Removes 


Cuss-Word Signs 


ST. LOUIS.—The use of mild 
cuss words to draw attention to 
bargains of used cars brought 
wrath on the heads of Chester 
Rankin and Andy Cohen, co-owners 
of Maplewood Bargain Auto Sales, 
6950 Manchester Ave. On the wind- 
shields of several cars the partners 
painted the phrases, “Too Damn 
Cheap” and “Cheap as Hell.” 

This method of attraction aroused 
the indignation of a neighbor, Earl 
J. Kelly, 1415 .McCausland Ave., 
who wrote to Chief of Police Jere- 
miah O'Connell that “to God-fear- 
ing people, hell is nothing to take 
lightly.” 

The chief relayed the protest to 
Rankin and Cohen, who removed 
the words from the windshields. 


/| Y x AS ‘ 


Pooch) Ia 
Ford Sees Output Steady, 
Buyer’s Market Nearing 


DEARBORN.—Henry Ford II|the return of a market in which 





believes that 1949 motor vehicle 
output will show only a slight rise 
over the 1948 to- 


tal. 

“Steel alloca- 
tions, the ECA 
program and pos- 
sible defense re- 
quirements may 
hold down 1949 
output in the in- 
dustry,” the com- 
pany president 
said in a new 
year’s statement. 

Other an- 
nouncements and predictions made 

by Ford were: 

There will be a demand for 
most cars during 1949 but “con- 
ditions indicate a buyer’s market 
is not too far away.” 

Ford plans no major model 
changes for the coming year. 

A “considerable overhauling” of 
the company’s overseas opera- 
tions is anticipated. 

The 31-year-old manufacturer 
said his concern would “welcome 


New Model Fete 
Set Next Week 
For K-F Dealers 


WILLOW RUN. — Kaiser-Frazer 
will be host to representatives of 
the 4,500 K-F dealer and distribu- 
torships at a mid-winter carnival 
and auto show at the Willow Run 
plant Jan. 10-15, it was announced 
last week. Dealers have been in- 
vited to bring their sales, service 
and wholesale managers. 

Four new K-F body styles—a 
utility car, taxicab, convertible and 
“hardtop”—will be shown to deal- 
ers for the first time. The taxicab 
was placed in production in De- 
cember, and the other models are 
to be introduced before spring. 

The K-F hangar at the adjacent 
Willow Run airport has been trans- 
formed into a giant “country fair” 
for the program. Each day dealers 
from one of the five national K-F 
sales divisions will be guests, with 
Henry J. Kaiser, chairman; Joseph 
W. Frazer, president; Edgar F. 
Kaiser, vice-president and general 
manager, and Fred R. Cooper, sales 
vice-president, as hosts. 

A sales conference, luncheon and 
entertainment will highlight the 
sessions, with a new-car driveaway 
closing each day’s program. 

Wives of the dealer representa- 
tives have been invited to accom- 
pany their husbands and attend 
the business sessions as well as 
the entertainment phases of the 
program. 





Henry Ford Ii 


Horwitz Discontinues 
Buffalo Dealerships 

BUFFALO.—Louis Horwitz, pres- 
ident of Playboy Motor Car Corp., 
announced here that he is discon- 
tinuing the Lou Horwitz Motor 
Sales “due to the scope of my other 
business interests.” 

The firm is at 2705 Delaware 


Ave. with a branch at 2352 Dela- 
ware. 














ACTIVATION ORDERS FOR FEDERAL TRUCK UNIT—Postwar defense moves ahead as the 


the public buys automobiles on 
quality and performance.” 

“It’s going to take a buyer’s 
market and tough competitive 
selling to give Ford the sales 
leadership we are after,” he 
stated. “We redesigned our prod- 
ucts in 1948 with that in mind. 
When a buyer's market comes, 
we intend to be ready.” 

Ford indicated that while no ma- 
jor model changes are on the 1949 
agenda, running changes would 
continue to be made in the com- 
pany’s products. 

“The new year will see great em- 
phasis placed on quality,” he said. 
We are going to continue to in- 
sist on improved quality from our 
own manutacturing units and those 
of our suppliers.” 

Referring to plans for foreign 
operations, Ford said top company 
executives visited European and 
South American subsidiaries in 1948 
to obtain first-hand information on 
conditions abroad. 

In the statement, Ford congrat- 
ulated the 140,000 employes of bord 
motor Co. for their efforts in pro- 
uucing 1,152,000 units in 1948 and 
1or the decrease in the number 
ot work stoppages. 

“Introduction of an _ entirely 
new line of cars with a minimum 
of layoffs during model change- 
over was the high point of the 
year,” Ford said. 

This past year’s production to- 
taled approximately 550,000 Fords, 
451,000 Mercurys, 44,000 Lincolns, 
303,000 Ford trucks and 104,000 
tractors. In September, Ford plants 
in the U. S. produced 118,269 units, 
more than in any single month 
since 1941, 

Ford carried out an extensive 
steel expansion program during 
1948 in an effort to obtain an in- 
creased flow of steel. The new 
1,400-ton blast furnace was com- 
pleted in November, doubling Ford 
iron-producing capacities in the 
United States. 

Enlargement of some of the open 
hearth furnaces and expansion of 
rolling mill facilities still is under 
way at the Rouge, but even with 
this program completed, Ford does 
not expect to be able to produce 
more than half of its total steel 
needs, the statement said. 

In reviewing the company’s 
plant construction and decentral- 
ization program, Ford recalled 
that it was just a year ago that 
the Ford assembly plant in At- 
lanta was dedicated. 

Since then three new Lincoln- 
Mercury assembly plants have 
gone into production. These plants 
are at Los Angeles, Metuchen, N. 
J., and St. Louis. 

New manufacturing plants are in 
operation at Canton, O., and Mound 
Rd., Detroit. An enlarged parts and 
equipment manufacturing plant 
was completed at Ypsilanti, in- 
creasing the efficiency and produc- 
tion of that division. 
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Army announces the activation of headquarters detachment, 317th transportation truck bat- 
talion oer ih affiliated with Federal Motor Truck. The 317th is the first of several such 


battalions 


be organized in Michigan as part of the Army's postwar expansion pro- 


ram. General orders have been petnes by the commanding general, Lt. Gen. Stephen 


hamberlain, Fifth army. Above, 
office, ORC, is shown handing activat: 


aj. Ray Boyer of the Michigan senior Army instructor's 
ion orders to J. M. Shatzel (center), works manager of 


Federal; and to Maj. Thomas P. Dickinson (left), FA Reserve, orders designating him com 


manding officer of the new unit. 
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A . | // tile Phony Official 


Queries Buyers 
By John O. Munn 





























In New York 


ALBANY, N. Y.—A warning has |’ 
been issued by the New York State 
Automobile Dealers, Inc., that a 
man, representing himself as an 
Interstate Commerce Commission 
official, has been calling on dealer 
customers. 

Said to call himself E. J, Moran 
of the Service bureau of the ICC, 
the man asks customers such ques- 









(The opinions expressed herein are those of Columnist 
Munn and are not necessarily those of Automotive News). 

















would last for a long time and 
our best business bet would be a 


—, dealers would like to begin 
sound sales policy, based on: (a) 


the New Year in straightening 


out the public’s conception with 
reference to tradeins, accessory! equality to all; (b) strict adher- |tions as how much they paid for 
sales and new-car shortages. As/ ence to price; (c) a tradein policy | their car, whether they have a bill 


or cancelled check, and how many 


of 50 percent or less on new car 
other orders they have placed. 


surely as night follows day, dealers 
deliveries; (d) making deliveries 


realize that sooner or later they are 


coming into a competitive market. 
Then they will need understanding 
friends and many of them, 

There are many elements in the 
car shortage that the public does 
not understand. It naturally fol- 
lows that, if a dealer will take the 
trouble to explain the situation in 
all its detail, he will develop a 
more understanding and, therefore, 
a friendly public. 

This conductor feels that a 
great majority of dealers have 
carried on during and since the 
war with deep regard for public 
interest. Their acts have had a 
deep-seated effect on the public. 
People who have dealt with them 
respect and admire them. The 
people’s word-of-mouth advertis- 
ing is a strong safeguard for the 
dealer’s future. That type of 
dealer need not worry about the 
current crop of rumors affecting 
him adversely in the future. He 
is too firmly established in the 
hearts and minds of his commu- 
nity to suffer as a result of the 
nationwide accusations stemming 
from such things as the Macy 
investigation. 

Nevertheless, there are many 
dealers who have always kept their 
public acquainted with their oper- 
ations. They feel it is just good 
business to recognize the present 
situation in their public announce- 
ments. A great many of such state- 
ments have been called to my at- 
tention and meet my hearty ap- 
proval. 


Dealer Gives Insight 


Into Business 

R INSTANCE, Smith Motors 

(Chevrolet), Hammond, Ind., re- 
cently told its story in a half-page 
ad in the local Sunday paper. T'ypi- 
cal of statements by dealers is one 
by Suppes Motor Sales Co. (Ford), 
Johnstown, Pa. Part of the text is 
quoted below. I would like to run 
the whole announcement, but it is 
too long for this column. I am sure 
that Walter Suppes, president of 
the above company, will be glad to 
Send you the complete ad on re- 
quest, or he would be glad to have 
any dealer compliment him by us- 
ing any of the phrases or sentences 
from his statement given below: 


“We Conducted an ‘Investigation’ 
of Our Own and Here’s 
What We Found!” 

“We are hereby putting on public 
record the results of our ‘investiga- 
tion’ to see for OURSELVES how 
our motor car sales policy has 
worked out since we made it effec- 
tive after the close of World War II. 
“When we woke up, some months 
after the war, to the plain fact 
that there would be a long-time 
New and used car shortage, we 
Went into a huddle with our ‘gray 
Matter’ and thought for a while. 

_ “Our thinking developed the be- 
lief that passenger car scarcity 
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in the succession of their position 
on our list of orders, with neces- 
sary exceptions; and (e) allowing 
fair used car tradein allowances. 

“Let’s review our policy of sales 
and deliveries and see how it has 
worked out, in the past couple of 
years, in practice. 


First 16 Customers 


Are Described 
= “QUAL treatment for all’ comes 
first in any sales policy. Us- 
ing 1949 Ford car deliveries as the 
criterion to judge the fairness and 
effectiveness of our sales policy, the 
first new 1949 Ford passenger car 
was offered to a local steel worker; 
the second car went to a Johnstown 
attorney; the third delivery was 
made to a trucker; fourth delivery 
to a news dealer; fifth, to a relative 
of an officer of the corporation; 
sixth, to a millworker; seventh, to 
a dairy worker; eighth, to a mill 
foreman; ninth, to a tavern pro- 
prietor; tenth, to a laborer; elev- 
enth, to an apprentice electrical 
worker; twelfth, to a college pro- 
fessor; thirteenth, to a truck body 
maker; fourteenth, to a clerk; fif- 
teenth, to a schoolteacher and, six- 
teenth, to a mine worker. 

“Does the above sound to you 
like fair trade practice? Is there 
any hint of favoritism in this rep- 
resentative list of American con- 
sumers? Is it satisfactory as a 
demonstration of ‘equality to all’? 

“Next in order but probably 
first in importance in our sales 
policy is ‘strict adherence to re- 
tail delivery price.’ This state- 
ment means no ‘tips,’ side money, 
premiums or extra fees for new 
car delivery. We've stuck to this 
precept like a leech and defy 
anyone anywhere to prove any 
exception on our part. 

“Don’t you agree with us that this 
is the soundest kind of public policy 
for private business? Will you be- 
lieve us when we tell you it was a 
temptation when sums were offered 
from $100 over regular price to as 
high as $1,000 for a new car or 
truck? Can you grant us your full 
approval for faithfully adhering to 
this practice? 

. 2 . 

Tradeins Involve 
Only 35% of Deals 
= ‘used-car tradein’ policy is 

next up for display. We paid 
little attention to this phase of our 
business right after the close of 
the war. We confidently expected 
heavy new-car shipments and at 
first to most inquires replied, ‘Just 
be patient, it won’t be long now.’ 
New-car deliveries came through 
very slowly, however, and in order 
to increase our business volume we 
started to take more trades, Our 
records show that our percentage 
of tradeins to new-car deliveries 
averaged 35 percent ... not the 50 
percent figure we originally set as 

(Continued on Page 26, Col. 5) 


Griffin Named 
Head of Dallas 


New-Car Assn. 


DALLAS.—Ben E. Griffin, presi- 
dent of Ben E. Griffin Auto Co. 
(Ford), has been elected president 
of the Authorized New Car Dealers 
of Dallas. He was elected at a 
meeting of the board of directors 
on Dec. 21. 

Griffin’s father founded the com- 
pany in 1919. 

E. J. Jensen was elected associa- 
tion vice-president. Jensen and 
Griffin will be formally installed 
at the organization’s first meeting 
of the new year this month. 





The association checked the New 
York office of the ICC and learned 
from an E. J. Moran there that 
he had not been operating in that 






UEEN CITY DEALERS ELECT FOR NEW YEAR—These are the new officers of Cincinnati 
Automobile Dealers Assn. (left to right): Walter Hallerman, vice-president; Mrs. Erdie Turner, 
secretary; Charles Cronin, president; A. F. Kirsten, retiring president, and Clifford Jacobs, 


treasurer. 














part of the state and that the iCC 
Service bureau had dealings with 
railroad matters only. 

In view of the recent operations 
of used-car theft rings, members 
were urged to contact the associa- 
tion if they learned of any such 
agents operating in their territory. 


Paretti Elected 
President in 
New Orleans 


NEW ORLEANS.—Joseph A. Pa- 
retti of Paretti Pontiac Co., Inc., 
was elected president of the New 
Orleans Automobile Dealers Assn. 
at the annual election of officers. 

Sidney J. Gonzales jr., Gonzales 
Motors, Inc. (Ford), was named 
vice-president, and V. J. Luke, 
Luke Motor Co. (Chrysler-Plym- 
outh), was named secretary-treas- 
urer. 

Jack Lester, Jack Lester Motors 
(Nash), retiring president, is an 
ex-officio member of the board of 
directors, serving with William J. 
Willkomm, Pontchartrain Motor 
Co., Ine. (Cadillac - Oldsmobile) ; 
George Bohn, Bohn Motors, Inc. 
(Ford), and Wiley L. Mossy, Mossy 
Motors, Inc. (Oldsmobile). 


Indianapolis Assn. 
Meets Jan. 14 


INDIANAPOLIS. — The annual 
meeting of the Indianapolis Auto- 
mobile Trade Assn. will be held 
Jan. 14, Thomas E. Hanika, asso- 
ciation manager, has announced, A 
business session, in charge of Paul 
A. Kuhn, vice-president of North 
Side Chevrolet, Inc., and East Side 
Chevrolet, Inc., will include the se- 
lection of three directors to serve 
three-year terms, 

The Indianapolis asseciation plans 
for wider operations during the 
next 12 months, Hanika said. Dur- 
ing the last 12 months the associa- 
tion inaugurated an automotive 
training course in Technical high 
school and also conducted public 
safety programs. 

At the coming meeting there is 
expected to be some discussion of 
reviving the traditional Indianapo- 
lis auto show. 
















































choosey, more cautious, and that 
many were pinched by the credit 
terms of Regulation W. But these 
were seen as but flutterings in the 
market which could be overcome 
with salesmanship. 

Many dealers reported a wan- 
ing of the market for trucks, 
especially the heavy jobs. How- 
ever, some dealers took the view 
that this did not mean that 
trucks would not sell. It meant, 
they said, that many dealers do 
not know how to sell trucks. 

Truck selling, the veteran dealers 

say, is a specialized selling field, 
calling for an organization that 
knows all the intricacies of the 
local market, and for salesmen who 
know trucks and equipment and 
the jobs they will do. 

Thus, they reasoned, the truck 
business will simply revert to the 
real truck dealers, while dealers 
who took trucks on when anyone 
could sell them will drop out of 
the business. 

. * * 

S FOR the service business, 

deaiers as a whole are better 
prepared now to hold this busi- 
ness than they ever were. They 
have made long strides in obtain- 
ing efficient shops and adequate 
equipment. They have also had 
time to really learn the business, 
although in many cases much still 
remains to be accomplished. 

Some saw the service business 
tightening up, while others pointed 
out that parts and service are be- 
coming more important as more 
owners give up hopes of getting 
a new car, in view of rising prices, 
and concentrate on getting the old 
buggy in shape. 

The furor over rising prices 
remained as the new year began, 
but car prices still were in a 
favorable position in comparison 
with the rest of the economy. 

While there is little doubt that 
car makers will reduce prices if 
that becomes necessary, few in the 


Dealers Are Optimistic 
As Selling Year Opens 


(Continued from Page 1) 


year are due to have somewhat 
higher price tags. . 
* * * 

] OT ALL the auto makers were 

agreed that production would 
set a record for all time in 1949. 
Some saw slightly higher produc- 
tion, some refused to comment. 
Most optimistic were the General 
Motors officials who, with due re- 
spect to the “ifs” of the future, 
foresaw the possibility of a 10 per- - 
cent increase in output over 1948. 

The steel picture was still hazy. 

No one knew for sure how much 
would be diverted to defense pro- 
duction, nor how much would be 
freed by reduction in demand for 
refrigerators, stoves and miscel- 
laneous steel users who are now 
in a tighter market. 

But, by and large, the feeling of 
the auto industry was one of con- 
fidence mixed with a determina- 
tion to expend more effort in 1949. 


Barnett Heads 
Detroit Dealers 


DETROIT.—Dave Barnett 
(Chrysler) was elected president of 
Detroit Auto Dealers Assn. last 
week. The new board of directors, 
chosen earlier in December, also 
elected the following: 

Vice-president, Dan R. Courtney 
(Ford); secretary, Hanley Taylor 
(Dodge), and treasurer, Lee Arnold 
(Nash). Paul Graves was retained 
as executive vice-president. 

The January meeting of the 
DADA board was postponed until 
after the NADA convention in San 
Francisco. 


New York Assn. 


Elects Directors 


NEW YORK.—At its annual 
meeting, the Automobile Merchants 
Assn. of New York, Inc., elected 
the following directors: 

To serve three years: F. M. Con- 
heim, B. F. Berry, David L. Ha- 








Shearer Gets Parole; 


In Jail 15 Months 


ST, LOUIS.—Franklin W. Shear- 
er, owner of Shearer Motor Co., has 
been paroled from the federal peni- 
tentiary at Terre Haute, Ind., after 
serving 15 months and 25 days of 
a two-year sentence for income tax 
evasion. Shearer was sentenced 
after U. S. Federal Judge George 
H. Moore declared the case “the 
most serious ever to come before 
this court.” 

Shearer was charged with evad- 
ing payment of $139,336 taxes. Fol- 
lowing his conviction, General Mo- 
tors revoked his Chevrolet dealer- 
ship which, at one time, was said 
to be fourth largest in the country. 
Before his tax troubles Shearer 
employed 168 persons but a used- 
car business, managed by his wife, 
now employs only 10. Without a 
parole, Shearer would not have been 
eligible for release until March 15. 


Day Off for Party 

Employes of A. J. Moser & Co. 
(Ford), Berne, Ind., received a 
unique Christmas present. They 
were given Saturday (Dec. 18) off, 
to allow them to attend the Christ- 
mas round-up of the Indiana dis- 
trict of Ford Motor Co, 









gan, D. F. Jennings, B. A. Ma- 
honey, Nelson K. Mintz, C. H. 
Piebes, and John Sheehan. To serve 
one year, Charles Gallub. 


industry expected any real price 
reductions in 1949. As a matter of 
fact, several makers which are 
bringing out new models early this 


On the House .. . 


“Birdogging” is back, believe it or not. Heard of one Detroit dealer 
who was offering 10 percent commish to friends who’d turn up a 
sale for him; factory halted the practice pronto. Seems dealer 
thought it was an easy way to make sales without 
building up his own sales staff. ...M. E. Coyle 
certainly set that congressional committee back 
on its heels with his sharp and frank answers; get 
a copy of the transcript, if you can, it’s a honey... 

“Soft” spots in the car and truck sales field 
have reactivated dealer thinking on resumption 
of local shows; several associations now mak- 
ing plans for expositions next fall or winter. 

Wonder what the auto makers will do about 
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the national show? . . . Some dealers are still 
4 worried about possible discount cuts, but it’s 
needless; the buyer’s market is just around the 

Wemhowt corner. . . 














Novelty in Christmas cards was that of the Texas Automotive 
Trade Assn., whose “Letter to Santa” was a “thank-you” and didn’t 
ask for anything. . . . George Ziesmer, NADA’s first vice-president, 
dropped in for a chat the other day. ... U. S. reports there are 
now 37,300,000 families in the nation; how many are your active 
customers, Mr. Dealer? 









—Prre WeMHorr, 
Editor 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
® ss and dealers in motor vehicles, parts and accessories. 49 2. A fair profit to 
e the dealer on every used vehicie accepted in partial payment for a ew 
ri A car or truck. 4 3, Every doliar of gasoline tax collected by state or federal 
L governments applied to the building and maintenance of highways. 4 4. The 
e ge elimination of governmental and bureaucratic controls over this industry. 
R R 4 5. A return to the precepts of independence and the rewards of applied 





energy and ability, which made America and gave more of her citizens 


NEWS more of the better things of life than anywhere else in the world. 





Capsule Comment 


a shows that 90 to 


A Pennsylvania Automotive Assn. 
are Regulation W is 


95 percent of the state’s dealers dec 











MARVIN COYLE, who now car- 
ries the portfolio of prime minister 


in General Motors affairs, ap- 
peared before a congressional com- 
mittee recently loaded for bear. He 

spread out a series 

JOB FOR of graphic charts 

AMA which not only made 
sense even in Wash- 
ington, but could be easily under- 
stood by the man at the lathe or 
the woman at her washing. He 
proved that in terms of present 
day wages or the price of tender- 
loins, the prices at the factory on 
new motor vehicles were not only 
in line, but actually lower than 
conditions might warrant. It was 
a masterful presentation and most 
timely because not only the deal- 
ers, but the manufacturers, have 
for months been under a cloud of 
general public disapproval which 
has risen to the point of govern- 
mental investigations which are 
never good for an industry. 
* * * 

In my opinion, the Automobile 
Manufacturers Assn. should capi- 
talize on this material and im- 
mediately. This presentation 
should be spread before the pub- 
lic in a series of advertisements 
appearing in newspapers and 
magazines which would reach 
every home in America. The pro- 
portionate cost to each member 
of such a campaign would be in- 
finitesimal in comparison with 
the genuine good it would do our 
industry. The manufacturers can 
well afford such a direct ap- 
proach to correction of the pres- 
ent public attitude, which is more 
serious than most of us care to 
admit. The buyer’s market, so 
long predicted, is now just around 
the corner. We are going to need 
all the support of public goodwill 
we can secure against odds 
which are not now favorable. 


I confess to being enough of an 
ad man to see the possibilities of 





removing many potential new and used-car customers from |the material which Coyle and his 
the market. associates presented. It could eas- 
Please note, Federal Reserve Board. ily be adapted to the averages of 


all makes produced in 1939 versus 
1948. The series could be repro- 
duced in booklet form for dealer 
distribution and, were I a dealer, 
I would gladly pay for enough to 
cover my mailing list. The story 
must be told and now, gentlemen, 
I submit is the time to tell it. 
oo . . 


PROBABLY because I was raised 
in a Main street town about the 


* a * 

Dislike or mistrust of a dealer would spike many auto 
sales even though the prospect liked that dealer’s make of 
car, an American Home magazine survey discloses. 

But just wait until the dealer begs the prospect to 
accept a fabulous tradein allowance. 





National Used Car Dealers Assn. is studying a poe 

for an Industry Relations committee, whose goal would be 

closer ties with auto makers and new-car dealers, “none of 

a eae a complete understanding of the problems of 
e other.” 


Swell idea, NUCDA. 


* * + 
Soft spots in the new-truck field are increasing in various 
parts of the country, an AUTOMOTIVE NEWS survey reveals. 
Only the light jobs, half to 114-ton, are exempt thus far but 
even here there are signs of weakening. 
* Nothing that a little “wooing” can’t cure. 


* . * 

Several new proposed cars have been revealed in recent 
weeks, all with innovations designed to meet needs not now 
met. 

Welcome, newcomers, but be careful. 
* * e 

British car manufacturers are planning models designed 
especially for the Canadian markets, and already two such 
units have been built, Ottawa reports. 

Looks like real competition for Canadian sales. 
oa * * 

Automobile insurance rates are being upped again in vari- 
ous parts of the nation to meet rising repair costs, say the 
casualty companies. 

What ever became of the prewar plan of rewarding 
the no-accident drivers with lower rates? 


Commissioner Thomas H. MacDonald of the U. S. Public 
Roads Administration, in his Beecroft Memorial Lecture, 


describes what’s wrong with America’s highways, drivers 
and vehicle maintenance. 
The series, now running in AUTOMOTIVE NEWS, is rec- 
ommended to everyone associated with automotive 
transportation. 


size of Independence, Mo., I think 
I understand Harry Truman a lit- 


tle better than 


some of my city- TRUMAN 
bred neighbors. ANOTHER 
He fits into the OCOOLIDGE? 


mold from which 

tens of thousands of Midwesterners 
have been cast. He is no more a 
reactionary liberal than you or I, 
and probably hates Communism 
more. Now for the first time he 
is completely on his own and he 
knows it. He could no more go for 
a completely socialized government 
than he could for an abridgement 
of free speech. He will never ad- 
mit, as did Wendell Willkie, that 
many of his campaign speeches 
were for the sole purpose of get- 
ting votes, but his actions over the 
next four years will prove that 
they were. Every President who 
has ever campaigned has been 
guilty of the same machinations, 
and we Americans are taught to 
discount them by just the right 
proportion. More and more I think 
we will come to recognize Presi- 
dent Truman as another Calvin 
Coolidge. 

* * * 

A DEMOCRATIC Coolidge, to be 
sure, but a middle-of-the-roader, 
whose greatest objective will be 
to do nothing which might upset 
the applecart. He knows better 
than anyone else that it was the 
universal prosperity of our people 
which, more than any other fac- 
tor, elected him. He will hesitate 
before he approves new taxes 
which might discourage big or lit- 
tle business, just as he will laws 
that would give labor or the farm- 
er a whiphand over national pros- 
perity. Just you wait and see if 
one small-town boy’s opinion of an- 
other is not about right——G.MS. 


toKOGGIE LOOKS at _4 | 





‘He Has ’em 


used, if you so request. 





Motorette 

In your issue of Dec. 20 there 
was a request for Motorette parts. 

We have on hand here four Mo- 
torettes, three of which are new 
but slightly shopworn and one 
which is slightly used. 

We would be willing to sell any 
or all of these vehicles at less 
than half of original cost. 

If interested please contact us 
and we will be happy to forward 
any information concerning these 
vehicles.—WinriztD L. Boss, 73 
Washington Ave., Belleville 9, N. J. 


* * * 


Used Car Books? 


In a November issue, you listed 
books to get the feel of the auto- 
motive industry. 

May I have a list of books and 
authors of the dealers’ coming 
problem—merchandising used cars? 

The only book that I have tried 
to get is “The Marketing of Used 
Cars,” by Theodore Smith.—JoHNn 
W. Leeper, R. D. No. 1, Mononga- 
hela, Pa. 

Eprror’s Note: Any suggestions 
from readers? 
e 


* * 


Most Maligned 

I would like to nominate the 
auto dealer as the Most Maligned 
Man of the Year. Unjustifiably ma- 
ligned in all but a small number 
of cases, naturally. 

A lot of people just couldn’t 
stand it to see him doing so well. 
Another big group got sore because 
he didn’t have cars for them. 

Even some that got cars joined 
in the groundswell of gripes. At 
the same time, some of the kickers 
were acting like old pals to some 
dealers in the hopes of wangling 
a new model. 

In my opinion, the thing that is 
going to help a lot in freeing smart 
and honest dealers from continua- 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 
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tion of the past year’s maligning 
is not far away. It will be when 
higher tradeins, made possible by 
the buyer’s market, will turn the 
Gloomy Gusses into Happy Har- 
olds because they know their new- 
car price comes down when the 
tradein value goes up. 

Dealers won’t be too doleful 


about it either, because they have | 


demonstrated their ability to make 
money in the past when conditions 
were normal.—P. R., Kansas City. 
* * 


Output Tables 


I like the weekly output tables 
in Automotive News and enjoy rib- 
bing my competitive friends about 
the relative standings of the manu- 
facturers. Don’t misunderstand, I’ve 
been ribbed, too. 

Will your final compilation this 
year be as dependable as in the 
past? Last year your year-end to- 
tal estimate was less than 1 per- 
cent off from the final revised fig- 
ure, as I recall.—J. M., New York. 


Coming Events 


JANUARY 


dan. 10-14—Detroit (Book-Cadillac hotel) 
Annual meeting, Society of Automotive 





Engineers. 
dan. 17-19— Park, Miss. (Edge 
water Gulf hotel). Annual convention, 


Truck-Trailer Manufacturers Assn. 
Jan. Francisco (Civic audi 
orium). Annual Convention and Equip 
ment Show of NADA. 
FEBRUARY 
Feb. 18—Omaha (Fontenelle hotel). Ax 
nual meeting, Nebraska New Car Dealers 
Assn. 
MARCH 


March 25-26 — Chehalis-Centralia, Wash. 
Annual convention, Washington State Au- 
tomobile Dealers Assn. 

March 25-28—Toronte (King Edward ho 

. Annual convention, Canadian Aute 

motive Wholesalers Assn 


29 - Apr. 1—Toronto (National Ex: | 


March 
hibition grounds). Canadian automotivé 
service show. 
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Naturally, Ford Owners Prefer 


enuine 
ORD Parts 
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Genuine Ford Clutches— 
Outright or Exchange— 
Made Right... Priced Right 


Genuine Ford Clutches are balanced to prevent 
undue vibration and wear, assuring longer, trouble- 
free life even under extreme operating conditions. 
Especially designed for a given engine torque, 
exceptionally low pedal pressure is required for 
operation. Centrifugal weights attached to the 
release levers automatically increase the pressure 
against the disc as the engine speed increases, thus 
preventing slippage. For smoother, longer clutch 
life—always use the Genuine Ford Clutch. 


(Genuine orp Puts... 
Right for FORDS! 
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They are the parts that are right for Fords. They're 
made right to fit right and last longer. So naturally 
you get more Ford service business when you stock 
Genuine Ford Parts. Call your nearest Ford Dealer 


or Ford Parts Distributor—you'll find that stocks are ‘ 


ample and delivery is prompt. 





Put this Genuine Ford Parts Sign to work for 
you. Already outside thousands of garages from 
coast to coast, it has proved time and time again 
that it brings in more Ford service business. Get 
all the details on how you can qualify to use 
this great business builder from your nearest 
Ford Dealer or Ford Parts Distributor today. 


FORD MOTOR COMPANY 
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Index Hits New Peak... 


Truck Industry Ends 
Best Year in History 


WASHINGTON. — According to 
President H. D. Horton of the 
American Trucking Assns., the 
trucking industry transported more 
freight and operated more vehicles 
during 1948 than at any other time 
in its history. 

In a review of the year, Horton 
said the total number of trucks 
of all types now in operation is 
approximately 7,000,000, compared 
with 6,500,000 at the end of 1947. 

Truck manufacturers apparently 
have caught up with demand, he 


Macy Report, 
NADA Booklet 
Due This Week 


By William Ullman 
Washington Correspondent 

WASHINGTON. —Two reports 
awaited by the automotive indus- 
try were not available last week 
as this issue of Automotive News 
went to press early because of the 
New Year’s holiday. 

These were the roundup by the 
House subcommittee on question- 
able trade practices of its recent 
excursion into the motor car field, 
and the NADA brochure present- 
ing hypothetical cases and answer- 
ing questions on tradeins, acces- 
sories, new-car deliveries, etc. 

The NADA publication is expect- 
ed to be ready for delivery to 
members by the end of this week. 
Its contents, for the most part, 
are not new. The brochure will 
re-state, in words and pictures, a 
great part of the sound merchan- 
dising advice NADA has been dis- 
seminating among its membership 
for some years. Added, of course, 
will be commentary on the situa- 
tion developed by the Macy com- 
mittee and the lessons thereof. 

Since the automobile dealers in- 

vestigation report to the House 
was not ready on Thursday, and 
the 80th Congress, of which the 
Macy committee was a part, was 
due for extinction on Friday, only 
an interim report was seen pos- 
sible. 
At this writing, it is believed that 
Rep. Macy will ask for time to 
make a few remarks about the 
auto dealer hearings, but it is 
doubtful that he will be accorded 
more than the customary one min- 
ute on such occasions. This would 
allow only for the presentation of 
a skeleton report for insertion in 
the record. 


The next step probably will be 
(See REPORTS, Page 25, Col. 1) 





Dealer Insurance Curb 


Up as Ohio Issue Again 


COLUMBUS, O.—A bill, which 
in effect would bar automobile 
dealers from writing insurance, 
will be introduced at the coming 
session of the Ohio legislature. 

The proposed bill would place 
upon the state insurance depart- 
ment the duty to withhold, re- 
fuse to renew, or revoke a li- 
cense when the department is 
satisfied that the principal use 
of the license would be to solicit, 
place or effect insurance upon 
the property of the agent, or that 
of relatives, employers or em- 
ployes. The licensing of automo- 
bile dealers was an issue in the 
late election campaign. 








added, on all except the lighter 
models and licensing of new trucks 
during 1948 probably will exceed 
1,000,000, setting an all-time record. 

Throughout the year, Horton said, 
there was a steady growth in ton- 
nage moved by truck both from 
civilian and government sources. 
The association’s truckloading in- 
dex, based on the average monthly 
tonnage during 1938-1940 as repre- 
senting 100, climbed to 229 for the 
first 10 months of 1948, compared 
with a 1947 index of 206. 

New records were established for 
the index in September, when the 
figure was 248, and again in Octo- 
ber, when the index rose to 255. 

Preliminary estimates by ATA’s 
research department indicate that 
the November index will be below 
that for October, consistently the 
peak month of every year, but 
will hold considerably higher than 
any previous November, he said, 
adding that an all-time record is 
assured for the full year. 


This tremendous growth by the 
trucking industry is bound to pose 
serious and continuing problems, 
Horton declared. These include 
safety, construction of new high- 
ways and the attendant taxation to 
cover their cost, and city traffic 
congestion. 


In the field of safety, the ATA 
reorganized all of its activities di- 
rected toward accident prevention 
and effected a thorough reorganiza- 
tion of its safety section. 


With regard to the second prob- 
lem—new highway construction— 
the ATA has adopted a platform 
which calls for long-range high- 
way planning based on actual 
needs and giving full considera- 
tion to the taxpayers’ ability to 
pay the cost, without their being 
saddled with burdensome tax 
bills, Horton said. 

In solving urban traffic conges- 
tion, the association favors a pro- 
gram that will provide off-street 
parking and loading facilities for 
trucks that must supply downtown 


areas, 

The ATA does not think that ex- 
pressways which by-pass the con- 
gested business areas of larger 
cities can solve this problem, Hor- 
ton concluded. 


Havens Joins 


Crosley Sales 


CINCINNATI.—W. A. Blees, vice- 
president of Avco Mfg. Corp. and 
general sales manager of the Cros- 
ley division, has 
announced the ap- 
pointment of V. 
C. Havens as as- 
sistant general 
sales manager. 

Havens comes 
to Crosley from 
Consolidated Vul- 
tee Aircraft Corp. 
where he was 
assistant - = ; 
vice - president in : 
charge of sales. ¥. G Mavens 

For 18 years he was with the 
Cadillac, Buick-Olds-Pontiac and 
Oldsmobile divisions of General 
Motors. At Crosley, he will be in 
charge of advertising, sales promo- 
tion and public relations. He will 
make his headquarters at the Cros- 
ley division main offices in Cin- 
cinnati. 





FORD FETES S. F. NEWSMEN—The Bay Area's large corps of nownpaper automobile editors 


reporte ii the holiday mood ly in Christmas wee 
= et te ae press Techene in San Francisco's Family Club. Arthur 


executives sta their annual yulet 
a eats tetas Hatch’s, assistant 

; ‘ S$ ass nt; 
GMa sd Sher eb 


| manager, was host. 


when Ford Motor Co. 


Les Lutz, Ford's Richmond district 
arry Crimmins, who heads the Lincoln-Mercury 


of the regional headquarters staff welcomed the quests. - 
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PRODUCT OF THE PACIFIC NORTHWEST—The above car, called the Mustang, will enter 
Motor Car Co 


roduction this month, ea to Roy wpe oe 
ave been set up in a section e hu 


cCarty reports gy 


at Renton, Wash., near 


attle. The Mustang has an aluminum body, | 


r > 
@ Boeing plant 
-inch wheelbase 


and a height of five feet one inch. The four-cylinder 60-horsepower engine is mounted 


between the trunk space and the rear seat. The car, designed 


priced at $1,235 plus taxes, McCarty said. 


ior the Northwest area, is 


Rear-Engined Mustang Car 
Slated for Output Soon 


RENTON, Wash.—Production of 
a full-size rear-engine car called 
the Mustang is scheduled to get 
underway here this month, accord- 
ing to Roy McCarty, president of 
Mustang Motor Car Co., 208 Co- 
lumbia St. here. 


McCarty said his vehicle, which 
resembles a small bus with a tear- 
drop back, will be marketed solely 
in the Pacific Northwest. It will 
sell hereabouts for $1,235, plus 
taxes, he said. 


Featuring an aluminum body, 
the Mustang is said to have room 
for five passengers in addition 
to the driver. A section of Ren- 
ton’s huge Boeing plant has been 
leased for Mustang production. 

The driver’s seat is well forward, 


Hartz Finishes 
Safety Crusade 
In Studebaker 


BOSTON.—More than 10,000 
miles of highway “landwriting” 
were terminated here late Dec. 21 
as Harry Hartz, at the wheel of a 
new 1949 Studebaker half-ton pick- 
up truck, completed a safety cru- 
sade during which he “wrote Stu- 
debaker across the nation.” 


Escorted to the city hall by po- 
lice upon his arrival here, he was 
greeted by Mayor James M. Curley 
and municipal aids together with 
officials of the National Safety 
Council. Following the welcoming 
ceremony, which was broadcast, 
Hartz gave a talk on safety before 
an assemblage of 2,000 high school 
students and was heard later in 
radio interviews. 


Starting from Los Angeles on 
Sept. 27, Hartz followed a combi- 
nation of routes which when traced 
on a map spell the word “Stude- 
baker.” During his hundreds of 
stops across the country the for- 
mer racing champion visited Stu- 
debaker dealers, was guest of hon- 
or at civic gatherings and school 
assemblies and participated in 
scores of broadcasts devoted to 
safety topics. 

On the truck, Hartz, who han- 
dles sales engineering and traffic 
safety assignments for Studebaker, 
earried a pylon with two large 
maps indicating the routes which 
he followed. Monthly slogans used 
by the National Safety Council in 
its “Operation Safety” appeared on 
the vehicle together with the coun- 
cil’s Green Cross safety emblem. 

Forming the first letter in the 
word “Studebaker” necessitated a 
drive of 3,000 miles and four cross- 
ings of the continental divide. 





Nizen Is Elected 
In Ashtabula 


COLUMBUS, Q—The Ashtabula 
County Automobile Dealers Assn. 
has elected S, P. Nizen, Ashtabula, 
president; E. C. Emhoff, Conneaut, 
vice-president; David Haskell, Ash- 
tabula Credit bureau, secretary- 
treasurer. 

Trustees are Albert Callender, 
| Ashtabula; Herbert Swezey, An- 
dover; Oscar Anderson, Jefferson; 
| C. E. Taylor, Geneva; Vincent 
Bishop, Ashtabula, and C. R, EIll- 
| Sasser, Conneaut. 


with close visibilty of the road 
advanced as a safety feature. 

The motor is mounted between 
the large trunk space and the rear 
seat. It is installed so it can be 
easily removed or serviced. Other 
units also have access ease, Mc- 
Carty said. 

Mustang’s pilot car has a four- 
cylinder 60-horsepower Hercules 
engine. Wheelbase is 102 inches, 
height 5 feet 1 inch; cruising speed 
is given as 65 to 68 miles per hour; 
gasoline consumption, 25 to 30 
miles per gallon. 


McCarty, who designed the car, 
told Automotive News that plans 
were first made to produce prob- 
ably six cars per day, but that 
since news was released of the 
new car last fall, so many orders 
had been received that the pres- 
ent program is to install an oper- 
ation capable of turning out 30 
to 40 cars daily. 

Financing to meet the higher 
schedule is now in progress, Manu- 
facturer’s Securities, Inc., Seattle, 
being fiscal agents, offering a stock 
issue of 300,000 shares at par, $1 
per share. 

Only service dealers will be ap- 
pointed at first, said McCarty, as 
sales appear no present problem. 
Later when the need becomes ap- 
parent, dealers are to be set up in 
leading Northwest towns, he de- 
clared. 


“We also have future plans for 
assembly plants in Los Angeles 
and elsewhere as conditions may 
warrant,” he said 

McCarty started in the automo- 
bile industry in 1923 as a me- 
chanic in the Stanley Steamer fac- 
tory. For some years he was with 
the Lincoln division, Ford Motor 
Co., becoming service manager in 
the Northwest. 


For a time he operated the 
Lake Washington Motors (Ford) 
at Kirkland, Wash. Then he was 
on the Hoof Products Co. engi- 
neering staff in Chicago and 
most recently in charge of the 
body department of Dick DuBois, 
Inc. (Hudson), 

Other Mustang incorporators are 
John G. Ballard, who is vice-presi- 
dent; W. H. Wahl, secretary-treas- 
urer, and Henry J. Reynolds. 

Two previous attempts at car 
building in Seattle were by Euclid 
Motor Car Co. of New York, back 
in 1914, producing the Eureka, and 
by the Gersiz Mfg. Co. in 1921. 


—D. M. Trepp 





Year-End Spurt 
Pushes Car Sales 
To 3,400,000 


DETROIT.—Swinging into the 
last stretch of the old year, new- 
car registrations were perking up- 
ward, according to R. L. Polk & Co. 

New-car registrations for No- 
vember should approximate 308,000 
units, as compared with 291,442 
new cars licensed in October and 


4 296,339 licensed in September, Polk 


said. 

November will be the best month 
since August, it appeared, and with 
the end-of-the-year rush which nor- 
mally sends registrations higher in 
December, it was expected the year 
would end with approximately 3,- 
400,000 new cars registered for the 


year. 

Polk said a total of 152,679 new 
cars was registered in November 
in 33 states thus far tabulated, as 
compared with 128,052 new cars in 
the same states for November, 1947. 

New-truck registrations likewise 
show a slight increase, 40,197 units 
being registered in 35 states tabu- 
lated thus far for November, as 
compared with 38,662 units from 
the same states in the comparable 
month of 1947. 

The total registration of new 
trucks for the year will, for the 
first time in the industry’s history, 
pass the million mark, Polk esti- 
mated. 


Registry Tops 
4 Million Mark 


In California 


SACRAMENTO, Calif.—California 
now has 4,004,298 registered motor 
vehicles, marking the first time the 
total has passed the four-million 
mark, according to the state motor 
vehicle department. The 1947 regis- 
tration total was 3,934,095. 

California continues to run ahead 
of all other states in the number of 
registered vehicles, officials pointed 
out. They also claimed that Sacra- 
mento has more registered vehicles 
per person than any other city in 
the United States. 

State Motor Vehicle Director A. H. 
Henderson recalled that California 
counted its first million vehicles in 
ae second in 1929 and its third 
n i 


Richards to Talk 


In Milwaukee 


MILWAUKEE. — Karl Richards. 
field service director of the Auto- 
mobile Manufacturers Assn., has 
been announced as the principal 
speaker for the annual dinner 
meeting of the Milwaukee County 
Automobile Dealers Assn. The 
meeting will be held Jan. 12 in 
the Milwaukee Elks club. 


Hull-Dobbs Chiefs Hear 
Ontline of ’°49 Plans 
MEMP: 


HIS. — The annual man- 
agers’ meeting of Hull-Dobbs Co. 
branch Ford dealerships was held 
here Dec. 20. A recapitulation of 
1948 operations and plans for 1949 
were outlined by executives J. K. 
Dobbs sr., Oscar Oakley, Charles 
Hull and J. K. Dobbs jr. 

The following branch managers 
were present: Milo Brooks, Bill 








Bell and L. L. Mouser, all of Chi- 
cago; Luke Bolton, Louisville; F. H. 
Kearney, Minneapolis: Jimmie Hen- 
derson, Cleveland; J. A. Glanville, 
Akron; Jimmie Twyford, St. Louis: 
Lee Browder, Atlanta, and W. R. 
Johnson, Cincinnati. 





PLAQUE FOR WATERS—C. E. Bleicher (second from left), president of DeSoto, made the 


trip from Detroit to San Francisco to personally present 


Robert A. Waters, president of 


James F. Waters, Inc., with a bronze plaque in recognition of continuous service as a DeSoto 


dealer throughout DeSoto's first 20 years. 


On han 


for the award ceremonies were (from 


left) Robert A. Waters jr., general manager of the dealership; Bleicher; William E. Waters, 


general sales manager; R. P. 


Brown, DeSoto San Francisco city manager; Robert A. Waters 


and A. H. Langridge, DeSoto Los Angeles regional manager. 
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Speaking of Bargains 


Car Prices Held Steady 


While Home Costs Rose 


More Than 5 Times Since 1910, AMA Says 


DETROIT. — Man’s two most 
prized possessions—a home and a 
car—tell an interesting economic 
story of importance to dealers and 
their customers. 


It’s a story of value received for 


money spent in 1910 and 1948, as 
compiled by statisticians of Auto- 
mobile Manufacturers Assn. here. 

“Back in 1910,” according to 
the AMA publication, Automobile 
Facts, “homes and automobiles 
were built largely with hand tools. 
A typical five-room house cost 
about $1,600. The average new 
car cost just $16 less. 


“Today, the house that once cost 
$1,600 sells, new, for about $9,000. 
It’s still built with essentially the 


and that the car wore out after a 
few thousand miles, 

On the more positive side, it 
lists today’s features “that are 
taken for granted,” such as all- 
steel body, self starter, modern 
headlights, balloon tires, high 
compression engine, safety glass, 
four-wheel hydraulic brakes, and 
80 on. 

If modern cars were built with 
hand tools, they would cost $60,000, 
the association stated. 

“The cost savings, which only 
better tools could have brought 
about, let car makers pay steadily 
higher wages, and build better cars 
at prices steadily in reach of more 
people,” AMA said. 
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THEY EDGE THE 200-YEAR MARK IN SERVICE WITH ALABAMA DEALER—The Solel yoees 
of this group with Edwards Motor Co. (Chevrolet), Birmingham, is*197, according to W. S. 


Edwards jr., president. The firm has seven men who have joined the firm's quarter-century 
employment club. Without the newest member of the club, Lucius Shelinutt, who joined this 
ear, the service span of the remaining six is 172 years. When a worker becomes a member, 
he is presented with a check for $100. Left to oy Shelinut, 25 years of service; Ben Dur- 





Smith Predicts 
Good Year for 
Rubber Industry 


NEW YORK.—Herbert E. Smith, 
who took over as chairman of 
U. S. Rubber Co. Jan, 1, issued a 
year-end statement here in which 
he predicted 1949 will be “a good 
year for the rubber industry and 
business in general, according to 
present indications.” 


Pointing out that all rubber 
products are in plentiful supply, 
Smith said that 1949’s tire sales 
are expected to equal those of '48 
when approximately 83,600,000 tires 
were sold. 

Smith said the most important 
rubber development of the year was 
the introduction of synthetic “cold 
rubber” which is said to increase 
the tread wear of passenger-car 
tires 30 percent over the best nat- 
ural rubber tires. 


7“ hand tools used back in 1910. In addition, the association noted ham, 6 yoors; Sem Eddy, 28; Jake Durham, Edwards, 32; Alfred Schaefer, 29, and By July, 1949, synthetic plants in 

In contrast, the average retail|that “employment in automotive : this country are expected to be 
price of new cars in the U. S. for| plants also increased steadily—for ieee th Stes tole ed turning out this new rubber at the 
1948 was $1,714. If we deduct the|the new features added to cars re-/ NADA Names Cavanaugh Well St., has been named as re-| vate of 183,000 tons a year, Smith 


gional vice-president by NADA. His 
jurisdiction will be over Region 1, 
comprising New Hampshire, Maine, 


said. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry ... an 
mated more than 100,000 readers weekly! 


quired more men to build each car, 
and the new markets created by 
lower car prices also kept the in- 
1910, when no federal excises were | dustry adding more plants and em- | —J. Harrison Cavanaugh, treasurer Vermont, Massachusetts and Rhode 
levied on cars.” ployes.” |of Cavanaugh Bros. Motors, 62-68 | Island. 


AMA points out that any im- ; 


provements in today’s homes over| °® 
Riles Group of ‘Cngland 


$85 federal excise tax (which does- 
n’t apply to homes) from the car 
price, it’s only $45 higher than in 


N. E. Regional Chief 
MANCHESTER, N. H.—(UTPS) 


those of 1910 compared with the 
advances made in cars “are minor.” 
It recalls that the 1910 model had 
a wooden body with steel panels 


Canada Jobbers 
| Meet March 25-28; 
| Show to Follow 


} OTTAWA, Ont.— Arrangements 

: for helding the 1949 Canadian Au- 

: tomotive Wholesalers Assn. con- 
vention March 25-28, in the King 
Edward hotel, Toronto, are well 
advanced, according to F. J. Mitch- 
ell, chairman of the convention 
committee. He predicted the larg- 
est attendance in the history of 
the CAWA. 

Mitchell said he hoped that many 
Americans would be able to at- 
tend the convention and also the 
Canadian automotive service show. 
to be held from March 29 to April 
1 at the National Exhibition 
grounds, Toronto. 

Release of all forms in connec- 
tion with the convention, and an 

: outline of the proposed program. 
will shortly be made, Mitchell said. 


announces lhe tntvoduchin ofa 
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Lyon Remodels 


Lyon County Implement Co., Em- | 
poria, Kans., is finishing a remodel- 
ing program costing $3,000 in a 
building at Tenth and Commercial. | 
A, J- Harbiger and R. H. Anderson | 
are owners. 











_Tohelp you get more value | 
from your lubricating equipment,GRACO | 
is expanding its nationwide team of dis- 
trict offices, automotive wholesalers, and 
service depots. Today five district offices 
staffed with factory-trained men carry 
complete stocks of parts and equipment. 
Fifty Authorized Service Depots located 
throughout the nation are equipped to | 
give you fast, competent factory service. | 

Ifa GRACO Wholesaler or Service De- 
pot is not listed in the classified sectionof | 
your ’phone book, write or call your 
nearest GRACO district office. 


GRAY COMPANY, INC., MINNEAPOLIS 
——_—— ee we ee = 


GRACO DISTRICT OFFICES t 
LOCATED AT: 

NEW YORK—601 West 26th 
Street, Starrett Lehigh Bldg., 
Phone: Watkins 4-9266 

PHILADELPHIA— 2124-26 Fair- 
mount Ave., Phone: Popular 


i 
| 
| 
| 
5-8437 t 
| 
| 
I 
| 








The 1949 Hi.lman 
Minx Fourdoor Sedan 


Millon wax 


AND THE 1949 SUNBEAM-TALBOT 


PITTSBURGH—5911 Baum Bivd., 
Phone: Hiland 2202 

DETROIT—14561 Livernois Ave., 
Phone: University 1-3827 

SAN FRANCISCO —141 Lith 
Street, Phone: Market 1-5941 


——— — I 


GRACO 


SALES AND SERVICE 


There are still desirable franchise opportunities open 
to experienced and well financed dealers. Wire or telephone: 


STILLWELL 6-2305 
ROOTES MOTORS INCORPORATED, 27-11 Bridge Plaza North, Long Island City 1, N. Y. 
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By James D. Woolf 
Hoes INERTIA is probably 
the advertiser’s toughest hurdle. 
Think of the many advertised 
products you have intended to buy, 
but somehow 


Prodding never did. 
Them Into If the buying 
Action intentions of the 


public were sud- 
denly crystallized into sales, adver- 
tisers would be overwhelmed with 
more busii.ess than they could take 
care of. For example, there must be 
hundreds of thousands of persons 
who, at one time or another, have 
resolved to buy a set of Encyclo- 
paedia Brittanica, but human iner- 
tia has blocked the road to action. 
Prodding people to buy is hardest 
when the product (or service) is one 
they can easily do without. In the 
case of “must” products, such as 
sugar and salt and razor blades, the 
consumer’s need will eventually 
drive him into a store. 
But when the product is one for 
which the consumer feels no press- 
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Salesense in Advertising 
Tested Ideas for Small Business 


ing need, devices to prod him into 
action are urgently necessary. One 
of the most useful of such devices 
are point-of-sale reminders. 


N OLD COLLEAGUE of mine, 
the late S. Roland Hall, once 
said in one of his fine textbooks: 
“There is a great deal going on in 
the world and 


Making your business is 
Them just part of it.... 
Remember If you expect to 


be- remembered 
and to have people act on your mes- 
sage, you must make it convenient 
for them to do so.” 

Recently a sporting goods mer- 
chant I know ran a half-page news- 
paper ad on guns, shells and other 
items of hunting equipment. During 
that week his window display was 
made up exclusively of footballs, 
basketballs, skates, skis, and other 
articles for fall and winter sports. 

Another advertiser, a laundryman, 
advertised in a quarter-page news- 
paper ad what he called a “Get- 








Acquainted Trial Offer’—he would 
iron two shirts and a blouse or dress 
out of each bundle of “rough dry” 
free of charge, as a sample of his 
skill, 

My wife phoned to the laundry, 
indicating her interest. The girl 
who answered the call knew noth- 
ing about the offer. Worse, I found 
upon inquiry that, unbelievably, the 
laundryman had neglected to in- 
form his drivers of the offer. 

So many merchants fail to under- 
stand the importance of planning a 
thoroughly rounded-out promotion. 

+ + * 


CALIFORNIA bottler added a 
new drink to his line—a distinc- 
tive cola drink concocted according 
to his own recipe. When he intro- 
duced the drink 


Pull in his area of sev- 
All the eral counties he 
Stops pulled all the 


stops. 
A series of newspaper ads were 
only one of his moves. Each of his 
delivery trucks was bedecked with 











Underwood Corporation 


Accounting Machines... Adding Machines ...Typewriters 
Carbon Paper and Ribbons 


One Park Avenve 


Underwood Limited, 135 Victoria St., Toronto 1, Canada 
Sales and Service Everywhere 
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and balanceg and rl 
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UNDERWOOD SUNDSTRAND 


gives you the answers to 
all of these questions... 





Plan to attend the Premiere Show- 
ing of the Underwood Sundstrand 
Automobile Dealers Accounting 
Machine at the National Automo- 
bile Dealers Association Conven- 
tion, Underwood Exhibit, Civic 
Auditorium, Larkin Hall, San Fran- 
cisco, Calif., January 24, 25, 26, 27, 
1949. Learn how Underwood 
Sundstrand can save money for 
auto dealers. 

IN THE meantime, mail coupon 
for free folder giving detailed in- 
formation about the new Under- 
wood Sundstrand System. 





Underwood Corporation 
One Park Avenue, New York 16, N. Y. 


Please send me new folder illustrating complete approved 
Underwood-Sundstrand Automobile Dealers Accounting 
Machine System. 


Name of Company__ seicililaliniad ole indies ein 
Your Name and Title___ 
Street Address a a 


- ee PN tent ntanns 


AN-1-3-49 


New York 16, N.Y 


©1919 Cap 








MUSEUM ON WHEELS—lllinois state museum's service for Illinois schools is a Museumo- 
bile 36 feet long. The single unit over-engine cab type vehicle will visit tt county in the 
cle 


state, Dr. Thorne Devel, museum director, announced. Thi 


feet of the ve are used for 


21 exhibits, with additional space available for a like number, which will be installed at a 


future date. 
top half is charlotte ~ and the lower helf 
from prehistoric Iilinois In 

make up the exhibits. 


a huge banner whooping up his new 
taste treat. Thousands of airborne 
leaflets fluttered from the sky. Dis- 
play cards and streamers were con- 
spicuous in every retail outlet. Not 
only his truck drivers, but every 
employe down to the janitor were 
briefed on what was going on. A 
barrage of 30-second radio spots 
also played a part in making it 
nearly impossible for the consumer 
to forget. 

This sort of all-out procedure, 
covering all the bases, is standard 
practice with the aggressive national 
advertiser. But too few local adver- 
tisers make skilled use of its power. 

You have just received a big ship- 
ment of, say, office desks, or auto- 
mobile seat covers, or an improved 
type of poultry feed. You think it 
might be a good idea to run two or 
three ads in the paper. 

What you hope for is action. You 
want your ads to do more than cre- 
ate interest and buying intentions. 
Okay. Here’s the thing to do: think 
of those ads as merely one unit in 
a rounded-out action-prodding cam- 
paign. 

Display the advertised merchan- 
dise in your windows and also well 
up front in the store. Mount proofs 
of the ads on heavy cardboard and 
display them both in your windows 
and on your counters. Brief your 
clerks and you delivery boys. Dis- 
play signs on your trucks. Post a 
brief notice on your switchboard so 
that your telephone operator can 
inform those customers who tele- 
phone in. If you are aiming at a 
limited selective market, use your 
telephone, send out letters, or even 
a penny mimeographed postcard. 

Space and radio advertising, when 
unsupported by devices and strate- 
gems to combat human inertia and 
forgetfulness, is badly handicapped. 

I am a strong believer in point-of- 
sale advertising material. I have no 
facts to support my opinion, but I 
have a hunch that the Coca-Cola 
point-of-sale-signs—and there must 





be millions of them!—do more to 
stimulate sales than those beautiful 
full-color pages and covers in the 


big magazines. 
* 
A FREQUENT obstacle to buying 
action is just plain habit. The 
housewife, for example, who has all 
her life done her cooking without 
the aid of an elec- 


* * 





Habit tric mixer is likely 
A Sales to be “set in her 
Block ways.” Seeing no 


crying need for 
the device, she hasn’t much confi- 
dence in it. At best, the mixer will 
be classified in her mind as some- 
thing she will look into some day 
when she “gets around to it.” 

An appliance dealer I know, heav- 
ily overstocked with electric mixers, 
cleaned them out with this offer: 
“Use it every day for a whole month 
at my risk. If you are not complete- 
ly delighted, your money will be 
refunded.” 

This advertiser knew that once he 
had the mixer in the housewife’s 
kitchen, the chances were a hun- 
dred to one that it would stay there. 
And he was right: out went the old 
habit, in came the new. 


It is 84 inches high inside and has a 43-inch aisle. 


inted two-tone. The 
eaters inside. Scenes 


It is 


sunset maroon. It has 


dian life and Illinois art, mammals, flowers, insects and minerals 


Tucker Reports 
$30 Million Deals: 
Suit Set to Open 


CHICAGO.—Two pending finan- 
cial deals said to involve $30,000,000 
additional capital were claimed 
last week by Tucker Corp. Presi- 
dent Preston Tucker. 


At a press conference Wednes- 
day, Tucker said he would make 
“an important announcement” to- 
day (Jan. 3). 


Meanwhile, reports. circulated 
here that the SEC was preparing 
to issue its report on Tucker pros- 
pects. Irv Kupcinet, a Sun-Times 
columnist, said the report would 
not be favorable to Tucker. 


Scheduled to get underway Wed- 
nesday (Jan. 4) are Federal Dis- 
trict court proceedings in the bank- 
ruptcy reorganization suit against 
Tucker. The case will be heard by 
Judge Michael L. Igoe. 


The new capital, Tucker said. 
will “mean production of 22,500 
cars a month and employment of 
25,000 persons within the next 15 
months.” 

Conceding that the corporation’s 
actual cash on hand had dwindled 
to $200,000, the auto designer said 
Tucker Corp. possessed other as- 
sets in the earning power of its 
Syracuse (N.Y.) plant and in a 
large supply of materials. 

Tucker announced that E. Ross 
Humphrey and Associates had been 
named to handle public relations 
for the company. 


Colbert Visiting 


San Francisco 


SAN FRANCISCO.—L. L. Col- 
bert, president of Dodge, is in Cali- 
fornia where he plans to visit the 
Dodge San Leandro plant and at- 
tend a luncheon meeting in San 
Francisco for Dodge dealers of the 
central West Coast area today 
(Jan. 3). 

This morning. Colbert is slated 
to inspect the Dodge San Leandro 
facilities with J. P. Mansfield, 
vlant manager. Following this, he 
will preside at the dealer luncheon 
to be held in the Fairmont hotel. 


| The meeting will be under the di- 


rection of D. B. Mooney, Dodge San 
Francisco regional manager. 


Come'n Get It 
Rochester Dealer’s Ad Says 


No Wait, No Tradein 


ROCHESTER, N. Y.— Dealers 
are beginning to advertise imme- 
diate delivery without a _ tradein 
on more expensive models of some 
automobiles. 

Ralph Pontiac. 626 W. Main St.. 
ran a pre-holiday newspaper ad 
which read: 

“Just received. Brand new Pon- 
tiac convertible coune. Ready for 
Christmas deliverv. No trade need- 
ed. List price. Will absolutely be 
sold to first buyer.” 


Muskingum (O.) Dealers 
Elect Crawmer President 


Muskingum County (Ohio) Auto- 
mobile Dealers Assn. has elected 
R. B. Crawmer (Oldsmobile), Zanes- 
ville, president for 1949. 

Other officers elected, all from 
Zanesville, were: Dana Wilson 
(Lincoln - Mercury), vice-president: 
E. Royal Crawmer (GMC-Packard), 
treasurer, and William Corry, man- 
aging director of the Zanesville 
chamber of commerce, secretary. 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo Parker 

Attorney at Law 
A BAILMENT is a delivery of an 

automobile for the execution of 

a special object, beneficial either to 
the owner of the car or the bailee. 
The owner of a garage or parking 
lot is a legal bailee. All bailees are 
required to exercise care and dili- 
gence in protecting and keeping au- 
tomobiles left in their care. 

For example, in Elliott v. Levy, 49 
§. E. (2d) 179, Dr. W. B. Elliott sued 
the proprietor of a parking lot for 
damages for the loss of his automo- 
bile while on the parking lot. The 
doctor alleged that he had parked 
his car regularly on the lot and had 
been assigned a space in the park- 
ing lot. 

One morning he delivered his 
car to the service station on the 
lot with the request that gas and 
oil be placed therein and to park 
the car in his space. Upon re- 
turning for his car it was miss- 
ing and has not been found. 


The lower court refused to hold 
the proprietor of the parking lot 
liable on the grounds that the doc- 
tor did not prove that loss of the 
car resulted from negligence of the 
proprietor or his employes. How- 
ever, the higher court reversed the 
verdict, saying: 

“We do not think it was neces- 
sary for the plaintiff to go further 
and do an impossible thing by alleg- 
ing the exact, time, place, manner 
or circumstances under which the 
car was lost or stolen. 

“Allegations showing a bailment 
and a loss of the property cast 
the burden on the bailee (proprie- 
tor) of showing proper diligence 


Litchfield Sees 
‘Normal’ Market 


For Tires in *49 


AKRON. -- The rubber industry’s 
statistical data for the past three 
postwar years disclose a _ rapid 
peacetime conversion in 1946, the 
soaring of tire production to an all- 
time high in 1947 and the leveling 
off to a more normal market in 
1948, according to P. W. Litchfield, 
chairman of Goodyear Tire & Rub- 
ber Co. 

For the third consecutive year 
new rubber consumption in the U.S. 
will exceed 1,000,000 long tons in 
1948 and the estimated production 
of 87,200,000 passenger car, truck 
and bus and farm tires will surpass 
the 1946 total, although 13 percent 
under 1947’s 100,700,000-unit peak, 
Litchfield said. 

Although tire dealer inventories 
currently are on the high side, the 
rubber industry looks forward to 
1949 as another possible 1,000,000-ton 
year, according to Litchfield. Fur- 
ther declines in replacement tire 
sales are anticipated but original 
equipment sales are expected to 
hold up well, he added. Truck and 
bus original equipment tires are ex- 
pected to level off, the Goodyear 
executive said. 


Compared with 1946, passenger- 
car tire original equipment sales 
doubled in 1948, farm tire original 
equipment sales increased over 50 
percent and similarly, truck and 
bus tire sales were 25 percent 
greater. 

During the three postwar years 
beginning with 1946, total passen- 
ger-car tire replacement sales have 
approximated 149,000,000 or 5.6 tires 
per vehicle for the 26,500,000 pas- 
senger automobiles and light trucks 
which were on the highway and 
were more than two years old in 
1948, Litchfield declared. 


Dealers, Vehicles 


Up in S. Dakota 


PIERRE, S. D.—A total of 279,154 
motor vehicles were registered in 
South Dakota on Dec. 1, an in- 
crease of 29,454 over the same date 
last year, according to Director Ed 
Goff of the Motor Vehicle division. 

There were 
cars, 59,265 trucks, 32,495 trailers, 
2,306 motorcycles and 287 buses 
registered. The number of motor 
vehicle dealers also increased. Reg- 
istered to Dec. 1 were 1,273 dealers, 
an increase of 125, 








183,518 passenger | 





with respect to the subject matter 
of the bailment.” 

Also, see Parker Motor Co. v. 
Spiegal, 127 S.E. 797. This court 
held that a motor company was a 
bailee as to an automobile left in 
its custody for repairs; and if the 
car was stolen through negligence 
of the employes in the motor com- 
pany’s garage the owner was en- 
titled to recover full value of the 
automobile. 

* . * 


Fair Labor Standards 


ACOING to a recent higher 
court, an employer who pays 
employes straight hourly wages, 
plus a bonus, need not figure the 
bonus as wages when computing 









Bendix Hydraulic 
Power Steering 







B-K* Power 
Braking System 

for Cargo 
Trailers 


overtime wages under the Fair La- 
bor Standards Act. 

For example, in De Waters v. 
Macklin Co., 167 Fed, (2d) 694, cer- 
tain employes who sued their em- 
ployer requested the court to allow 
them overtime compensation, liqui- 
dated damages, and attorneys’ fees 
under the Fair Labor Standards 
Act. This employer is engaged in 
the manufacture of grinding wheels 
and abrasive products sold to garage 
owners. It employs approximately 
400 employes. 

The testimony showed that the 
hourly wage rates to employes have 
increased from 65 cents in 1937 to 
95 cents in 1942. In addition the 
employes were paid extra money or 
bonus depending upon the amount 
of work they turned out, 

The higher court decided that 
the employes could not recover 
any overtime compensation be- 
cause the company paid one and 
one-half overtime figured on the 
basis of the total compensation 
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WITH THE LIGHTS ON—New home of Hafer Motors, Inc. (Chevrolet), Boyertown, Pa. 
Building contains 10,275 square feet, of which 7,575 are allotted to the service department. 


by the number of hours each em- 
ploye worked. 

In other words, the court held 
that in figuring the overtime the 
employer need not take into consid- 
eration money paid the employes 
based on the bonus for extra work 
they turned out. Obviously, this 


received for straight time divided | same law applies to all employers. 
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BENDIX VACUUM-POWER SHIFT 


for two-speed axles—smooth, fast, easy! 


P | Bendix* 


Automatic Clutch 
and Gear Shift 
Control Systems 


Vacuum-Power! 


Here’s another control problem solved by Bendix 
With a Bendix Vacuum-Power 
chamber on the axle and a “Preselector” control on 
the instrument panel (or gear shift lever), truck 
drivers get an easy, positive, fast-acting, power shift. 
A flick of the finger and intake manifold vacuum does 
the actual work of shifting! Low original and main- 
tenance costs make it your logical choice. 

This Bendix Vacuum-Power Shift has proved a 
worthy companion to Timken-Detroit’s great line 
of 2-speed truck axles, with a record of many years 
and billions of miles of dependable performance. 


Capital Increased 

| Harrell Chevrolet Corp., Emporia, 
Va., has increased its maximum au- 
thorized capital stock from $25,000 
to $100,000, according to an amend- 
ment to its charter filed by L. C. 
Harrell jr. J. R. Cato is president 
| of the firm. 
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See Good Year, but More Selling . . . 
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Dealers Look Ahead Into 1949 


Eprror’s Notes: What do auto 
dealers think of the prospects of 
the new year? Automotive News 
had its correspondents ask deal- 
ers in various sections of the 
country. Here are their views: 


Dallas 


Dallas dealers for the most part 
face 1949 with optimism. Veterans 
of the industry here feel the next 
five years will be a period of gen- 
erally good business. 

In a few types of cars dealers 
are under no illusions about having 
to sell. But even in the brackets 
in which competitive selling is al- 
ready reported under way, there 
are some dealers representing cer- 
tain makes who say they will have 
a ready market for all they can get. 

Generally Dallas dealers be- 
lieve there are more people with 
more money than prewar and 
they are going to have cars— 
even at present prices. And they 
doubt production will be any 
greater, which won’t help catch 
up the demand backlog, to say 
nothing of the “need” backlog. 

However, they expect to catch 
up on trucks in 1949, even in the 
lighter class. 

Dealers believe it’s going to be 
about the same year as 1948 from 
a general financial standpoint. The 
only difference they foresee is a 
possible reduction in the margin 
on used cars, caused by need for 
selling their own used merchandise 
—and servicing it. 

Used-car dealers believe the low 
on the current market trend has 
been reached. Prices are reported 
firming here with distribution of 
bonus checks. 

Selling will increase in 1949 but 
the buyers market won't likely 
make itself felt in the lower price 
fields by the end of 1949. 

* + * 


Pittsburgh 


Most new car dealers look for a 
good year in 1949, although a few 
indicate that the season and Regu- 
lation W are a bit discouraging just 
at present. 

Used-car dealers are a little more 
pessimistic. 

- * * 
Cleveland 

Optimistic views of car sales for 
the coming year were expressed in 
the Greater Cleveland area 
many dealers. 

Generally, some sales resistance 
is anticipated in higher priced cars, 
large trucks and used cars, but in 
the lower-price range it will still 
be “a sellers’ market.” 

Some say that salesmen this 
coming year will “have to do a 
better job of selling, particularly 
in the used-car field where Regu- 
lation W has cut deep in sales.” 

Used-car dealers maintain they’ll 


not pay “bonuses” this coming 
year. 
* * * 
Minneapolis 


Upper Midwest dealers are of the 
opinion that 1949 will be the first 
real selling year since before the 
war and that there will be plenty 
of automobiles available for those 
wHo not only wish to buy but 
actually can afford to buy under 
present prices and credit restric- 
tions. 

Entry into a market with in- 
creased emphasis on the sales 
force will be faced by most deal- 
ers, although some reported wait- 
ing lists for 1949 models with 
enough names to keep them in 
business at least until mid-1949 
without actually going out look- 
ing for customers. 

Regulation W will continue to 
play a mcre important role in the 
regulation of sales, mest dealers 
observe, with buying power grad- 
ually tapering off to the point 
where prices will have to level off 
at a lower point than they were 
during most of 1948. 

Dealers believe this area will pro- 
duce a stronger used car market 
by spring and a return to higher 
prices on late model used cars, al- 
though prices will not return to 
1947-48 levels. As production in- 
creases, dealers here believe pre- 
war model used car prices will con- 

tinue to sink. 

Many dealers report a great deal 
more “shopping” activity on part 
of customers now and many were 


becoming price, color and mechani- 
cal feature conscious, whereas up 
to within recent months they usu- 
ally took whatever car was avail- 
able for delivery. 

7 + 


* 
Salt Lake City 

Demand for new automobiles in 
Intermountain area continues very 
strong except for high-priced mod- 
els. Dealers still have waiting lists 
for new cars in medium and lower- 
price brackets, 

Government Regulation W has 
injured sales in automobiles selling 
for over $3,000. . 

rs are less optimistic over 
the used-car 1949 market. Late 
models may drop a fourth in 
values, and even the older models 
a good 10 percent, predict leading 
dealers here. 

Supply has caught up with de- 
mand on large trucks in Inter- 
mountain region. Demand is slack- 
ening in medium-size trucks, but 
half-ton pickups will continue to 
find a ready market with farmers 
and small businessmen. 


Baltimore 


A few Baltimore dealerships re- 
port they have made progress in 
reducing their orders. Other deal- 
ers find the situation not improved. 
With a few makes, one can walk 
into a salesroom and sign up for 
a new car—just like that. 

Truck dealers have caught up 
with demand and are adding sales- 
men. As the competitive situation 
livens up in 1949, they say they 
will be adding passenger car sales- 
men. 

In the bracket lower than $2,000, 
most dealers have a large number 
of unfilled orders. One reported his 
backlog 40 percent less than a year 


ago. 
The market for the small English 
car has disappeared completely, a 
dealer reported. 
7 * 


Portland, Ore. 


Dealers here go into the new 
year with most optimistic spirit. 
The majority have either built new 
headquarters or modernized the 
old ones for housing the various 
well-known makes. 

They are congratulating one an- 
other, however, on the end of the 
75-day-old waterfront strike and 
believe that if cars are forthcom- 
ing, they will shortly make a hole 
in their backlog of orders. 

* * * 


San Antonio 


With normal or increased new- 
car production, San Antonio deal- 
ers believe present new-car short- 
ages will be largely overcome and 
that the 1949 market will be more 
and more a “buyer’s market” as 
the year progresses. 

The return of Regulation W 
has shortened the waiting lists of 
some dealers. 

At the same time, dealers here 
believe the present spread between 
prices asked for new cars and 
prices offered by buyers on the 
used-car market will be steadily 
reduced in 1949 and that this is 
going to force many used-car peo- 


ple off the lot. 
* + * 


Lincoln, Neb. 


Dealers here says that inability 
to gauge future production has held 
up plans for aggressive salesman- 
ship for 1949. 

In the service departments, op- 
erations have been streamlined 
and most new-car dealers have 
added the latest equipment to the 
repair departments, 

Some dealers anticipate a large 
cut in the waiting lists, saying many 
customers are now priced out of the 
market. Other customers are en- 
countering financial setbacks owing 
to business losses or reduced sal- 
aries. There seems to be increasing 
difficulty in financing sales. 

* x + 


Columbus 


Dealers here are looking for good 
business in 1949. Of course, the 
price of new automobiles will have 
its effect, but one dealer is so sure 
that the business is available if 
one will go after it that he is put- 
ting on several new salesmen and 
intends to start an active selling 
campaign. 

Another dealer reported that he 


felt that 50 percent of the orders 
he has on hand will hold up. If 
this proves true, he will not be 
compelled to put in much effort 
until his present orders are filled. 
He thinks, however, that by the 
end of the coming year, all or- 
ders for automobiles will have 
been filled and dealers will then 
have to get out and hustle. 
Many believe there will be a de- 
cline in the valuation of used cars. 
This may help used car sales, un- 
less prospective buyers decide to 
wait a little longer in the hope of 
getting new cars at prices they feel 
they can pay. 
+ 

























Phoenix, Ariz. 

Most new-car dealers in Phoenix 
expect that 1949 will bring some 
semblance of a buyer’s market. A 
majority of the dealers have made 
a thorough check of their backlogs 
and now have them as up-to-date 
and accurate as is possible. 

8 , the higher- 
priced cars have a slight waiting 
(Continued on Page 24, Col, 1) 
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The auto industry in Italy offers 
the motor scooter as an answer to 
the gas shortage there. It runs 90 
miles to the gallon. 


Packard Expects 
30% Output Rise 
In ‘Golden’ Year 


DETROIT.—Packard’s 1949 pro- 
duction should exceed last year’s 
by about 30 percent, but the auto 
industry as a 
whole will “prob- 
ably” show no in- 
crease at all. 

These predic- 
tions were made 
by Packard Pres- 
ident George T. 
Christopher in a 
year-end state- 
ment announcing 
the fact that 1949 
would be Pack- 
ard’s golden an- 





Geo, Christopher 


niversary year. 

“If materials and parts flow into 
our mile-long Detroit plant with 
reasonable continuity in 1949,” 
Christopher said, “we should bet- 
ter the 1948 total by approximately 
30 percent. Much depends, of 
course, on the cooperation of labor 
everywhere.” 

The Packard executive said the 
“steel situation” would operate to 
prevent this year’s car output of 
all makers from soaring past the 
1948 mark. 

Whether a solid buyer’s market 
will return in 1949 is “anybody’s 
guess,” Christopher said. 

“But the chances are that 1949 
will require considerably more 
salesmanship than ‘order-taking’,” 
he stated. 

Christopher said indications were 
that 1948 was one of the best prefit 
years in Packard history. Produc- 
tion-wise, he added, the year was 
second best despite the loss of 41% 
days’ production. resulting mostly 
from strikes and shortages. 

“As the 12-month period ended,” 
he declared, “Packard’s financial 
position was the strongest ever. 
... We think we have many good 
reasons to be optimistic about 
1949.” 
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Allen’s Cry 


dawns, and never being 
limb, we offer the following 
realization they cannot smell 


pre-election forecasts, which®- - 
were handled by experts in 


the technique: 


1. Productionwise, the industry 
will fall short of the 5,500,000 total 
(U. S. and Canada) achieved this 
year—say, 10 percent short. 

2. The decline will not be caused 
by lack of materials, but rather 
by a softening of demand which 
will force some trimming of as- 
sembly schedules. 


3. Furious efforts will continue 
to be made to seek cost-saving 
avenues in manufacturing. Auto- 
matic handling of 
parts in process, 
in combination 
with transfer- 
type machine 
tools, will receive 
increasing atten- 
tion. 

4. So-called 
“fourth round” 
wage increases 
will be of meager 
proportions if, in- 
deed, there are 
any increases at all. 

5. Chrysler Corp. will have some 
surprises in its new model lineup 
scheduled to appear in a couple 
of months, particularly for those 
who claim to be price-conscious. 
Watch Plymouth and Dodge on 
this score. 


A, H, Allen 


+ * * 


Ford’s ‘Fast Back’ 


6. The General Motors interme- 
diate or “B” body series, discon- 
tinued by, Pontiac and Oldsmobile 
and retained for a limited time 
by Buick for its Special series, 
will be completely retooled al- 
though not in time to be anything 
but a 1950 design. 

7. Ford will introduce before too 
long a “fast back” body design to 
satisfy the demands of those who 
insist on full streamlining of the 
body contour. 

8 The “steel shortage,” if in 
reality there is one, will be for- 
gotten by the auto industry by 
spring. 

9. Production of replacement 
parts will sag appreciably this 
year. Estimates of a 30 percent 
drop may not be too far off. 

10. The upcoming General Mo- 
tors show at the Waldorf in New 
York will set new highs in ele- 
gance, grandeur and spectacular 
display techniques. 

+ 7 7 


Higher Tradeins? 


11. Before year-end, automobile 
dealers once more will be trading 
away some of their discount in the 
form of higher allowances on used 
cars to corral business. Not all of 
them, perhaps, but at least a good 
majority. For the buyer it will be 
the same thing as a reduction in 
price. 

12. Appearance of an internation- 
ally-known statesman, author, poli- 
tician, military leader and painter 
before a U. S. automotive industry 





stal Ball 
Gets a Dusting Off 


(The opinions expressed herein are those of Columnist Allen and are not 
necessarily those of Automotive News.) 


By A. H. Allen 
Wwe THE forecasting season in full swing as 1949 


averse to crawling out on a 
automotive predictions in the 
much worse than most of the 





audience is considered a good near- 
term possibility. 

18. A start will be made on the 
pro General Motors Tech- 
nical Center, despite stratospher- 
ic building costs which are now 
turning downward. 

14. They will still be waiting for 
mass production of the Tucker 
car a year from today. 

15. Those steel-top convertibles, 
already dubbed “executives’ hot- 
rods,” will be the dreamboats of 
the 1949 model parade. 

That is enough to try to swallow 
in one dose and to all those 
screaming cries of “nuts” we will 
be forced to turn a deaf ear, since 
we are now working on predictions 
for 1950. At least it is one way to 
fill a column. 


FTC Challenges 
Polar Zone 


Anti-Freeze 


WASHINGTON.—Use of a solu- 
tion called Polar Zone to protect 
motor vehicles from freezing may 
have “highly injurious effects” on 
the component parts of the cooling 
and ignition —- of gasoline 
engines, according to a complaint 
issued by the Federal Trade Com- 
mission against Saul Fehlden, trad- 
ing as Federal Chemical Mfg. Co., 
Baltimore. 

Describing the product as a liquid 
solution with a calcium chloride 
base, the complaint alleges that 
such solutions will cause “serious 
corrosion” of the cylinder block, 
water pump, radiator and especially 
aluminum parts such as cylinder 
heads. The complaint adds that the 
solution may get into the engine 
cylinders and cause “serious dam- 
age or even completely ruin the 
engi ” 

In addition, the complaint alleges 
that corrosion products, resulting 
from the use of such solutions, will 
cause partial or complete stoppage 
of water passages in the radiator 
with consequent overheating. 

Charging violation of the Federal 
Trade Commission act, the com- 
plaint challenges as false, deceptive 
and misleading the labeling and 
other claims made by Fehlden con- 
cerning the results to be obtained 
from the use of Polar Zone. Ac- 
cording to the complaint, Fehlden 
has represented that the product 
prevents freezing without harm to 
the engine, radiator or hose con- 
nections. 

Other representations challenged 
by the complaint are to the effect 
that Polar Zone will prevent rust 
or corrosion in any part of the en- 
gine or cooling system and that it 
will not clog the passages of the 
cooling system. 


Zander Files Name 


A business name has been filed in 
the Erie county clerk’s office for 
Light Car Sales, 2200-2204 Elmwood 
Ave., Bugalo, by Morris Zander. 





EXPERIENCE IS THE BEST TEACHER—Conceding that the best way for a mechanic to 


master a product is by personal experience and first- 


annually a technical product training school 
service managers from all 25 zones 
dealer mechanics, This is the latest class 





hand knowledge, Oldsmobile oo 
y 


in Lansing. These schools are attended 


in turn conduct similar seminars in their areas for 
which studied the 1949 Rocket engine at Lansing. 
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MacDonald’s Beecroft Lecture .. . 





Narrow Roads Outstanding Hazard 


Eprror’s Nore: This is the sec- 
ond installment in the David Bee- 
croft Memorial Lecture on “Driver 
Behavior—Key to Safe Highway 
Design,” made by Thomas H. 
MacDonald, commissioner, U. 8. 
Public Roads administration. 





|= OUTSTANDING hazard of 
our streets and highways is un- 
dercapacity for the traffic load. 
Nearly half of the rural highways 
carrying 1,000 vehicles per day and 
over are less than 20 feet in width. 
On each mile of such highway, 
over 60 times per 
hour, or once 
each minute, a 
vehicle is en- 
croaching upon 
the left ‘lane when 
meeting an on- 
coming vehicle. 

Expanding 
these figures to 
the many miles 
of rural highways 
in this country, 
the accident po- 
tential reaches unrealized dimen- 
sions. The length of time that a 
vehicle in passing another vehicle 
occupies the lane used by the on- 
coming traffic, depends upon the 
width of pavement. 

On an 18-foot pavement ve- 
hicles occupying the left lane re- 
quire 43 percent longer in pass- 
ing than on pavements 24 feet 
wide. The pavement of the lesser 
width is not only more hazard- 





Comm. MacDonald 


ous, but provides only 70 percent | 


of the capacity of the 24-foot 
pavement. 


Adequate shoulders are necessary 
to the efficiency of motor vehicle 
operation. They are effective in in- 
creasing the traffic capacity of the 
highway, since bituminous-treated 
shoulders four feet or more in 
width, adjacent to 18 and 20-foot 
pavements, as compared with grass 
or gravel shoulders, increase the 
effective surface width approxi- 
mately two feet. 

Shoulders also play a very im- 
portant role in accident prevention 
in both rural and suburban areas 
where pedestrians are involved. In 
1947, 25 percent of all rural pedes- 
trian fatalities occurred while pe- 
destrians were walking on the 
roadway. 

= o * 

‘(HE ROAD margin is the critical 

line of hazard on many of our 
existing highways. Recognition of 
this situation appears in a project 
just initiated in Michigan, in which 
a study of the locale of accidents 
with respect to taverns, gas sta- 
tions, restaurants and other road- 
side establishments is to supple- 
ment the more conventional facts 
analyzed in studies of traffic acci- 
dents. 

The unrestricted use of the road 
margin for entrance and exit at 
such locations causes driver con- 
fusion, disorderly parking and 
other operating hazards. 

A characteristic serious fault 
of drivers is that of following too 
closely a car traveling in the 
same lane. The speed and the 
interval between the cars do not 
permit adequate perception and 
reaction time for the rear car to 
stop if the car ahead is brought 
to an unexpected stop. 


The alignment of highways must | 


be adjusted to the volume and type 
of traffic, the driving characteris- 
tics of the operators, and the dy- 
namic effects of the mass move- 
ment. 

On our main highways carrying 
high-speed through traffic, a sight 
distance of at least 1,500 feet 
should be available on a minimum 
of 60 percent of the route length, 
if the highway is to accommodate 
peak traffic volumes as high as 
500 vehicles per hour with safety. 

* e ae 

CCIDENTS are inevitable on 
~+ overloaded highways. Safe high- 
ways must have sufficient capacity 
to permit drivers to operate at 
reasonable s 

The working capacities for mod- 
ern rural roads, in terms of pas- 
senger cars per lane, are 450 per 
hour for a two-lane road, and 1,000 
per hour for the lanes in the direc- 
tion of heavier travel on multi-lane 
roads. 

In urban areas the maximum 


| 





working capacity for a modern 
multi-lane expressway is 1,500 
passenger cars per hour for each 
lane in the direction of heavier 
travel. 

The lane widths used for the de- 
sign of our highways must be 
based on vehicles in motion, not 
on the actual size of the vehicles 
standing still. 

Most of our main highways have 
sufficient traffic of commercial ve- 
hicles to require 12-foot lanes for 
safe operating conditions. Eleven- 
foot lanes must only be considered 
for highways carrying less than 
1,000 vehicles per day. 

+* o * 


[== ACCIDENT experience on 
two-lane highways shows that 
the death rate per million vehicle- 
miles increases with an increase 
in the traffic volume. 

It is only for extremely low daily 
traffic volume that a two-lane high- 
way can safely accommodate a ve- 


hicle traveling over 60 miles per 
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43,275 MILES on this B. F. 
Goodrich tire, reports H. D. 
Anderson of Seattle, Wash. And 
over surfaces ‘ranging from .. . 
desert roads to mountain trails.” 





miles when the picture was 

taken and I believe are good 
for another 10,000,” writes P. U. 
Alexander, Goose Creek, Texas. 


3 “THESE TIRES had gone 49,723 





‘ove B. F.G. 
tires ride smoother than other 
regular tires. The stronger cord 

body, wider road-hugging tread, 

give you greater safety too. 


<= 


Let your B. F. Goodrich salesman tell you bow 
you can profit by handling B. F. Goodrich tires! 





hour, regardless of excellent align- 
ment. 


Multi-lane highways of the di- 
vided type will accommodate 
three to six times as many ve- 
hicles per lane as a_ two-lane 
highway, and provide greater 
safety. For average conditions, 
the width should be increased 
from four to six lanes when the 
volume exceeds 18,000 vehicles 
per day in rural areas, or 32,000 
vehicles per day in urban areas. 
Any vertical member adjacent to 

a roadway constitutes a safety haz- 
ard and is an obstruction to the 
free movement of traffic, unless it 
is six feet removed from the pave- 
ment edge. 

High vertical curbs of the so- 
ealled non-mountable type fall 
within this category, and if they 
are required they also should be 
separated from the traveled way 
by six feet to have no effect on 


traffic, but if they are three or four 


“,,.NMEVER RECEIVED better 

service from any tire,” says H. 

L. Smith, Unicori, Tenn. His 
B.F.G. tires have gone 30,593 miles, 
half of it over rocky roads. 





WRITES E. B. PALMER of Den- 


ver: “I drive... at compara- 
tively high speeds. This B. F. 
Goodrich tire has been driven 36,664 


miles. It still has a good tread."’ 


WITH THE OPENING of 
the world's finest rubber 
research center, you can 
look to B.F.G. now, more than ever, 
for the newest and best in tires. 


, 
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SQUEEZE PLAY—A grisly example of the danger inherent in narrow highways, as pointed 
out in the second installment of Commissioner Thomas H. MacDonald's safety lecture. 


feet away their effect will not be| hazard created by drivers who, in 


critical. 
* . 


* 

HE PROVISION of side ditches, 

gutters and drainage structures 
sufficient to prevent mud and de- 
bris from washing onto or collect- 
ing on the roadway surface during 
storms, is a necessary safety 
measure. 

Such foreign materials constitute 
hazards within themselves by cre- 
ating slippery pavement conditions, 
but of greater importance is the 


attempting to avoid such mate- 
rials, bring their vehicles into the 
paths of other vehicles. 

To provide safe operation at 
intersections, on rural through 
roads carrying an average traffic 
of 5,000 vehicles per day and 
over, the grades should prefer- 
ably be separated at intersections 
with other major roads, 

Chief among the reasons for 


safety violations at intersections is 
(Continued on Page 20, Col, 3) 
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In the Hopper 


Ninety-Cent Minimum Wage 
Sought by New York Labor 


Passage of legislation setting a 
minimum wage rate of 90 cents 
and broadening of the state work- 
men’s compensation act to permit 
higher maximum weekly benefits 
will be sought by organized labor 
during the 1949 session of the New 
York state legislature. 

Plans to back such proposals 
have been outlined by Harold Han- 
over, secretary-treasurer of the 
New York state federation, at a 
hearing conducted by a joint state 
legislative committee on industrial 
and labor relations. He maintained 
a 90-cent hourly wage minimum 
was needed to safeguard workers 
not covered by minimum rates that 
have been established by various 
industry boards. 

* * 
Senator Promises to Oppose 


Tax Cuts in California 


Expecting attempts during the 
1949 California legislative session 
to reduce added taxes imposed in 
1947 for highway building, Sen. 
Randolph Collier of Siskiyou coun- 
ty, joint author of the 1947 high- 
way expansion legislation, has de- 
clared he would strongly oppose 
any such move. 

Modernization of California’s 
road system will require every 


cent of the 1947 gasoline tax in-| 
crease and other highway-user lev- | 
ies of the Collier-Burns act, Col-| 


lier asserted. Collier said he ex- 
pected some of the independent oil 
companies would seek a cut in the 


gasoline tax during the 1949 legis- | 


lative session. 
7 * ” 


Sales Tax Proposal Due 


On 1949 Nebraska Agenda 


Plans to introduce a 2 percent 
sales tax bill in the 1949 Nebraska 
legislature have been announced 
by Sen. Lester Anderson of Au- 
rora. 

Indications were that two or 
more such bills would appear in 
the new Nebraska session, prob- 
ably differing only in suggested 
division of the amount to be 
raised. Nebraska school organiza- 
tions are on record as favoring a 
sales tax with most of the reve- 
nue to go to state aid for schools. 
The Nebraska Farm Bureau 
Federation is also on record as 
favoring a sales tax or income 
tax, or both, in preference to ad- 
ditional property taxes. 

o * +. 


Labor Law Repeal Sought 


In N. H. Legislature 


A bill to repeal New Hampshire’s 
1947 restrictive labor law has been 
filed for consideration by the 1949 
legislature. Known as the Willey 
act, the statute outlaws closed or 
union shop contracts unless voted 
for by two-thirds of the bargain- 
ing employes. 

Rep.-elect Jesse R. Rowell of 
Newport, who was one of the fore- 
most opponents of the labor re- 
Stricting legislation in the 1947 
senate, is sponsoring the repeal 
bill. Gov.-elect Sherman Adams an- 
nounced that the repeal move 
would carry his blessing. 

* * - 


Urge Income or Sales Tax 


To Aid N. J. Schools 


A general income or sales tax 
may be sought during the 1949 New 
Jersey legislative session to raise 
revenue for additional state aid to 
schools. 

The New Jersey Education Assn., 
an organization of school teachers, 
has urged broadening of the state's 
tax base so that the state may 
increase state aid to schools to 
$63,000,000 a year. An association 
spokesman said “we are talking in 
terms of a general income or sales 
tax when we urge broadening of 


the tax base.” 


* * * 


More Vehicle Taxes Urged 
To Finance Nebraska Roads 


Increased gasoline taxes and mo- 
tor vehicle registration fees have 
been recommended in Nebraska by 
the governor's highway advisory 
committee to carry out a 20-year 
highway improvement program of 
more than $200,000,000. 

Estimating that the proposed pro- 
gram would require $10,787,000 in | 


additional annual revenue, the com- 
mittee said an increase of 1 cent 
per gallon in the state gasoline tax 
and higher registration fees for 
passenger cars and certain truck 
classes would provide $6,150,000 a 
year. The balance of the money 
would be raised by counties and 
municipalities. The state’s present 
five-cent gasoline tax would be 
raised to six cents under the 
committee’s recommendations. The 
present passenger-car registration 
fee, of $3 to $5, would be lifted to $10. 


* * + 


Nashville Auto Club Backs 
Motorist Responsibility Law 


Enactment of a motorists’ fi- 
nancial responsibility law will be 
sought in the 1949 Tennessee leg- 
islature, according to Tom 
Springfield, manager of the Nash- 
ville Automobile club. 

Springfield said the club’s legal 
counsel is drafting a bill which 
would require surrendering of 
state driver’s license and vehicle 
tags by a motorist involved in 
a traffic accident who is unwill- 


Y ss 
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DOES PUBLIC RELATIONS JOB—Riefler suick, Inc., Hamburg, N. Y., recently acquired this 


| new service truck. The dark lettering on gray background stands out boldly. 


- 


ing or financially unable to pay | commissioner said, an additional 
final judgment against him. | tax of one to two cents would be 
») 2 needed. In addition to the tax, 


1-Cent Gas Hike Suggested , which he said was only offered as 


a | a possibility, Hill said it might be 
To Aid Connecticut Roads also feasible to increase automo- 


An additional state tax on gaso-| bile registration fees. 
line has been suggested by Con- . Fae 
necticut Highway Commissioner G.| Massachusetts to Reconsider 


Albert Hill as one means of ob- ° 

taining money for a_ $21,000,000 $100,000,000 Highway Bill 

state highway program. The pres- A $100,000,000 state highway 
bill for Massachusetts—similar to 


ent tax is four cents. 
To raise the highway fund, the! the one defeated in the final day 
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of the 1948 legislative session— 
has been filed with the legisla- 
ture for action during the 1949 
sitting. 


* 


Stop! School Bus 


A bill to require motorists to 
make a full stop when approaching 
school buses that are loading or 
unloading children has been filed 
for consideration by the 1949 New 
Hampshire legislature. The meas- 
ure, which has strong backing, was 
offered by Rep. Majorie M. Greene, 
Concord. 


* > * 


Connecticut Senator Wants 


| Television Barred From Cars 


State Rep. Louis A. Lemaire 
has filed a bill in the Connecticut 
legislature providing a $1,000 fine 
for putting a television set in a 
train or an automobile. 

+ > > 


Gas Tax Exemption 


Enactment of legislation exempt- 
ing Massachusetts cities, towns and 
the Boston metropolitan transit au- 
thority from payment of the state 
excise tax on gasoline and oil has 
been proposed by Cambridge City 


Manager John B. Atkinson. 


a oe 
wil Si. 


i 


id for 
particuiar 
pliant 
equipment 
Know-How’ 
best 





14 





AUTOMOTIVE WASHINGTON 


AUTOMOTIVE NEWS, JANUARY 3, 1949 


Issues Will Rise Quickly 
For New Congress 


By William Ullman 
Washington Correspondent 


HE 81st Co 


Democratic controlled—convenes to- 


day (Jan. 3) in the national capital. It will hear the Presi- 


dent’s State-of-the-Union s 
bers will scurry back to 


h. Then the individual mem- 


eir respective committee rooms 


where major issues really are settled. 


Tomorrow—or maybe the® 


next day—or the next—the 


new Congress will receive the 
President’s message on the budget 
and on the economic health of the 
nation. 

On Jan. 13 the Hoover commis- 
sion is scheduled to report. Then, 
on Jan. 20, will come the Truman- 
Barkley inauguration and a new 
regime will be set. 

Both branches of the new Con- 
gress and the White House will be 
firmly in control of the Democrats. 

Against a background which has 
many ramifications, there are many 
important mat- 
ters to be shaped 
up. Here are 
some of them: 

1. Liaison must 
be established be- 
tween legislative 
Capitol Hill and 
the executive 
White House so 
that there will be 
general agree- 
ment before ma- 
jor requests are 
made. 

2. The smooth-running parlia- 
mentary and policy-making ma- 
chinery of the Republicans must 
be set aside; new Democratic ma- 
chinery must be built. 


3. The S8ist will be a brand 
new Congress. It will have to or- 
ganize itself. Committee assign- 
ments must be made, party floor 


. 
Collyer Predicts 
7 = 
2 Million More 
e . 9 
Tire Sales in *49 

AKRON.—The American tire in- 
dustry can look forward to 
with the expectation that 
mated 2,000,000 more tires 
sold this year than in 1948, John 
L. Collyer, president of B. F. Good- 
rich Co., said here. 

Collyer said that total industry 
sales for 1948 are estimated now 
at 84,000,000 tire units and, barring 
unforeseen events, should reach 
86,000,000 in 1949. 

The industry has consumed 55 
percent more rubber in three years 
since V-J Day than it did in its 
three previous peak years added 
together, he said. The comparison, 
Collyer explained, illustrates the 
fact that the American rubber in- 
dustry has moved onto a “higher 
plateau of activity” in the postwar 


era. 

This is clearly no aftermath of 
the war, he said, because it has 
been almost a year since the back- 
log of demand caused by the war 
ceased to be a major factor, so far 
as tires are concerned. 





William Uliman 
















members must get settled in their 
offices; old ones will shift to bet- 


ter quarters. 

4. Definite Democratic platform 
promises must be carried out in 
one way or another. Sometimes a 
party platform is written essen- 
tially for the campaign. President 
Truman has indicated that he 
means to deliver on promises made. 

om . * 


QevanaL fiscal questions of 
paramount importance to the 
nation’s economy will bob up 
quickly. 

Will the expenditure side of the 
budget be loaded with all kinds of 
new programs and projects, in ad- 
dition to the urgent items of for- 
eign aid and national defense? 

If so, will the President feel con- 
strained to ask for compensating 
tax increases? 

Would the tax increases be in 
the form of a new excess 


Administration officials are mak- 
ing loud noises about trying to 
keep expenditures for the next fis- 
cal year as low as possible. But 
yet the Democrat campaign prom- 
ises, if all were enacted into law, 
might add as much as $3 billion 
or $4 billion to the other govern- 
ment costs. 

There are many of a liberal 
viewpoint who claim that corpor- 
ate taxes should be raised if for 
no other reason than the fact that 
business profits, dollar-wise, are at 
record high levels. But they fre- 
quently overlook the fact that 
wages and farm prices also are at 
high levels, and the fact that high 
profits are a result, and not a 
cause, of high income economy. 

* + © 


RRADICAL changes are inevitable 
in the Taft-Hartley law. Ad- 
ministration lieutenants are trying 
to decide the exact form the leg- 
islation should take. 

The odds favor repeal of three 
or four of the most controversial 
sections, coupled with a _ revival 
and amendment of the original 
Wagner act. 

It is now axiomatic that the ad- 
ministration will be forced to 
strengthen the Wagner act if the 
Taft-Hartley act is to be repealed 
completely. 


work for a new law 
corporate the best of both acts. 
(Continued on Page 26, Col. 3) 
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MODERN SHOP FEATURED—Hess Motors (Chrysler), Oneida, N. Y., lays stress on service 


in its establishment. 








Personnel Shifts 
At Pontiac Moves 


Seven Zone Men 


PONTIAC.—Seven major changes 
in Pontiac Motor division’s field 
sales organization are announced 
by L. W. Ward, general sales man- 
ager. 

Dan O’Madigan jr., former Mem- 
phis zone manager, has been ap- 
pointed assistant general sales 


_|manager with headquarters at the 





Auto Makers Push 
New Development 
Cycle in Engines 
NEW YORK. — Engine develop- 
ment in the automotive industry 
continues to be directed toward 
still more power, smoothness and 
efficiency, according to an article 
appearing in the January issue of 


Fortune magazine, entitled “The 
Next Cycle in Automobile Engines.” 


“General Motors is the leading 
proponent of still higher compres- 
sion engines,” Fortune declares, 
“largely through the long program 
of basic combustion and fuel re- 
search carried on by its great 
research laboratories and pushed by 
its famed research head, Charles 
F. Kettering, who has argued for 
higher compression for years.” 

Most of the other big motor com- 
panies are waiting to see how GM 
makes out, Fortune says, remem- 
bering that GM can’t go very far 
on present gasolines. However, two 
of the corporation’s divisions, Cadil- 
lac and Oldsmobile, are pioneering 


| higher compression ratios in en- 
gines. 

The first, Cadillac, under the able 
| direction of its vice-president, John 
|Gordon, has brought out its 1949 

engine as a wide step in the new 
direction. 

As an increment from increasing 
the compression ratio to 7:5-to-1, 
allowing a shorter cylinder, smaller 
engine block and lighter cooling 
system, the new engine is about 
200 pounds lighter than the engine 
of the previous year, it is pointed 
out. At the same time, maximum 
horsepower is increased about 7 
percent to 160 horsepower. 

Principal drawback to the new 
engines, Fortune says, is the pres- 
ent inability of the petroleum in- 
dustry to supply the _ required 
higher octane fuels in sufficient 
quantities to make the engine 
wholly universal. By 1952, it is 
estimated, the petroleum industry 
will at best be able to supply only 
about 20 percent of its run in a 
new premium grade of 97-octane 
gas. 

. Allen’s ‘‘FOB Factory’’ in 


Read A. H 
AUTOMOTIVE NEWS each week for the 
latest on manufacturing trends. 


central office in Pontiac. He will 
be replaced as Memphis zone man- 
ager by James P. Carper, assistant 
zone manager at Atlanta. 

E. J. Chapman, manager of the 
Pontiac zone, has been appointed 
regional manager, also with head- 
quarters at central office. Gerard 
J. Schulte, Kansas City zone man- 
ager, is to replace Chapman as 
manager of the Pontiac zone. 

Other changes include Byron A. 
Kortier, assistant zone manager at 
Kansas City, who will step into 
Schulte’s former post as zone man- 
ager. He, in turn, will be replaced 
by Gilbert A. Wiggins, former 
service manager at Cincinnati. Ira 
J. Woodfin, business management 
manager at Memphis, will replace 
Carper as assistant zone manager 
at Atlanta. 

Still a further change sends H. 
C. Pratt, parts and accessories 
merchandising manager at Omaha, 
to New York City as assistant zone 
manager, replacing E. M. Krotine, 
who recently became zone manager 
at Buffalo. 





From Transcript on Coyle’s Testimony . . . 
Insight Into Workings of GM 


Eprror’s Nore: Whenever M. E. 


ings of the industry and particu- 
larly of General Motors. We 
recommend a reading of the tran- 
script of his recent testimony be- 
for the Joint Congressional Com- 
mittee on the Economic Report. 
It contains drama, human inter- 
est, ingenuity and solid facts 
from the man known within the 
corporation as “Mr. Facts.” For 
those who can’t obtain a tran- 
script, here are some of the perti- 
nent points omitted in previous 
reports of his testimony: 
| tol SETTING auto prices, you 
can’t simply take costs and add 
a profit, Coyle said. You have to 
set the prices before you make the 
cars, and then try to build enough 
cars efficiently to make a profit. 
The auto maker must set a 
standard of production, usually 
about 80 percent of capacity, 
since the extra capacity will be 
needed to meet demands of peak 
months in the normal, seasonal 
market. 


Coyle pointed out that when the 
market is its usual seasonal self, 
production will vary month to 
month, with some months account- 
ing for only 4 percent of the yearly 
production while others account for 
12 percent. 

+ * . 
HEN one senator referred to 
the bigness of GM, Coyle 
pointed out that buyers had made 
GM big by demanding its products, 
and that the “people who made us 
big will whittle us down to size if 
we don’t give them good products.” 

Interesting, too, was Coyle’s ref- 
erence to the parts-making divi- 
sions. Asked if the car-making di- 
visions were always satisfied with 
the prices of the parts divisions, 
Coyle said: 

“We have a pricing committee to 
referee fights.” 

Coyle said the parts divisions 
were encouraged to go outside 
and get some Ford and Chrysler 
business at the same prices GM 
divisions paid. 

“If we can get outside business,” 
Coyle said, “we know we are com- 
petitive.” 

7 a . 


FOr humor, there was the reply to 
one senator who sought to bring 
out whether the directors of GM 
were represented on the board of 
U. S. Steel or whether there was 


a GM-to-duPont-to-U. S. Steel tieup. 
After a good deal of questioning, 

Coyle pid: 

to make this 

admission, but, frankly, if you 

only attended some few of our 

board meetings and realized how 


that you would be worried at all 
about who is on the board of my 
company.” 

Frederick Donner, who appeared 
with Coyle, tried to exempt “present 
company,” but was overruled by the 
senators. Donner, by the way, said 
no GM director is on the board of 
U. S. Steel, and said he knew of no 
member of duPont who is on Steel’s 
board. 

” + * 
po ingenuity, we give you the 
story of how Coyle got a “new” 
1929 Buick to take down to Wash- 
ington to exhibit along with a 1948 
Chevrolet for the purpose of price 
and value comparison. 

Coyle got the idea in New York, 
called T. H. Keating, general sales 
manager, in Detroit, who dug up 
a dilapidated 1929 Buick in two 
hours. The car was then taken 
apart and rebuilt so that it looked 
like new. 

In fact, Coyle even tried to sell 
it to the lawmakers. 
* > * 

ND for the lawmakers who 

thought GM officials were trip- 
ping over hoards of gold cached in 
the GM Building, Coyle pointed out 
that GM had to borrow money— 
$125,000,000—to meet the net work- 
ing capital needs. In addition, GM 
sold $100,000,000 worth of preferred 
stock. 

Coyle said that rising costs 
forced GM to exceed the original 
amount contemplated in the $500,- 


000,000 expansion program an- 
nounced as a postwar program, 

Additional funds were needed for 
tooling, inventory and accounts re- 
ceivable, all of which are at a 
higher dollar level than prewar. 

“We have not,” Coyle said, “at- 
tained an easy or comfortable cash 
position in ratio to the total volume 
of business we are doing.” 

a * * 


At THIS point, Senator Flanders 
asked: 

“You do not think that you are 
holding any supply of liquid pur- 
chasing power out of the market?” 

Coyle: “We are not. And the 
result is that when we come to 
the point where we have idle 
cash capital lying about, then 
the determination of whether 
that should be paid in dividends 
or reduced prices, or just how we 
dispose of it, comes to a con- 
sideration.” 

Flanders: “You did not mention 
raising wages.” 

Coyle: “Purposely I didn’t men- 
tion raising wages. No, sir.” 

* = 2 
(TERE was a good deal of dis- 
cussion of whether, if GM did 
cut prices, the reduction would get 
to consumers in view of the fact 
that GM’s present recommended 
prices are below the premium prices 
paid on the open market. 

One lawmaker brought up the 
question of whether GM could get 
all the auto business by cutting 
prices. 

Coyle, however, pointed out that 
if all the buyers did want GM 
products, they couldn’t get them in 
view of the fact that 2,500,000 units 
is the limit of GM’s capacity. 

What about little business? Coyle 
asserted that “we are the best cus- 
tomers little business ever had.” 
GM has some 12,400 suppliers. 





IN EL PASO ON THE RIO GRANDE—About $50,000 was spent by Davis-Williams Motor Co 


(Pontiac-GMC 
dealership. His partner is Joe J. Williams. 


, 1000 Texas St., in its remodeling program. Dick 


Davis is president of the 
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Dealer 


Double Premiere Staged 
By Scoggin-Dickey 


A double premiere was staged at 
Lubbock, Tex., by Scoggin-Dickey 
Buick Co. for the purpose of show- 
ing off its new home and to display 
the new 1949 Buick to west Texans. 

The company at the same time 
announced two promotions. Cecil 
Kelsey, veteran employe, was 
named sales manager, and John 
Harvey Scoggin was named secre- 
tary-treasurer and office manager. 

The new building was completed 
recently after a year spent in con- 
struction and covers 17,250 square 
feet. The entire east wall of the 
service department has large dif- 
fused shatter-proof glass windows 
so that during most of the day it is 
not necessary to use artificial light- 
ing. 

The company was organized in 
1927 at Floydada by J. Ray Dickey 
and A. L. Scoggin. It moved to 
Lubbock in 1929 and was a Pon- 
tiac outlet until 1933, when it too‘: 
over the Buick dealership. 

* * > 


Maher Marks 35th Ford Year 


With Plans for Annex 


Edward R. Maher, president of 
Ed Maher Co. (Ford), Dallas, Tex., 
marked his 35th anniversary with 
Ford by announcing plans for a 

, $125,000, two-story 
addition to the 
parts department. 

The expansion 
of the department 
represents a pro- 
posed over-all en- 
largement and re- 
modeling of plant 
on N. Harwood 
St., with the archi- 
tectural pattern 
conforming 
to that of the adjacent parts build- 
ing, which is utilized in the com- 
pany’s operations. 

Maher, after serving six years in 
the Ford branch operations in Dal- 
las, received his first Ford dealer- 
ship in 1919, becoming a partner in 
Levielle Motor Co. at Ranger, Texas. 
He was awarded a metropolitan 
dealership in Dallas in 1930 in the 
Oak Cliff area, establishing the firm 
that now bears his name. He ex- 
panded this operation with a move 
to another section of Oak Cliff, at a 
site where his two sons, Thomas 
and Louis Maher, now operate a 
Ford dealership of their own. 

* +. * 





Rates a Salute 
Hollingshead Honored 
By Vet Group 


Upon recommendation of the Vet- 
erans administration, Hollingshead 
Motor Co. (Oldsmobile), Chicago, 
received an award of merit for its 
ex-G. I. employment record. Sixty- 
one percent of the dealership’s male 
employes are war veterans, it was 
disclosed. 

The award was made in behalf of 
the Veterans of Foreign Wars by 
0. F. Yetter, past department com- 
mander, to H. G. Hollingshead, 
president of the company. 

Participating in the ceremony 
were the workers themselves, offi- 
cials of the Hollingshead firm, rep- 
resentatives of the VFW, and Ross 
Kelsey, personnel manager of the 
Chicago Automotive Trade Assn., 
which for the past two years has 
conducted a campaign among its 
members to encourage employment 
of ex-G.I. on-the-job trainees. The 
CATA originated the plan for auto- 
motive dealers in this area, includ- 
ing courses of study. 

=e » * 


Hudson Franchise Selected 


In Daytona Beach 


Hudson Beach Garage, Inc., has 
been appointed Hudson dealer 
for Daytona Beach, Fla., and vi- 
cinity, according to T. Marion 
Smith, head of the new dealer- 
ship. 

~ ~ J 


Fick and Berry Buy Out 


Ford Deal at Ogden, Utah 


Rudy Fick and Berl Berry have 
purchased a Ford dealership for- 
merly operated by William Hunter 
as the Wm. Hunter Motor Co., Og- 
den, Utah. Hunter will continue to 
operate his franchise at Jackson; 


yo. 
Robert E- Thomas will be vice- 





Doings 


president and partner of the Ogden 
firm. Fick is president, Berry is 
treasurer and C. V. Nichols is sec- 
retary. 





+ * * 


* 
Long Service 
25th Year Celebrated 
By King-Braeger 

A dinner-dance at the Milwaukee 
Athletic Club marked the 25th an- | 
niversary of King-Braeger Co.) 
(Chevrolet), Milwaukee. About 160 
2mployes of the company and their | 
wives attended and presented the 





president of the firm, Oscar H. 
Braeger, with a scroll and a cigaret 
case. 

At the event, eight employes of 
King-Braeger Co. who have been 
with the firm for 22 years or more 
were presented with gold watches, 
Six others, who have been with the 
company for 15 years or more, re- 
ceived pen and pencil sets. 


* * * 


Ostendorf Awards Watches 


To 4 Veteran Workers 

Four employes of the 42-year- 
old Ostendorf Motor Car Corp. 
(Packard), 1825 Main St., Buffalo, 
have received gold watches for 
their long service. 

They are: Arthur W. Haffner, 
33 years; Michael Hartman, 31 
years; Dominic Chadwick, 23 
years, and Vincent A. Schmauss, 
21 years. The company’s 33 em- 
Pployes attended an honorary 
dinner. 


Not Forgotten 


Dealers Play Santa Claus 


To Detroit Children 


Jack Goldhar and Ben Zimmer 
(Chrysler), Detroit, and Jerry 
Lynch, used-car dealer, held separ- 
ate parties for school children and 
orphans during the week preceding 
Christmas. 

Goldhar and Zimmer took over 
two theaters to entertain large 
numbers of school children. 

Lynch opened his salesrooms on 
Gratiot Ave. to 60 children from 
the Sarah Fisher home. The kids’ 
program included clowns, candy 
and magic acts. 

* * a 


Reiss’ Employes Share 
$53,587 Bonus Pool 


Julian J. Reiss, owner of the 
Northland Motors, operating dealer- 
ships at Saranac, Placid and Tup- 
per lakes in New York, has distrib- 
uted bonuses totaling $53,587.25 to 
21 of his employes. 

The bonuses, averaging $2,551.77 
each, were presented at a dinner 
by Reiss who started the profit- 
sharing plan during the 1944 Christ- 
mas season. Bonuses in the lost 
three years, he said, have totaled 
$120,141.67. 


Williams Gives Workers 


Yule Bonus of $16,000 

Forty employes of North State 
Chevrolet Co., Greensboro, N. C., 
received more than $16,000 in 
bonuses from the company at a 
Christmas party at Starmount 
country club. 

T-. A. Williams, president, an- 
nounced at the party that the firm’s 
sales for the year were approxi- 
mately $1,500,000. Party guests in- 
cluded T. H, Laird, branch man- 
ager of General Motors Acceptance 
Corp., and Jack Wilson, zone parts 
and service manager. 

os a 


Snyder Buys Chevrolet Firm 


At Pahokee, Florida 


Raymond Christian has an- 
nounced the sale of his Chevrolet 
dealership in Pahokee, Fla., to L. C. 
Snyder, who will operate the firm 
under the name of Snyder Chevro- 
let Co. 

The sale included all the com- 
pany’s real estate, parts, shop 
equipment, furniture and fixtures 
and various facilities in Pahokee. 

e * * 


'To Render Service’ 
Rochester (N.Y.) Dealers 
Welcome Auto Club 


Automobile dealers of Rochester, 
N. Y., spread the carpet of welcome 
the Automobile Club of 


when 
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In the Modern Mode . 


Dodge, la. Ira |. 
an investment of $55,000, has 6, 
accessory business. The ‘servi 
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HAS AIR-CONDITIONED GAS HEAT—New home of Fort 






.,Inc., Fort 
Glasscock esident of the firm, reports the building, which represents 
square feet of space available for sales, service, parts, and 
ice shop is 60 feet wide and 70 feet long, with all space usable 
because there are no obstructing posts. 


Dodge Hudson Co 
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FLORIDA DEALER USES COLORFUL CANOPY—Noel! & Peterson Motors (DeSoto-Plym- 
outh), St. Petersburg, has a aa A running the full length of its used-car lot. lt serves to 
Vv’ 


attract attention to the lot, pro’ 
salesmen from the sun. 





SEPARATE ENTRANCE FOR EACH DEPARTMENT—The ers 
parking space fronting the new truck headquarters of Ford 

Grand Forks, N. D. Located a mile from the main dealership, the new building's 3,740 
square feet of service space includes six 14-by-32-foot service stalls and a 30-by-32-foot 
used-truck reconditioning department. Milton 





les space for advertising, and protects customers and 


150-foot paved customer 
otor Sales, Inc. (Ford), 


ick is manager of the truck headquarters. 


IN “THE BIGGEST LITTLE CITY IN THE WORLD''—McCaughey Motors Cinsrte-Mereuy). 
Reno, Nev., has a show window fronting 100 feet on the city’s main street, Virginia 5t. 
Hamilton McCaughey, head of the new firm, also claims his service department contains 
the only dynamometer in the state. Total floor area is 27,000 square feet, including a full 
basement for storage space. The building is lighted by cold cathode tubes in the show- 


room and all working areas. 





SERVICE DEPARTMENT IS ITS PRIDE—Qua Buick, Inc., Cleveland's newest Buick dealer 


which open 
St. at Kinsman. 


doors at a temporary location 18 months ago, recent 
This new building contains over 23,000 square feet. 


moved to E. 142nd 
B. Qua, president, 


was a former Cincinnati zone manager for Buick. He spent nine years with Buick in all phases 


ef factory representation, according to William D. 


dealership. 
Rochester officially opened its new 
home there at 190 Chestnut St. 
The Rochester Automobile Deal- 
ers Assn. took a double-page spread 
in the daily press to congratulate 
the club on its new, colonial-design 
headquarters. The ad pointed out 
that “many automobile dealers al- 
ready have opened to the public 
new and enlarged plants for the 


sale and servicing of cars. Practi- 


cally all members of our group 
have new construction underway, 
or plans drawn, for efficient hand- 
ling of every function. 

“We know that the Rochester 
Automobile Club, through its new 
and finer facilities, will be able to 


declared. 


Joyce, new-car sales manager of the 





render service to the motoring pub- 
lic far beyond anything contem- 
plated heretofore,” the association 


Meier and Roberts Open 


$85,000 Packard Home 


An open-house party by the Angelo 
Motors (Packard), San Angelo, Tex., 
marked the opening of the firm's 
new $85,000 home. John Henry 
Meier and Gayle W. Roberts are 
owners, 

Features of the new dealership 
include enlarged parts department, 
a large paint and body shop, a 
used-car lot and 5,400 square feet of 
outside parking space. 
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Who's Mr. Sport? 


Kennedy Sponsors Contest 
For St. Louis Fans 


Guessing games at the local sport- 
ing arena are attracting a lot of 
favorable publicity to the Jack Ken- 
nedy Chevrolet Co., St. Louis, Mo. A 
current contest being conducted by 
the dealership is called “Who Is Mr. 
Sport” and is tied in with local 
hockey and basketball crowds. Con- 
test entries guess the identity of 
mystery players. 

On display at the arena entrance 
is a current model Fleetline Aero- 
sedan which is to be awarded to the 
winner of the contest. An automo- 
tive slide projector with 16 colored 
slides of dealership activities are on 
view at the rate of one every three 
seconds, 

It is estimated that more than a 
million persons have been reached 
through various media, the com- 
pany says. 


Brancherry Pays Bonus 
Joseph M. Brancherry, president 
of Intertown Motors, Inc. (DeSoto), 
West Hartford, Conn., was host to 
his employes at a recent Christmas 
party at the Southern Plantation, 
highlight of which was the dis- 

tribution of Christmas bonuses. 

+ ok ad 


Yeager Pays Bonus 


A voluntary bonus totaling near- 
ly $16,000 has been distributed by 
Yeager Motor Co. (Buick), South 
Bend, Ind., among 48 employes at 
an annual Christmas party given 
by the company. All the employes 
shared on the basis of 10 percent 
of their annual earnings. 

* + * 


Blanchard Is Host 


Carl C. Blanchard, proprietor of 
Farmington Motor Co. (Ford), 
Farmington, N. H., was general 
chairman of a big Christmas cele- 
bration held under auspices of the 
Farmington Merchants Assn. 

* + * 


Nielsen Yule Party 


J. P. Nielsen & Sons Co. (Ford), 
122 Washington St., Hartford, 
Conn., was host recently at its an- 
nual Christmas party for employes 
and their families in the company’s 
showrooms. Seventy-five attended. 

* + * 


Victory in New Home 
Victory Motors (Studebaker), 
Savannah, Ga. has formally 
opened its new home at Mont- 
gomery and Chariton Sts. Henry 
Eskedor is head of the dealership. 
+ » * 


Turkeys to Employes 

Employes of Syracuse Buick Co., 
Syracuse, N. Y., held their annual 
Christmas party at 375 W. Onon- 
daga St. Turkeys were presented 
to each of the 80 employes by 
George F. Dunbar, president. En- 
tertainment was provided. 

+ * * 


Renault Names Lancaster 


Ken Lancaster, owner of Ameri- 
can Motors, 11th and. Broadway, 
and Associated Automobile, 9th and 
Main Sts., Little Rock, Ark. has 
been named Renault dealer in Pu- 
laski County, Ark. 

+ a: 


Frye & Turgasen Open 


Frye & Turgasen (Buick-Pon- 
tiac), Richland Center, Wis., re- 
ports a grand opening was held to 
celebrate the completion of the 
dealership's new building. 


Lake Motors Addition 


A building permit has _ been 
granted to Lake Motors, Inc., Rice 
Lake, Wis., for the construction of 
an addition to the garage. 

* of 7. 


Bloomer Garage 
The new $25,000 Bloomer Garage 
(Oldsmobile-International), Bloom- 
er, Wis., has been opened, it was 
announced, 


Eiry's Milestone 
Ford Dealer Marks 25 Years 


With Pre-Yule Party 


Allen Eiry, Ford dealer at Green 
Springs, O., celebrated his 25th an- 
niversary as a Ford dealer Dec. 24. 
Open house at his dealership was 
held for the entire community. 

Many of those who visited Eiry’s 
celebration had originally pur- 
chased cars and trucks from him 
during his first years of operation. 
Many have been his steady cus- 
tomers since, 



















They broke down doors . . . they shoved 
through windows... they snarled up traffic 
in the streets .. . brought out the police 


and fire departments... . . i 
P the convenience of twin beds... the 





amazing Uniscope that lets a man check 


} t th int on the showroom ' ‘ : ; 
They wore out the pai : dials without turning his eyes from the road. 


floors ... those millions and millions who 
stormed Nash showrooms to see the new 


; And here is the greatest ride ever engineered 
Nash Airflyte. 8 é 


into an automobile. The Airflyte ride! 

hind ool oiling oan) A new balance, a new lower center of gravity 
nd, it’s still going on! 

that anchors a Nash to curves... each 


wheel pillowed o r-soft coil spri 
They’re still coming back, again and again, ad 1 a oy il springs 


int 


ie s a , tuned to the rate most restful to the 
and bringing their families and friends. : , 
human body. A new silence to an automobile. 








The magic of Nash Airflyte beauty has not 


only captured the inegiietion Of Amerten And here is performance that has America 


. ! , . . 
—ieete’s 60 tints now bo tee that posible cheering! The world’s first engines with 


i ii lel al Reid Uniflo-Jet Carburetion. Smoothness out of 


this world—and efficiency that gets more 
than 25 miles out of a gallon of gasoline, 





Here’s the inside room they wanted—the 


sé 99( 2 ° 
iaaid-rehee, tat-tanin, Kiana, when the Nash ‘‘600”’ is driven at average 





highway speed. 





luggage-room that’s been missing in the 





low-silhouette cars. Here’s the room and 





Yes, Nash dared go all the way— 





road clearance only made possible by the 


Nash pioneered Girder-built Unitized 
Body and Frame. And does America love it! 












Here are airplane-type seats... the great Two series for 1949, the Nash ‘*600’’ 


sweep of a one-piece curved windshield... and the Nash Ambassador. 
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NASH MOTORS DIVISION, NASH-KELVINATOR CORPORATION, DETROIT, MICHIGAN 
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1,800 — _ OF GLASS IN SHOWROOM—The building recent 
Hudson), cyeem, Ariz. 


Dick Automobile 


constructed b: 
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square feet of floor 
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AUTOMOTIVE NEWS offers to advertisers a weekly audience of an estimated more 
than 100,000 cover-to-cover readers! Whether you need a man or a hard-to-find part, 
Automotive News WANT ADS will do the trick! 


New Passenger Car Registrations, 33 States for November, 1948-1947 















NEW YORK.—On the basis of a 
survey of opinion among credit ex- 
ecutives on business conditions in 
the year ahead, Henry H. Heimann, 
executive manager of National 
Assn. of Credit Men, suggested in 
his Monthly. Business Review the 
following business formula: 


“Business should make its plans 
so that they may be readjusted to 
meet conditions which may change 
from day to day. It should try to 
do the best possible job in its field 
and keep its condition liquid. 


“In these days of uncertainty, 
it would be a mistake to go seri- 
ously into debt or to plan expan- 
sions that would cause it to go 
into heavy debt. It should seek in 





Course for Business 
Liquidity, Cautious Expansion, Tax Load Cited 
In Appeal for Go-Slow Policy 







every way it can to increase its 
production efficiency. A reason- 
able expenditure of money or a 
reasonable amount of debt for 
this purpose will be justified in 
the year ahead and in the years 
that follow. 


“Business should now anticipate 
its tax burden will be heavier. It 
will have heavier local and state 
taxes and its federal income tax 
will be no lighter and probably be 
more than it has been. 


“Business should continue to make 
every effort to work to a satisfac- 
tory labor-management relation- 
ship. Irrespective of how many 
failures have been experienced in 
this direction, business should con- 









tinuously keep trying. Labor-man- 
agement relationship is the most 
important factor facing business in 
the years ahead.” 

Heimann stressed that “busine: 
should build a strong sales ant 
credit department. It will need 
strong sales department as supp 
catches up with demand and it will 
need a strong credit department 
avoid serious losses because fail- 
ures will continue to increase. 

“Every business man must take) 
more interest in his government 
and that applies to state, local 
and national, Periodic meetings 

should be scheduled with your 

legislative representatives — state 
and national, and with your local 
city and county officials. 

“There is a tremendous selling 
job to do in this field. You should 
impress upon legislators the prob- 
lems of business management and 
the relationship of our business op- 
erations to the common welfare,” 
Heimann stated. 
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—4-dr, sed., $1,544.25; 2-dr. sed., $1,- 
486.25; club cpe., $1,518; conv., $1,872; 


Current Prices on New Automobiles 





BUICK Series 40—4-dr,. sed., 
$1,861; 2-dr. sed., $1,787; Super Series 50 
—-4-dr, sed., $2,192; 2-dr. sed., $2,092; 
conv., $2,624; stat. wag., $3,229; Road- 
master Series 70—(Dynafiow standard)— 
4-dr, sed., $2,782; 2-dr. sed,, $2,661; conv., 
$3,203; stat, wag., $3,797. 

OCADILLAC—Series 61—4-dr. sed., $2,- 
945; club cpe., $2,840; Series 62-——4-dr. sed., 


$3,103; club cpe., s008; conv., $3,549; 
Series 60 Special—4-dr sed., $3,891; Series 
15—4-dr. sed. (5-pass. », $4,833 $ ipeee. 
sed., $5,053; 7-pass, Imperial, $5,253; 
9-pass. bus. cpe., $4,733; 9-pass. bus. Im- 
perial, $4,922. 


—-Stylemaster — 4-dr. sed., 
$1,371; 2-dr. sed., $1,313; spt. cpe., $1,323; 
$1430. Sas eed. GLDOI: ope ope. $1,403; 

jo spt. cpe. 
conv., $1, 1,700; stat, wag. wag., $2,013; Pleetline 


+» ; . sed., $2,014; 
7-pass, sed., $2,459; lim., $2,585.50; club 


epe., $2,024.50; conv., $2,439.25; bus. cpe., 
$1,908.75; Traveler 4-dr. sed., $2,187.75; 
Saratoga ‘‘8’’—4-dr. sed., $2,321.25; 2-dr. 


sed., $2,284.25; club cpe., $2,294.75; bus. 
cpe., $2,194.75; New Yorker ‘8’’—4-dr. 
sed., $2,446.25; 2-dr. sed., $2,409.25; club 


cpe., $2,419.75; conv., $2, 850. 25; bus. cpe., 
=. 319. 75; Town & Country conv., $3,430.25; 
“g’? — T-pass. sed., §$4,- 


Crown Imperial 
711.75; lim., $4,816.75. 
CROSLEY — 2-dr. 


deluxe sed., $959; 


conv., $959; stat. wag., $991. 
Deluxe—4-dr. sed., $1,845; 2- 
er. sed., $1,808.25; club cpe., $1,834.50; 
bus. cpe., $1,718.75; Oustom—4-dr. sed., 
$1,911.50; 2-dr. sed., $1,879.75; 7-pass. 
sed, $2,335; lim., $2,461.50; club cpe., 
$1,503.50; conv., $2,315.75; Suburban, 
DODGE—Detune—4-dr. sed., $1,738.25; 
2-dr, sed., $1,696; bus. cpe., $1,606.50; 


Cnstom—4-dr, sed., $1,807.75; town sed., 
$1,892; T-pass. sed., $2,199; club cpe., $1,- 
794; conv., $2,209. 

FORD—Six—4-dr, sed., $1,473.50; (V-8, 
$1,560); 2-dr. sed., $1,425 (V-8, $1,511.50); 
club cpe., $1,416.50 (V-8, $1,524); bus. 
epe., $1,252 (V-8, $1,433.50); Custom Six— 


4-dr. sed., $1,591.50; 
sed., $1,538 (V-8, $1,617); 


(V-8, $1,665.50); 2-dr. 
club cpe., $1,529 


(V-8, $1,613.50); conv., $1,886 (V-8, §$1,- 
965.50); stat. wag., $2,119.50 (V-8, §2,- 
264.50). 


FRAZER—4-dr. sed., $2,452.77; Manhat- 
tan-——4-dr. sed., $2,746.11. 

HUDSON—Super ‘‘6’’—4-dr. sed., §$2,- 
222.25 (8-cyl., $2,343); 2-dr. sed., §$2,- 
171.25; club cpe., $2,219 (8- ve $2, 339. 75); 
bus. cpe., $2,069; conv., $2,835; Commo- 
dore ‘6’’—4-dr. sed., $2, 398.50 (8- cyl., 
$2,514); club cpe., $2,374.25 (8-cyl., $2,- 
489.75); conv., $3,056.75 (8-cyl., $3, 137.75). j 

KAISER—Special—4-dr, sed., $2,244.37; | 2 
Deluxe—4-dr, sed., $2,407.11. | 

LINCOLN — 4-dr. sed., $2,680.50; spt. 
cpe., $2,633; conv., $3, 117: Cosmopolitan— 
4-dr. spt. sed., $3,344; 4-dr. town sed., 
$3,344; spt. cpe., $3,291.50; conv., $4,054. 

MEROCURY—4-ar. sed., $2,116; spt. epe., 
$2,084.50; conv., $2,536.50; stat. wag., 
$2,820.50. 

NASH—600 Super—4-dr. sed., $1,832; 
2-dr. sed., $1,807; club cpe., $1,829; 600 


Special —4- dr. sed., $1,880; 2-dr. 
, $1,855; club cpe., $1,877; Ambassador 
Sapie-aae sed., $2,279; 2-dr, sed., $2,- 


254; 


club cpe., $2,275; Ambassador Super 
Special—4-dr. sed., $2,348; 2-dr. sed., $2,- 
323; club cpe., $2,344; Ambassador Custom 


—4-dr. sed., $2,489; 
club cpe., $2,485. 


OLDSMOBILE—WSeries 76 Standard—4-dr. 

sed., $1,864; 4-dr. town sedan, $1,853; 2-dr. 
sed., $1,790; club cpe., $1,764; conv., $2,- 
180; Series 76 Deluxe—4-dr. sed., $2,006; 
4- dr. town sed., $1,995; 2-dr. sed., $1,932; 
club cpe., $1,905; Series 98 Standard— 
(Hydramatic standard)—4-dr. sed., $2,542; 
2-dr. sed., $2,468; Series 98 Deluxe— 
(ay dramatic standard)—4-dr. sed., $2,636; 

-dr. sed., $2,562; conv., $3,015. 


PACKARD — Eight — 4-dr. sed., $2,275 
(deluxe, $2,543); 2-dr. sed., $2,250 (deluxe, 
$2,517); stat. wag., $3,245; Super Eight— 
4-dr. sed., $2,827; 2-dr. sed., $2,802; conv., 
$3,250; 7-pass. sed., $3,500 (deluxe, $3,- 
850); 7-pass. lim., $3,650 (deluxe, $4,000) ; 
Custom Ejight—4-dr. sed., $3,750; 2-dr. 
sed., $3,700; conv., $4,295; 7-pass. sed., 
$4,704; 7-pass. lim., $4,868. 


PLYMOUTH — Deluxe — 4-dr. sed., $1,- 
455.50; 2-dr. sed., $1,397.50; club cpe., 
$1,424; bus. cpe., $1,360.75; Special Deluxe 


2-dr. sed., $2,464; 


bus, cpe., $1,454.75; stat. wag., $2,082.75. 


PONTIAC—Torpedo ‘‘6’’—4-dr. sed., &:: 
641 (deluxe, $1,731); 2-dr. sed., $1,58 
sed. cpe., $1,614 (deluxe, $1,704); spt. a 
$1,552 (deluxe, $1,641); bus, cpe., $1,500; 
conv., $2,025; Torpedo ‘8’’ — 4-dr. sed., 
$1,689 (deluxe, $1,778); 2-dr. sed., $1,630; 
sed. cpe., $1,661 (deluxe, $1,751); spt. cpe., 
$1,599 (deluxe, $1,689); bus. cpe., $1,558; 
conv., $2,072; Streamliner ‘‘6’’—4-dr. sed., 
$1,727 (deluxe, $1,817); sed. cpe., $1,677 
(deluxe, $1,766); stat. wag., $2,374 (de- 
luxe, $2,442); Streamliner ‘‘8’’—4-dr. sed., 
$1,775 (deluxe, $1,864); sed, cpe., $1,724 
(deluxe, $1,814); stat. wag., $2,412 (de- 
luxe, $2,490). 
STUDEBAKER—Champion Deluxe—4-dr. 
sed., $1,635.50; 2-dr. sed., $1,603.75; spt. 
-, $1,630; bus. cpe., $1,535.25; 
Deluxe—4-dr. sed., $1,709; 2-dr. sed., 
: - cpe., $1,703.75; bus. cpe., 
v., $2,059.50; Commander De- 
-, $1,95€.25; 2-dr. sed., $1,- 
924.75; aa cpe., $1,951; bus. cpe., $1,- 
856.25; Commander Regal Deluxe — 4-dr. 
ae $2,077.50; 2-dr, sed., ao spt. 
$2,072; bus. cpe., $1,977.50; conv., 

$2. 430. 75; land cruiser, $2,264. 75. 
WILLYS-O — Stat. wag., $1,- 





VERLAND 
841.71; stat, sed., $1,991.72; Jeepster conv., 
$1,885.77, 
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Affecting Factories and Dealers .. . 
Auto Advertising 


By Jim White 
Associate Editor 

The Dealer-Customer Relations 
committee of the NADA will join 
with the Retail Assns. of America 
in sponsoring a program designed 
to point up the advantages of the 
American way of life. 

The program, “Democracy 
Works Here,” will be formally 
launched with a double-spread 
advertisement in the Feb. 19 is- 
sue of the Saturday Evening 
Post. NADA’s participation was 
voted by the executive committee 
at its Washington (D.C.) meet- 
ing Dec. 2. 

As a part of the program, all 
NADA members will be mailed two 
attractive counter display cards 
and a 63 by 42 inch blowup of the 
SEP spread for showroom win- 
dows.The Post will supply the re- 
prints to all NADA members as 
well as feature the space without 
charge as part of its contribution 
to the program. 

* * . 


Scrap Steel Drive 


A new campaign to accelerate 
the domestic flow of heavy steel 
scrap and to build an emergency 
stockpile has been launched by the 
business paper advisory committee 
of the Advertising Council, Inc., 
in cooperation with the U. S. De- 
partment of Commerce. 

Business publications will be 
used exclusively in bringing ad- 
vertisements and editorial mat- 
ter to industrial firms which will 
be asked to inspect their inven- 
tories of obsolete machines and 
to scrap those which are not nec- 
essary to the firms’ operations. 
The prevailing price will be paid 
for all scrap iron and steel 
through regular salvage channels. 

Eight advertisements, directed at 
top level management, are now be- 
ing prepared by James Thomas 
Chirurg, Inc., volunteer agency on 
the campaign. 
* om : 


Midland Account 


Midland Steel Corp., manufactur- | 
ers of plate, pipe and structural 
steel, has awarded its advertising | 
account to G. B. Woodin Co. Flor- 
ence J. Boden is account executive. 

Midland’s program will be con- 
centrated in metropolitan and 
trade newspapers, it was said. 

* e * 


J-A Joins ANPA 

The New York Journal-Ameri- | 
can has joined the approximately 
1,000 U. 8. and Canadian news- 
papers which are members of the 
Bureau of Advertising, American 
Newspaper Publishers Assn., it is 
announced by Harold 8. Barnes, 
director of the bureau. 

* . * 


A Record for Boston 


The Boston Herald Traveler 
broke all previous publishing rec- 
ords in Boston, with its Wednesday 
(Dec. 15) evening issue which ran 
72 pages. 

This is the largest standard- 
size morning or evening paper 
ever published in Boston in one 
complete off-the-press operation, 
without “stuffing” or collating of 
individual sections, it is claimed. 

No special section or promotional | 
activity was involved as the record- 
breaking issue was a regular edi- 
tion of the Traveler, it was pointed | 
out. 


* * | 


Hudson Dealers TV 


Metropolitan Chicago Hudson 
dealers are currently sponsoring | 
wrestling matches over television | 
facilities of radio station WBKB- | 
TV, Chicago. 

Malcolm - Howard Advertising 
handles the account. 


* * * 


H-T Home Study 


A study by the New York-Herald- 
Tribune has indicated that slightly | 
more than 19 percent of working | 
members of H-T families as a) 
group are represented in the execu- 
tive and sales group and 30.8) 
percent are in the medical, arts, | 
education and other mechanical and 
professional fields, Major executives 





and owners of large businesses 
make up 9.1 percent, it was added. 

For copies of the survey, “Con- 
tinuing Home Study,” write New 
York Herald-Tribune Information 
Servicd, Dept. MB, 230 W. 41st St., 
New York 18. 


Honor Puerto Rico 


A 24-page feature section on 
Puerto Rico to commemorate the 
50th anniversary of the island 
territory under the flag of the 
U.S.A. was printed recently by 
the New York Herald Tribune to 
accompany its issue of Friday, 
Dec. 10. Pearce Chauncey, display 
advertising manager, developed 
the advertising phase of the sec- 
tion and John H. Durston com- 
piled the editorial matter. 


Dealer Sponsors Amateurs 


State Motors, Inc. (Lincoln-Mer- 
cury), Manchester, N. H., is spon- 
soring “Stars of Tomorrow,” a local 
amateur show presented weekly 





over radio station WMUR, Man- 
chester. 

The winner each week is offered 
a three-day trip to New York City 
with all expenses paid and an audi- 
tion for a national network ama- 
teur show. 

x 7 a 


All-Time Record 

A new, all-time advertising rec- 
ord for the New York Times was 
set on Sunday, Nov. 28, when it 
carried 1,402 columns (420,507 
lines) of advertising. Previous 
all-time record of 1,383 columns 
was set by the edition of Sunday, 
Dec. 7, 1947, which included a 
28-page winter vacation supple- 
ment. 

The new record edition carried 
637 columns of advertising in the 
96-page main news section, which 
was split into three parts. The 
edition carried a special eight- 
page section for John Wana- 
maker. 


Names 

Maitland Jones has resigned as 
vice-president of J. Walter Thomp- 
son Co. to join the New York of- 
fice of Hutchins Advertising Co., 
Inc., in a similar capacity. 

Ralph Wennblom has been named 
associate editor of Farm Journal. 





SPORTSMAN'S DISPLAY—To publicize the convertible double bed available in Nash cars. 
Nash Redford Sales & Service, Detroit, displayed this novel outdeor scene, complete with 
mannequins, in its showroom. William P. Felix and William H. Miller are partners in 
the dealership. 





He was formerly farm program|executive committee of Geyer, 

director for radio station KSOO/! Newell & Ganger, Inc., retired Jan. 

at Sioux Falls, S. D. 1 after 31 years in the advertising 
Joe M. Dawson, chairman of the' agency business. 


“remember me—your DEALER... 





model customers. Just any customer won't do. The people who splurge on a car because they’ve suddenly 


come across a financial wind-fall are my idea of ‘here today and gone tomorrow.’ But when I sell to customers 


whose pattern of living demands more cars, more frequently...then I feel I’m handling a worthwhile deal. 


House & Garden readers, for instance: over 380,000 of them —well-established 
families of means and influence. Let me sell them a car once... 
and I’ll wager they'll come back for the next one. 


Let’s reach these permanent customers who build our 


permanent business.” 





House & Garden 


..-reaches your dealer’s Preferred Prospects 


©1046. THE Compd mast PUBLICATIONS Inc. 
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Gains From Nov. Low 
Follow Varied Trend 


ae og had 
T= COMBINED effects of the 
election surprise in November 
and year-end tax selling in a mar- 
ket noted for its sidewise move- 
ments during the past year, make 
interesting comparisons. 

On Nov. 1 Chrysler closed at 
60%, had fallen to 57% on Nov. 
3, continuing the decline to 50% 
on Nov. 30. Its high for the year 
was 65%. The most recent quota- 
tion for this issue (Dec. 27) was 
53%. 

General Motors was 65% on the 
first day of the month, 62% on 
the third day, and 56% on Nov. 30. 
The highest quotation for GM in 
the year just ended was 66. On 
Dec. 27 the price was 58%. 

Standard Oil of New Jersey’s 
final quotation Nov. 1 was 80%. 
The drop in it until the close Nov. 
3 brought the issue down to 77%, 
with a further recession to 71% 





Auto Stocks 

Dec. 27 Dec. 20 
Chrysler ......... 53% 53% 
re 1% 1% 
General Motors .. 58% 58% 
Hudson .......... 18% 18% 
Kaiser-Frazer . 81% 8% 
Nash-Kelvinator . 14% 14% 
Packard ......... 4% 
Studebaker ...... 2% 21% 

UE cs xcdcesoces 1% 1 
Willys-Overland 1% 1% 
Average — aa 
10 Stocks ..... 19.08 19.16 





on the last day of the month. A 
high point of 92% was recorded 
for the issue in 1948. It’s Dec. 27 
quotation was 72. 

The swing in Goodrich was from 
64 on the first to 60% on the third, 
and 58 on Nov. 30. These prices 
compare with the year’s best quo- 
tation of 64% for the issue and 
59% on Dec. 27. 


oy Oil Expansions 
Oo COMPANY expansion plans 
in the Philadelphia area alone 
make the outlook for six produc- 
ing companies better. They are re- 
ported to have set aside in the 
neighborhood of $163 million for 
stepping up refinery output in the 
Quaker City this year. 

The most imposing venture is 
the $50 million expended by Texas 
Co. for its first major refinery 
operation on the East Coast. This 
is also the largest expansion for 
any type of industry there since 
the war, according to the city’s 
chamber of commerce. 

Close on the heels of the Texas 
total is $40 million budgeted by 
Gulf. Sun is said to have allo- 
cated $20 million, and Atlantic 
Refining a like amount. 

Socony-Vacuum has earmarked 

$18 million in its growth plans, 
with Sinclair right up there with 
a disbursement of $15 million. 

* + . 


Do Figures Lie? 


EALERS, stockholders and 
other businessmen — large and 





ae aaa 
Safety 


XG. 


CRANKS 
EASILY 


WORKS IN MUD, 


SELLS FOR 


$19°° Retail 


storage sack 50c extra 


EVERY 
DEMONSTRATION 
IS A SALE 


NOTHING LIKE IT! 


Car can't roll off—no wheel 
blocks needed, even on a hill 








NO SLIP... NO SLIDE 









LIFTS THE AXLE AS 
WELL AS THE 
BUMPER 











BALL 
BEARING 
ACTION 






ICE or ANYWHERE! 


A sensational new automobile jack that combines the best features of an 
axle jack and a bumper jack. You do not need to block the wheels on a 


hill. 


The only other jack on the market that can do a comparable job is 


the expensive and hard to carry jack on wheels used by filling stations. 
The Triangle Sofety Jack weighs only 1212 Ibs. and folds to 30” x 4” x 3”. 


Pat. Pending, All Rights Reserved 


Manufactured by TRIANGLE JACK CO., Wichita, Kansas 









|against their driving habits have 
| been cut in half in the last six | 
| years alone. He said his statement 


small—will find food for thought 
in the challenge in Hconomic In- 
telligence, published by the Cham- 
ber of Commerce of the U. &., to 
a statement on labor’s productivity 
in the October issue of the AFL 
Labor’s Monthly Survey. 

The former publication credits 
the labor organ with the state- 
ment that “Labor’s productivity 
is higher today; the average 
worker produced about 32 percent 
more per year in 1948 than in 
1989.” 

The C. of C. continues, “This sci- 
entific journal believes in docu- 
menting its findings; and a foot- 
note to the above statement tells 
us that it is ‘Our estimate, based 
on figures in President’s Midyear 
Economic Report and other esti- 
mates’.” 

From the Chamber of Commerce 
corner comes this thrust, “Not that 

we are overly skeptical, but we 
have combed the said Economic 
Report without finding anything 
on which such a conclusion could 
be based. 

“Moreover, the output-per-man- 
hour studies of the Department 
of Labor for 27 industries indi- 
cate that productivity is just 
about at the 1989 level, on the 
average. Only one _ industry 
showed an increase of $2 percent 
or more; all others had smaller 
inereases, or decreases. 

“We can’t help wondering,” adds 
Economic Intelligence, “what those 


‘other estimates’ were.” 
* s 7 


Earnings 

Stewart-Warner—Net earnings of 
$2,609,725, or $2.02 per share, for 
the first nine months of 1948, were 
reported. The statement was un- 
audited and subject to year-end 
adjustments. In 1947, net earnings 
were $1,938,851, or $1.49 a share, for 
the first three quarters. Sales for 
the first nine months of 1948 were 


$55,993,599, down 1.6 percent when |S. E. Skinner, general manager; o. 5 


compared to sales of $56,926,546 for 

the same period of last year. Sales 

for the third quarter of 1948 were 

$18,124,114, up 8.2 percent over 1947 

third quarter sales of $16,748,250. 
+ * > 


Motor Wheel, for the third quar- 
ter of its fiscal year, ended Sept. 
30, reports net profit of $923,238, 
equivalent to $1.09 per share after 
provision for federal income taxes. 
This compares with $535,897 re- 
ported for the third quarter of 1947, 





Olds Dealer Parleys 





OLDSMOBILE LOS ANGELES ZONE MEETING—Shown at = conclave in Holl 


left to right): Coorge E. Jackson 
hweitzer, Schweitzer & Ga 


Southern Arizo 
, Bakersfield, Calif; G. 
region, and Harold He Utschi: 9. Balboa Oldsmobile, Son “Tes, 


are 

a and Lowell; Fred C. 

roger " manager for Pacific 
i 





OLDSMOBILE DEALERS AND or oe AT NEW YORK ZONE MEETING—Left to right: 


Royal Motors, Inc., White Plains, 


. Ralsten, 
; Herman 


eneral sales manager; John D. Casey sr., 
uge, Bronx Blvd. Garage, Inc., Bronx, N. Y. 





months’ period, ended Sept. 30, the 
corporation shows net profit, after 
taxes, of $2,197,721, equivalent to 
$2.60 per share, which compares 
with $1,696,912, equivalent to $2 per 
share for the first three quarters of 
the 1947 calendar year. Current 
earnings shown for the nine months 
are after deducting provisions of 
$1,869,047 for federal taxes and 
$200,000 for inventory contingencies, 


or 63 cents per share. For the nine|as compared with $1,174,016 for 


federal taxes and $100,000 for in- 
ventory contingencies in the like 
period of 1947. 

m * * 


Plymouth Oil—Nine months: Net 
profit, $4,744,055, equal to $4.64 a 
share, increased from $2,505,101, or 
$2.43 a share last year. September 
quarter: Net profit, $1,488,507, or 
$1.45 a share, compared with $957,- 
791, or 93 cents a share a year ago. 





Top Hazard: Narrow Roads 


(Continued from Page 11) 


congestion. The driver whose pa- 


should be separated. Because of 


tience is exhausted is here the dan- | the cost and the pressures for other 


gerous operator. 
> * 
A™ MAIN line railroad grade 
crossings of highways which 
carry substantial traffic flows 





Truck Drivers 
Seen as ‘Apple 
Of Public Eye’ 


PITTSBURGH.—Walter W. Bel- 
son, director of public relations for 
the American Trucking Assns., Inc., 
told a gathering of commercial ve- | 
hicle drivers here last week that 
the public’s attitude toward them 
has changed in the last 10 years 
to one of approval because of their 
skill and courtesy behind the wheel. 

Belson said the drivers them- | 
selves are responsible for the| 
changed attitude of the public, | 
pointing out that public complaints | 








was based on two public opinion 
surveys made six years apart. 


“One of the reasons why the pub- 


|lic believes you can do something 
| about helping to reduce pedestrian 


| accidents and fatalities is because 


|the average American man and 
| woman has a very high opinion of 


‘found out 


| you, both as men and as drivers,” 
| he said. 


“That’s one thing we definitely 
in our public opinion 
survey. More than one out of every 
three persons was quick to point 
|} out that commercial drivers, while 


jnou. sissies, are still as sincerely 


police as they come. Those folks 
like the way you share the road and 
you. willingness to help other driv- 
ers in trouble.” 


highway improvements, the elim- 


| ination of crossing hazards by con- 


struction of separation structures 
will be delayed at many locations. 

Consequently, grade crossing pro- 
tection should proceed rapidly. Par- 
ticularly effective are installations 
of short-arm automatic gates. 
These have some obvious mainte- 
nance and cost advantages over 
the long-arm gate installations, and 
provide a barrier which experience 
has proven adequate. 

The destined function of prac- 
tically all of our highway mile- 
age, both new and old, is to pro- 
vide service to all classes of traf- 
fic. The peculiar needs of com- 
mercial and mass transit ve- 
hicles, not only in their steady 
flow movements, but at their ter- 
minals, transfer points and road- 
side stops, require attention in 
shaping the physical features of 
the roadway. 

Wherever possible, and in all in- 

stances on new highways designed 
as routes for mass transit, proper | 





facilities for transit vehicles off 
the through lanes for passenger 
loading and unloading should be 
provided. These roadways should 
be designed to expedite movements 
of the transit vehicle as well as 
those of the more numerous pri- 
vate passenger car. 

Efficiently designed off - street 
loading bays and terminals for 
trucks serve a similar purpose, par- 
ticularly in the central core of our 
cities where street space is wholly 
inadequate for the moving traffic. 

* + * 
(TRAPPFIC control devices, though 
relatively inexpensive accessor- 
ies to street and highway design, 
are significant aids to safe high- 
way operation. 

Well-designed and located high- 
way signs, signals and markings 
eliminate or relieve many of the 
elements of surprise that charac- 
terize certain combinations of de- 
sign and traffic operation features. 

The Manual on Uniform Traffic 
Control Devices should be rigor- 
ously followed. The Manual has 
become the single legal standard 
for use on all federal-aid projects. 





Next WEEK: A practical answer 
to the problem of speed. Also a 
plea for better maintenance of 
brakes. 


BINDER for 
Automotive News 


ANSWERING many 


requests from our 


readers for a semi-permanent binder to 
retain this publication for ready--reference. 


Only recently have we been able to secure 


a quality 


binder which will stand the gaff 


and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Autoimptive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 
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as New York branch service man- 
ager, joined the company in 1941. 
* a * 


Hercules Names Keplinger 
Executive Vice-President 
John C. Keplinger, vice-presi- 
dent in charge of sales of Her- 
cules Motors Corp., Canton, O., 
has been promoted to executive 
vice-president of the company. 
Keplinger has been with Her- 
cules since July, 1926. Other offi- 
cers include Gordon M. Mather, 
chairman of the board; Charles 


Balough, president and general 
r; M. C. Kuepfer, vice- 


Auto Personnel 


Air Way, Glendale 1, Calif. New 
personnel additions to the company 
include Karl M. Joehnck, who has 
been named sales manager. 

* * + 


Abbott Johnson Heads 
Asbestos Manufacturing 


Abbott L. Johnson has been elect- 
ed president and general manager 
of Asbestos Mfg. Co., Huntington, 
Ind. Johnson’s grandfather, A. L. 
Johnson, was founder and first 
president of the Warner Gear Co. 
and his father, J. Edgar Johnson, 
was secretary and treasurer of the 


same concern. 
* * * 


Two District Managers 
Named by Goodrich 


Two changes in district managers 
of the Replacement Tire Sales divi- 
sion of B. F. Goodrich Co. are an- 
nounced by Guy Gundaker jr., field 
sales manager. 

Don M. Tatem has been appointed 
manager of the Kansas City dis- 
trict, succeeding W. A. Olson, who 
has entered his own _ business. 
Charles S. Millikin has been named 
manager of the Birmingham, Ala., 
district, succeeding Tatem. 


* * * 


Churchill Nauell to Direct 
Research at Studebaker 


Harold E. Churchill has been ap- 
pointed director of research in the 
engineering divi- 
sion of Studebak- 
er, according to 
Stanwood W. 
Sparrow, vice- 
president in 
charge of engi- 


































Earle Named to Head 


Coach Sales at Reo 


Herbert R. Earle jr., former 
Washington representative for Reo 
Motors, Inc., has been appointed 
assistant sales manager in charge 
of Reo’s coach division. Announce- 
ment of the appointment was made 
by R. D. Hilty, general sales man- 
ager. 

Earle was employed in the sales 
department of Fisher Body, Pon- 
tiac division, General Motors Corp., 
for seven years. In 1941 he was 
made a sales engineer at the Amer- 
ican Seating Co. In 1944 and 1945 
he was with the McInerny Spring 
& Wire Co., returned to American 
Seating in 1945 and was named 
southern regional manager for the 
Truckstell Corp. in 1946, before 
joining Reo. 









































dent in charge of special engi- 
neering; Harry P. Blake, vice- 
president (inactive), and John D. 
Cook, secretary-treasurer. 

* + * 


Franklin Names Dahleen 


To Head Automotive Sales 


Appointment of H. S. Dahleen, as 
manager of the automotive sales 
division of Franklin Transformer 
Mfg. Co., 65 22nd Ave. N.E., Minne- 
apolis, is announced by J. C. Ham- 
mond, vice-president in charge of 
sales. 

Dahleen, a Minneapolis resident, 
was a pilot in the army air forces 
before joining the company in Jan- 
uary, 1946. Franklin’s automotive 
division manufactures battery 
charging and testing equipment for 
national distribution by major oil 
companies, tire and rubber com- 
panies and automotive distributors. 
* * 


* 
Higgins Made Depot Chief 
Of Ford Parts Division 
O. B. Higgins, former vice-presi- 
dent and general operating man- 


ager of Montgomery Ward & Co. 
at Chicago, has been appointed 


+ * * 
Ford Shifts Personnel 


In Finance Department 


Appointment of R. S. McNa- 
mara as controller and Victor Z. 
Brink as general auditor of Ford 
Motor Co. is announced by L. D. 
Crusoe, finance vice-president. 

McNamara’s appointment, with 
some additional organization 
changes, follows the resignation 
of M. E. Sheppard as general 
assistant controller to open his 
own business. This is in line with 
consolidations and realignments 
within the finance division in 
order better to serve the com- 
pany as a whole, Crusoe said. 

In addition to McNamara and 
Brink, who is just joining Ford, 
appointments were announced 
for J. O. Wright as assistant to 
Crusoe, J. E. Lundy as director 


of financial analysis, G. E. Alt- neering. general depot manager of the parts 
mansberger as director of budgets A Studebaker|and accessories division of Ford 
and costs, and E. A. Eberle as engineer since| Motor Co., it is announced by Earl 
chief accountant. 1926, Churchill|G Ward, general manager of the 


joined the com- 
pany as an assis- 

a. 8. Chum tant laboratory 
engineer, advancing to laboratory 
engineer in 1938, assistant research 
engineer in 1941, research engineer 
in 1943 and chief research engineer 
in 1944, 


Lasher Resident Manager 


Of New Fisher Plant 


Appointment of George Lasher, 
resident manager of the Fisher 
Body stamping plant in Detroit, as 
resident manager of the new Fish- 
er plant at Ambridge, Pa., is an- 
nounced by J. J. Cronin, vice- 
president of General Motors and 
general manager of Fisher Body. 


Succeeding Lasher at Detroit 
will be Anthony Stormzand, assis- 
tant resident manager of the Fish- 
er Body plant at Grand Rapids, 
according to Cronin. T. C. Fletcher, 
senior production engineer on the 
Fisher Body general office staff in 
Detroit, succeeds Stormzand. 


* * * 


Three Salesmen Added 


To Ajax Parts Staff 


Ajax Auto Parts Co., Racine, 
Wis., announces appointment of 
three additional sales representa- 
tives for its line of mechanical and 
hydraulic automotive jacks. 


Mark L, Berman will represent 
the company in Indiana and Michi- 
gan. Minnesota, North and South 
Dakota, and northern Wisconsin 
will be served on the Ajax line by 
James E. O’Brien with headquar- 
ters in Minneapolis. John J. Simp- 
son will handle the metropolitan 
New York area and northern New 
Jersey. 


newly-created operating division. 

Higgins was with Montgomery 
Ward for the last 10 years, having 
joined the company in 1938 as gen- 
eral traffic manager. 


. + = 
Two Named Vice-Presidents 
At Libbey-Owens-Ford 

Election of two new vice-presi- 
dents of Libbey-Owens-Ford Glass 
Co. is announced by John D. Big- 
gers, president. 

Stuart S. Wall was elected vice- 
president and named general coun- 
sel of the company. Curtis W. 
Davis, general factories superinten- 
dent, who began his career with 
Libbey-Owens-Ford in the stores 
department at Charleston, W. Va., 
25 years ago, was also named vice- 
president. 
































* * * 


Continental Promotion 


Promotion of G. Waine Thomas 
to the position of chief engineer 
of the automotive, truck and in- 
dustrial engine division of Conti- 
nental Motors Corp., is announced 
by C. J. Reese, president. Prior to 
joining Continental’s engineering 
department in 1942, Thomas was 
chief engineer of the light truck 
division of the Mack-International 
Truck Co., and prior to that held 
a similar position with Reo Motor 
Car Co. s 


* * 
Oleson Takes Research Post 


With NSPA at Chicago 


Elmer Oleson jr. has joined the 
marketing research staff of the 
National Standard Parts Assn. in 
Chicago, it is announced by J. L. 
Wiggins, executive vice-president of 
NSPA. 

Olesen will conduct wholesale and 
manufacturing surveys for the asso- 
ciation, Wiggins said. A graduate 
of the University of Illinois, Oleson 
has done business and radio sur- 
veys for the university and public 
relations work for the American 


Legion. 
= 


+ + 
Porta Added to CIA 


A. J. Porta, comptroller of Stude- 
baker Corp., has been elected to 
membership in the Controllers In- 
stitute of America. 


Cochran in New Post 


Appointment of James Cochran 
as assistant chief inspector of the 
Plymouth plant at Detroit has been 
announced by A. H. Paterson, vice- 
president and general werks man- 
ager. Cochran joined Plymouth in 
1933. He has served as a layout 
inspector, and as foreman of the 
inspection layout department. In 
1944 he was transferred to the 
master mechanic’s division for spe- 
cial assignment duties. 


. * * 

Mill Takes Sales Post 

Gordon V. Millichamp, New York 
branch manager of the Pennsyl- 
vania Rubber Co., announces ap- 
pointment of Howard L. Mill as 
New York district sales represen- 
tative. Mill, who previously served 


. x * 
U. S. Tires Names Payson 


To Head New Branch 


Richard M. Payson has been ap- 
pointed district manager of a new 
sales branch established at Spring- 
field, Mass., by U. S. Tires division 
of U. S. Rubber Co. The new 
branch will have as its territory all 
of Connecticut, western Massachu- 
setts, Vermont and Clinton and Es- 
sex counties in New York. 

Payson joined U. S. Rubber as 
a tire salesman at Boston and later 
became assistant district manager 
there. 

* + 


Richards Changes Firm Name 
To Rimat Machine Tool 


Richards Machine Tool Co., manu- 
facturer of machine toels and mi- 
crometers, will hereafter be known 
as Rimat Machine Tool Co., accord- 
ing to James H. Richards, general 
manager. 

Coincident with the change in 
name, the plant and offices of the 
company have been moved to 1117 


SILVER STREAK SERVICE DISCUSSION—Conclave on the 1949 Pontiac Silver Streaks was 
held at the plant during December to acquaint service personnel with mechanical features 
¢ ~ aoy a Guests of Service Manager Hugh J. Hales were zone service managers and 

air assistants. 
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PLUG FOR GOOD ROADS—Dramatizing the time saving which expressways will mean to 


time studies by helicopter at 45-mile-an-hour expressway were used to 
ionuh © eave for 500, 7 roads petition signatures by motorists in the Detroit metro- 
politan area. James McMillan, president of McMillan Packard, Inc., and chairman of an 
Automobile Dealers Information committee, is shown in a 1901 Packard, geseere to hand 
first petitions to Harry T, Ward, president of Michigan Good Roads eration, who is 


riding in the helicopter. 


Highways & Safety . . . 
Better Roads Outlook 


Seen as Best Ever 


“oo FINANCIAL outlook for 


highway improvement in the 


U. S. is now immeasurably better 


than at any previous time in our 


history,” Baird H. Markham, direc- 
tor of the American Petroleum In- 
dustries committee of the Ameri- 
can Petroleum Institute, declared 

in a statement re- 


aid grants are also running far 
above prewar levels.” 

The delays in road construction 
caused by shortages of men and 
material in the postwar years “are 
only temporary,” Markham said, 
“but the gasoline tax and regis- 
tration fee revenue that has come 
pouring in faster than it could be 


spent is permanently available for 
road improvement.” 

Markham pointed out that the 
states ended the year 1947 with 
highway fund balances and re- 
serves in excess of a billion dollars, 
and predicted that “when the books 
are closed on 1948 the states will 
also be found to have very tidy 


viewing prospects 
for road improve- 
ment throughout 
the country dur- 
ing 1949. 
Markham called 
attention to the 
fact that motor 
fuel consumption, on the whole 















and on a per vehicle basis, has 


increased steadily since the end 


of the war, breaking new records 


each year. 

Registrations are also increas- 
ing at annual record-breaking 
rates, and, he added, “both of 
these increases mean more high- 
way money pouring into the 
road funds of the states. In ad- 
dition, postwar federal highway 





Illinois Users 
Seek Voice in 


Road Planning 


CHICAGO. — Highway users as 
taxpayers rate a voice in road plan- 
ning and expenditures, according to 
the Illinois Highway Users Confer- 
ence, which last week announced 
its recommended program through 
C. W. Coons, chairman of the group 
and general manager of Illinois 
Automotive Trade Assn. 

As a non-partisan, non-political 
organization, the conference pro- 
posed that the Illinois state high- 
way and traffic problems commis- 
sion create a highway users advisory 
committee to review needs and 
costs. 

The state commission was asked 
also to report to the legislature 
with recommended reforms and 
economies in road and street admin- 
istration whereby the automotive 
taxpayer may get more miles of 
road per tax dollar. 

Coons cited another key objective 
of the program when he said the 
group “favors a pay-as-you-go plan, 
using funds as they come in on 
present users’ fees and tax rates.” 


Legislation urged for achieving 
the recommended goals includes im- 
prevement of state, county and lo- 
cal highway and street department 
practices; continued appropriations 
for roads from general revenue; 
maintenance of local responsibility 
for a substantial portion of the cost 
of secondary roads and streets. 

Also included were stoppage of 
abuses of the gasoline tax refund 
law; allocation to highways of the 
more than $20,000,000 paid annually 
by automotive and petroleum com- 
panies into the retailer occupation 
sales tax fund, and consolidation of 
township road operation into larger 
administrative units. 






sums available for use in 1949 in 
addition to current revenues. 
* o 


“Tye the hampering effects 
of shortages, the states in 1947 
managed to undertake a record- 
breaking expenditure of approxi- 
mately $1,250,000,000 on state high- 
way construction and maintenance, 
and still end the year with huge 
highway fund balances,” Markham 
said. 

He added that road-building au- 
tnorities have estimated that total 
expenditures for road construction 
alone in the U. S. in 1948 would 
reach $1,750,000,000, exceeding all 
previous construction records. 

m these and from 
the fact that the states as a 
whole will have well over twice 
as much money for state high- 
way construction in the next few 
years as was spent in the com- 
parable prewar period, it is ob- 
vious that the present agitation 
for increased automotive taxes is 
without justification,” Markham 


“Present gasoline and motor ve- 
hicle tax rates are producing such 
a steady increment of highway 
revenues that we have already left 
prewar peaks far behind, and, bar- 
ring unforeseen changes in the eco- 
nomic picture, will continue each 
year to smash all the revenue rec- 
ords established in the years that 
preceded it. 

“Without doubt the outlook for 
continued highway improvement is 
bright and encouraging, and such 
problems as exist are not con- 
cerned with money but with at- 
taining maximum efficiency and 
full road value in the expenditure 
of the vast funds we have,” Mark- 
ham concluded. 

* * * 
Semi-Annual Inspections 
Recommended in Michigan 


A Michigan committee has rec- 
ommended two major changes in 
the state’s motor vehicle laws, 
which are expected to be presented 
to the legislature late in February. 

One proposal would require 
twice-yearly inspections of all ve- 
hicles at state-operated inspection 
lanes while the other recommenda- 
tion would allow evidence taken 
by drunkometers and similar tests 
to be admissible in courts against 
persons charged with drunken 


driving. e: 


eee 








(Eprror’s Norge: While we try to eliminate wrecks from all of these 
listings, occasionally some get by us. So if the price is abnormally 
low, the car is probably damaged. If the price is abnormally high, 
the car is probably loaded with extras). 


LOS ANGELES 


(California Auto Dealers Wholesale Auc- 
jon, Sales twice- 


"41 Special 
coupe, 


BUICK—’47 RM sedan, $1,785, 
4-dr., $1,070. ‘39 Special 


$540. 
CADILLAC—'42 (60-8) 4-dr., $1,470. 
CHEVROLET—'48 FM 4-dr., $1,765. ‘47 


"46 %-ton , 
ness coupe, ‘39 MD 4-dr., $660 
‘38 business coupe, 


CHRYSLER—'46 Royal 4-dr., $1,750. ‘41 
Royal club coupe, $975. 

FORD—'49 Custom (6) 4-dr., $2,090, ‘48 

SD (8) 4-dr., $1,550, ‘40 Deluxe 4-dr., 


HUDSON—’48 Commodore 4-dr., $2,375. 
LINCOLN—'49 club coupe, $2,625. ‘46 
4-dr., $1,645. 
MERCURY—’46 club coupe, $1,440. 
NASH—’'46 Ambassador 4-dr., $1,185. 
OLDSMOBILE—’'41 (66) 4-dr., $950. 
PLYMOUTH—'40 deluxe 4-dr., $585. 
PONTIAC—'46 (6) sedanet, $1,635. 


ALBANY, N. Y. 


(Tim Anspach’s Dealer Auto Auction. 
+ mamta: Prices are for sale of 
) 
(Prices leveled to point where they are 
likely to hold, Fifty percent offerings 
sold on slow market. Fifty-one cars 
offered.) 
BUICK—'40 Special 4-dr., $390. 
CHEVROLET—'48 FL 4-dr., 


FE 


$1,675; FL 


. 5 

2-dr., $1,575. ‘47 aerosedan, $1,470, 

$1,520. °46 SM 4-dr., $1,180, $1,120; FL 
, $1, ‘40 MD 2-dr., 

39 MD 2-dr., 


DeSOTO—'47 Custom 4-dr., $1,335. 

DODGE—’48 Custom 4-dr., $2,150, 

FORD—'49 Custom (6) 2-dr., $1,850; Cus- 
tom (8) 2-dr., $1,935. '47 SD (8) club 


tom x 
Custom 4-dr., $1,610, 
MEKOURY—'49 4-dr., $2,230, 
LOUISVILLE 
(Auto Auction Sales. Auction every Tues- 

day. Prices are for sale of Dec. 21.) 
(Steady for clean prewars, New cars 
continue declines each week, Sold 738 
offerings out of 157 units.) 

BUICK—'40 sedan, 

CHEVROLET—'48 2-dr., $1,940; SM 
——. $1,740. ‘47 FM sedan, $1,700, 
br ; 3M aa $1,325, $1,180. 

cunysinm 39. , $0, 

39 sedan, $330, 

DODGE—’41 sedan, $610. 

FORD—’47 SD conv., $1,585; sedan, §1,- 
475, aa $1,330. ‘46 SD sedan, §$1,- 
325, a "41 sedan, $630, $530. ‘40 

yhaseh’ st n $1,300, 7 +o 

HUDSON—'48 sedan, $1,870. 

MERCURY—'41 sedan, $890 

OLDSMOBILE—'41 sedan, $705 

“an sedan, ‘37 sedan, 

"41 sedan, $580. 


sedan b sedan ,, 
FORD—'49 Custom (8) sedan, $2,000, $1,- 
975; club coupe, $2,012; Custom (6) se- 
dan, $1,750. °48 half-ton pickup, $1,625; 
club sedan 


$1,490, $1,100, $1,350, $1,400, $1,250. 
"46 , $1,355, $1,240, '41 SD 
sedan, $1,060 


tan club coupe, 


$2,775; sport sedan, $2,350. 

MEROURY—’49 club coupe, $2,625; sport 
sedan, $2,325. 

NASH—’47 (600) sedan, $1,175. 

PLYMOUTH—'48 SD club coupe, $1,625; 
SD sedan, $1,750, $1,485, §2,150. °47 
SD club coupe, $1,450. 

PONTIAC—’'47 (6) sedan, $1,490; (8) se- 
dan coupe, $1,825. 

STUDEBAKER—'48 LC sedan, $1,900. 

WILLYS—'48 station wagon, $1,250; Jeep, 
$975. ‘46 Jeep, $550. 


QUINCY, ILL. 


Quincy Auto Auction,” Sale every Friday. 

Prices are for sale of Dec. 17.) 

(Dealers displaying more confidence in 
bidding and buying, Auction more ac- 
tive, owners ready to sell.) 

BUICK—’46 Special conv., $1,520; sedan, 
$1,500, ‘42 Super sedan, $850. °40 Spe- 
cial sedan, $775. 

CADILLAC—'47 club coupe, $2,275. 

CHEVROLET—’48 FL aerosedan, $1,925, 
$2,070; FM coupe, $2,000. °47 FL aero- 
sedan, $1,630, $1,655; FM sedan, $1,465; 
SM sedan, $1,300, '46 FM sedan, $1,255. 

$870, $850. °40 sedan, 

‘39 half-ton pickup, 

$540, $525; coupe, 


CHRYSLER—’42 sedan, $795. 
DODGE—'48 sedan, $1,880. ‘42 
$725. ‘36 sedan, $95. 
FORD—’'47 sedan, $1,325, ‘46 sedan, $1,- 
150. ‘41 pickup, $580; sedan, $830; 
$745. ‘°40 coupe, $610; sedan, 
$475, $365, $305. ‘39 sedan, $545, $440, 
$525, $310. , $500. °37 sedan, 
$75. '36 sedan, $325, $245. 
FRAZER—'47 Manhattan sedan, $1,625. 


sedan, 


—" sedan, $500, ‘39 sedan, 

100. 

MEROCURY—’49 sedan, $2,490. ‘46 coupe, 
$600. ‘39 sedan, 


$1,565. ‘42 sedan, 
$625. 

NASH—’42 coupe, $615. 

OLDSMOBILE — ‘46 sedan, $1,400. ‘41 
2-dr., $520. i 
‘38 sedan, $350. 

PLYMOUTH—’48 coupe, $2,015. '47 sedan, 
$1,100, $1,430, $1,265. °46 sedan, $1,150, 
$1,310, $1,050. ‘41 sedan, $620. °40 
coupe, $475. °39 sedan ‘37 pickup, 


$105, $200. 
STUDEBAKER—-’47 1%-ton truck, $1,225; 
sedan, $1,475. ‘40 coupe, $450. 
WILLYS—'47 Jeep, $500. 
Us — °'48 GMC half-ton 
pickup, $1,720. 


INDIANAPOLIS 


(Ken Schaefer’s Auction. Sale every 
Thursday, Prices are for sale of Dec. 23.) 


BUICK—’47 Super 4-dr., $1,790; Special 
4-dr., $1,650. °46 Super 4-dr., $1,555 
‘42 4-dr., $840. $830. °39 
2-dr., $500. 

CADILLAOC—’47 conv., $2,620; 2-dr., $2,- 
525, °46 4-dr., $2,150; 2-dr., $2,075. "41 
2-dr., $1,150. 

"48 FL 2-dr., $1,870, $1,- 
810; FM 4-dr., $1,850; 2-dr., $1,710; 8M 
4-dr., $1,670; half-ton pickup, $1,500. °47 
FL 2-dr., $1,730; FM 4-dr., $1,610; club 
coupe, $1,500; SM 2-dr., $1,275. '46 FM 


2-dr., $1,360; SM 2-dr., $1,110. °42 2-dr., 
$900. ‘41 2-dr., $860; club coupe, $760; 
2-dr., , $630. *40 2-dr., $800; 4-dr. 
$475. °39 2-dr., $380; 4-dr., $300. ° 


2-dr., $375; coupe, $300. ‘37 4-dr., $360, 
$210. ‘36 2-dr., $315; 2-dr., $160. "35 
2-dr., $180. 

DODGE—’47 4-dr., $1,360. 

FORD — ‘49 station wagon, $2,330; (8) 
2-dr., $2,050; club coupe, $1,915; (6) 
4-dr., $1,900; 2-dr., $1,875. °48 half-ton 
pickup, $1,510, $1,380; (6) 2-dr., $1,250. 
‘47 station wagon, $1,405; club coupe, 
$1,350; 2-dr., $1,220. ‘46 2-dr., $1,230, 
$1,160. ‘41 2-dr., $700; half-ton pickup, 
$530, ‘40 2-dr., $675, $425. ‘39 2-dr., 

$525. ‘37 2-dr., $420. 

HUDSON—'48 (6) 2-dr., $1,935, $1,900. 
‘47 4-dr., $1,225. 

KAISER—'47 4-dr., $1,305. 

LINCOLN—’'49 4-dr., $2,750. 


MERCURY—'47 conv., $1,700. ‘46 club 
coupe, $1,250. ‘'41 4-dr., $555. 
NASH—'46 4-dr., $1,270; club coupe, 


$1,120. 

OLDSMOBILE—'48 (78) 4-dr., $2,350, '47 
(78) 4-dr., $1,525. °46 (78) 4-dr., $1,425. 
"41 2-dr., $850. 

PACKARD—’48 station wagon, $2,000. ‘46 
4-dr., $1,250. 

PLYMOUTH— 48 4-dr., $2,000, $1,720, $1,- 







650, '47 2-dr., $1,315. °46 2-dr., $1,240. 
'41 4-dr., $600, 

PONTIAO—’48 (8) 4-dr., $2,255; (6) 4-dr., 
$1,940, °46 (8) 2-dr., $1,590; (6) 4-dr., 
$1,435, °42 4-dr., $885, °41 2-dr., $700. 

STUDEBAKER—'48 Commander 4-dr., $1,- 
835; Champion 4-dr., $1,600. 


MINNEAPOLIS 


(Minneapolis (Minn.) Auto Auction. Sale 
every Tuesday. Prices are for sale of 
Dee, 21.) 

(Sales slower than previous 

Sold 34 units out of 91 offerings.) 

BUICK—’49 Special 4-dr., $2,540. °41 Spe- 
cial sedan, $870. 

CHEVROLET—’48 FL aerosedan, $2,160, 
$2,120, $2,170, $2,085, $1,910; FM 4-dr., 
$2,170, °38 Deluxe 2-dr., $440, $330. 

DeSOTO—’'48 Custom 4-dr., $2,375. 


DODGE—'48 Custom 4-dr., $2,285. ‘38 
4-dr., $345. 

FORD—'49 Custom 4-dr., $2,175, $2,240; 
2-dr., $2,225, $2,275. '48 SD club coupe, 
$1,735. '46 SD 2-dr., $1,205. 

HUDSON—'48 4-dr., $2,085. 

MERCURY—'49 4-dr., $2,700, $2,750, $2,- 


600. 
OLDS Ss MOBILE—'47 (66) 4-dr., $1,690. "40 
PACKARD—’37 4-dr., $210. 
PLYMOUTH—'48 SD 4-dr., $2,290; club 
coupe, $1,925. , : 
PONTIAC—'48 (8) 4-dr., $2,235, $2,350; 
2dr. $2,420, $2,385." "46 (8) 2-dr., 
STUDEBAKER—'47 Champion 4-dr., $1,- 


585. 
DENVER 
(Denver Auto Auction. Sale every Tues- 
day. Prices are for sale of Dec, 21.) 
(Market shows prices continuing de- 


cline.) 
LET—’'48 FL aerosedan, $2,270, 

$2,085. ‘47 FL aerosedan, $1,835. ‘41 
4-dr., $1,005; coupe, $725. ‘'40 half-ton 
pickup, $465. ‘39 half-ton pickup, $345. 
*36 4-dr., $365. 

DODGE—'37 2-dr., $275. 

FORD—'46 (8) club coupe, $1,160. '38 
2-dr., $120. 

MERCURY—’'49 4-dr. 0 

0) OBILE—’41 (66) sedan, $675. 

PLYMOUTH—' 34 2-dr., b 

PONTIAC—’48 (6) 4-dr., $2,125. ‘41 (6) 


2-dr., $1,055. 


CHARLOTTE, N. C. 


(E. M. Stafford, Inc, Sale every Wednes- 
day. Prices are for sale of Dec. 22.) 
(More strength than previous week. 
Bidding and buying surpassed expecta- 
tions, Sold 200 units out of 275 offer- 


ings.) 
BUICK—’48 RM 4-dr., $2,275; Super 2-dr., 
ee an _ Pa ™ $1,675; RM 
-dr., $1,625. ’ -dr., 5, $925, $900. 
CADILLAC—'48 (62) 4-dr., $3,700. 
CHEVROLET—'48 FL 2-dr., $2,035, $1,985, 
$1,950; SM 2-dr., $1,550. ‘47 FL 2-dr., 
$1,610, $1,575; FM 2-dr., $1,425, $1,405; 
club coupe, $1,505. °46 FM 2-dr., $1,300, 
$1,260; SM 2-dr., $1,345. °42 2-dr., $710. 
"41 4-dr., $1,100, $825, $800; club coupe, 


$805. °40 2-dr., $595, h 

CHRYSLER—’'48 Windsor club coupe, $2,- 
300. °42 Royal 4-dr., $880. °41 Royal 
club coupe, $725. 

DeSOTO—’'47 Deluxe club coupe, $1,300. 

DODGE—’46 Custom 4-dr., $1,400, ‘41 
4-dr., $825. 

FORD—'49 Custom 4-dr., $2,150, $2,000; 
Deluxe 4-dr., $2,000; club coupe, $1,750. 
"48 4-dr., $1,585, $1,500, $1,450; club 
coupe $1,610. ‘47 club coupe, $1,400; 
2-dr., $1,510, $1,400. ‘46 2-dr., $1,105, 
$1,060, $1,015; club coupe, $1 4 
club coupe, $865; 2-dr., $810, 
$925, $900. °40 2-dr., $960, $675, $655. 

FRAZER—’49 4-dr., $2,300. 

HUDSON—'49 Commodore (8) 4-dr., $1,- 


990, $1,800. *46 Commodore (6) 4-dr., 
KAISER—'49 Special 4-dr., $2,160, 
MEROCURY—'46 club coupe, $1,200. °40 


conv., $665. 
NASH—'49 Airflight 4-dr., $2,350. 
OLDSMOBILE—’48 (98) 4-dr., $2,400; (76) 
club coupe, $1,700 


38 | PACKARD—'40 (110) 4-dr., $775. 


PLYMOUTH—'49 SD 4-dr., $1,925. °48 SD 
club coupe, $1,550. '47 Deluxe 4-dr., $1,- 
= 2-dr., $1,375. °46 Deluxe 4-dr., 


$1,005. 
PONTIAC—'48 (8) 2-dr., $2,425; (6) 4-dr., 
$1,975. ‘41 (8) 2-dr., $1,275. 
STUDEBAKER—’'47 Commander Regal se- 
dan, $1,500. 
WILLYS—'48 Jeepster, $1,525, $1,475; 
Jeep, $975. 


MASON CITY, IA. 


(Lapiners Used Car Auction. Sale every 
Wednesday. Prices are for sale of Dec. 22.) 
(53 units sold out of 109 offerings.) 


BUICK—'49 Special sedan, $2,450, $2,400. 


oo sedan, $2,320; Super sedan 
CHEVROLET—'48 FL aerosedan, $2,200, 
$2,185, $2,140, $2,080; FM club coupe, 
$2,145; SM sedan, $1,965, $1,925. °'47 
FL aerosedan, $1,765, $1,720. °46 FM 
club coupe, $1,505. : 5 
CHRYSLER—’'48 Windsor sedan, 


DeSOTO—’48 Custom sedan, $2,285, $2,255; 


Average Used Car Prices 


(Compiled by Automotive News) 


(The above figures are averages of used car auction prices, all 
makes and models, carried regularly in Automotive News.) 


Thirty-Day 


Turnover 


Urged on Used Cars 


DE KALB, Iil.—Until a more sta- 
ble price level is reached in used 
cars, the only sound, safe and sen- 
sible thing for dealers to do in han- 
dling such stocks is to insist upon 
their sales force maintaining units 
on a 30-day turnover basis, accord- 





club coupe, $2,360, $2,310, $2,290. 
DODGE—’48 Custom sedan, $2,280, $2,240. 
'47 Custom sedan, $1,410. ‘46 Custom 
sedan, $1,275. 
FORD—’49 Custom (8) sedan, $2,280, $2,- 
245, $2,200, $2,125, $2,105; club coupe, 
$2,245, $2,180, ‘48 (6) sedan, $1,595, 
$1,530. '47 SD 2-dr., $1,475. 
LINCOLN—'49 sedan, $3,150. 
MERCURY—’49 club coupe, $2,640; 2-dr., 
$2,595; sedan, $2,700, $2,640, $2,510. 
OLDSMOBILE—’48 (78) sedan, $2,365. °47 
(78) sedan, $1,740. 
PLYMOUTH—’48 SD sedan, $1,980, $1,935; 
2-dr., $1,810. '47 SD 2-dr., $1,315. 
PONTIAC—’'48 SL (8) sedanette, $2,535, 


$2,340, $2,405. 
STUDEBAKER — '47 Commander sedan, 


$1,765. 
WILLYS—’49 Jeepster, $1,650. 
MISCELLANEOUS—'48 GMC %-ton pick- 
up, $1,730; half-ton pickup, $1,675. 


CONCORD 


(Concord (Mass.) Auto Auction, Inc. 
Sale every Friday and Monday. Prices are 
for sales of Dec. 17-20.) 

(100 units sold out of 244 offerings.) 
BUICK—’49 Super sedan, two at $2,900. 

'47 Super sedan, $1,725. '46 Super sedan, 

$1,550. °40 Special sedan, $625. ‘39 se- 

dan, $450, $575. °'39 RM sedan, $300. 
CADILLAC—’47 (60-S) sedan, $2,700. 
CHEVROLET—’'49 half-ton (deluxe cab) 
pickup, two at $1,575. ‘48 FL aerosedan, 
$1,850; half-ton pickup, $1,600; SM busi- 
ness coupe, $1,400; %-ton pickup, $1,300; 

SM sedan, $1,600. °47 FM sedan, $1,350; 

SM club coupe, $1,435. °46 half-ton COE 

and chassis, $460. '42 SD sedan, $775. 


‘41 SD sedan, $1,025, $845. ‘40 SD se- 
= $735. °37 sedan, $240. °36 sedan, 
$215. 

DODGE—'42 sedan, $785. '39 sedan, $500. 


FORD—'49 Custom (8) sedan, $2,025. ‘48 
(6) sedan, $1,160. °46 SD sedan, $1,075, 
$1,000; club coupe, $1,175. ‘41 sedan, 
$750, $600, $825. '40 Deluxe sedan, $385, 

. *'39 sedan, $425. °37 (60) 
sedan, $200; (85) sedan, $355, $225, $405, 
$300. '36 sedan, $265, $285. 

HUDSON—'46 sedan, $800. 

LINCOLN—’41 conv., $885. 

—* sedan, $2,200. 

475. 
NASH—'46 (600) sedan, $1,010. 
OLDSMOBILE—’48 (98) sedanette, $2,400. 


‘39 sedan, 


‘47 (76) sedanette, $1,375. °41 (66) se- 
dan, $625, $705. 
PLYMOUTH—'48 SD sedan, $1,600. ‘°47 


SD sedan, $1,425. ‘40 sedan, $400, $665. 
‘39 sedan, $435. 

PONTIAC—'41 (6) club coupe, $710. ‘39 
(8) sedan, $685. 

ee — '48 half-ton pickup, 
1,450. 


TOLEDO 


(Doe Greiner Sale. Auction every Thurs- 
day at 6216 Telegraph Rd. Prices are for 
sale of Dec, 23.) 

(Market shows seven cars sold out of 

63 offerings.) 

CHEVROLET—’'41 business coupe, $625. 

*40 conv., $620. 

DeSOTO—’'48 Custom 4-dr., $2,275, 

DODGE—’'48 Deluxe 2-dr., $1,825, 

FORD—’49 Custom (8) club coupe, $1,965. 
or Deluxe 2-dr., $1,325. °'41 SD 2-dr., 

675. 


ing to Tom E. Courtney, president 
of Northern Illinois Corp. here. 

Courtney does not believe that 
the present used-car slump is sea- 
sonal but is one that is brought 
about by prices beyond the reach of 
75 percent of the people under 
finance terms imposed by Regula- 
tion W. The result is that used-car 
sales are off 30 to 50 percent, Court- 
ney said, especially in medium and 
aigh-priced stocks. 

“In a period of 30 days on the 
West Coast,” Courtney said, “the 
price of used cars dropped an aver- 
age of $300 a unit on medium-priced 
cars.” 

Courtney warned that if a car is 
on a dealer’s lot or floor for more 
than 30 days, it isn’t priced right 
and should be re-priced to sell. He 
also asserted that a dealer who can- 
not retail used cars at a profit 
cannot continue long as a new-car 
dealer, 


‘48 Travel Seen 
Breaking All 


Former Records 


HARTFORD, Conn.—Motor vehi- 
cle travel in the U. S., as measured 
by gasoline consumption and car 
registration, surpassed all previous 
records last year, according to the 
Travelers Insurance Companies. 

Personal injury and property 
damage accidents increased again 
in 1948, but fatalities showed a 
downward trend, the insurance 
company said. 

Total gasoline consumption for 
1948, according to the company’s 
Statisticians, approximated 31,857,- 
000,000 gallons, more than 8 percent 
greater than 1947’s record figure 
of 29,434,000,000 gallons. 

Last year’s death toll, the com- 
panies said, will be approximately 
31,000 killed, 2% percent lower than 
the 1947 figure of 32,100 fatalities. 
The injury total, however, will be 
up 4% percent and the total num- 
ber of motor vehicle accidents will 
be more than 12 percent higher, 
they estimate. 

Last year’s fatality figure main- 
tained a downward trend estab- 
lished last year. The 1947 toll was 
nearly 4 percent lower than the 
1946 total of 33,411, In 1946, more 
persons were killed in auto acci- 
dents than at any time since 1941, 
when an all-time high of 39,969 
fatalities was recorded. 





The Other Side of the Picture 


WELL-WHAT'D YUH KNOW, SMITH— 
TWIS DEALER'S MEETING 1¢ GOING TO 
BE A SUCCESS AFTER ALL-- wes 


F0R 450,00 WE OWES ME 


YEAH SMITH, AN THEN 


AY ME TW $50.09 Yor OWE mE 


eat, Wow TD BETTER 


(Cartoonist Kempf, a Willys dealer, welcomes suggestions for his weekly 
cartoon strips. Write him care of Kempf Motor Co., Kearney, Neb.) 


THANKS LIVER, NOW- SOON AS 
X ENDORSE 'T I'LL RETURN 
TH CHECK TO ov, SOWES- 
THEN WELL 462 BE 


ENDORSE IT AND PAY 


By Fred Kempf 


YEAH -AND WOULD You \ 
BELIEVE 11. AE APE 








or, 


= 











Smiley Heads Up Assn. 
In Dayton Area 


DAYTON, O.—Kenneth W. Smi- 
ley has been elected president of 
the Miami Valley Used Car Dealers 


Assn. 


Donald Wagner is first vice-pres- 
ident; D. Moore, second vice-pres- 
ident; Patrick Hamma, treasurer, 


and William J. Seikel, secretary. 
The officers will be_ installed 
Jan. 26. 

+ * + 
Martindale President 


Of Oregon Group 


PORTLAND, Ore.—Dave Martin- 
dale of Martindale Used Cars has 
been elected 1949 president of the 


Oregon Used Car Dealers Assn. 


Also elected to association offices 


were Gene Snook, vice-president; 


George Hoffman, treasurer; Gordon 


Swan, secretary, and Jack Ander- 


son, sergeant-at-arms. All are from 


Portland. 
- * 


Dealers Ask Court to Void 
Wisconsin Used-Car Act 


MILWAUKEE. — Two dealers 
here have gone into court to have 


Wisconsin’s “used-car act” declared 
unconstitutional. Both have been 
denied operating permits for 1949 


Minnesota Poll 
Finds 65 Percent 


Are Car Drivers 


MINNEAPOLIS.—A recent sur- 
vey of car owners in Minnesota 
conducted by the Minnesota poll of 
the Minneapolis Star and Tribune, 
incidentally one independent poll 
which predicted the outcome of the 
recent presidential election nearly 
on the nose, showed that 65 percent 
of those interviewed were car own- 
ers with another 10 percent “fairly 
often” drivers. 


Men far outshone women among 


car owners with 74 percent com- 


pared to 56 percent for the distaff 


side. Eight percent of men were 
not car owners but drove cars 
“fairly often,” while 18 percent of 
the men did not drive. Among 
women, 11 percent drove often, 
while 33 percent didn’t drive at all. 

Of those interviewed who owned 
cars or drove often, 88 percent said 
their cars were covered by liability 


insurance, Among car owners, 45 


percent said a recently proposed 
state fund to pay damages of hit- 
run driver victims should pay 
claims resulting from accidents 
where the guilty driver is not 
financially responsible and is un- 
insured, but 44 percent opposed 
this suggestion. 

Fifty-eight percent of the state’s 
adults thought the proposal meri- 
torious, while 24 percent were op- 
posed to such a fund and 4 percent 
gave qualified answers. 

Opinions were more closely di- 
vided on a question about whether 
the fund also should provide pay- 
ments in cases where guilty drivers 
lack insurance and private means 
with which to pay damages. Of 
those who approved the fund to 
help hit-run victims (58 percent), 
48 percent favored payments while 
41 percent were opposed. Eleven 
percent were undecided. Many of 
those against the idea thought the 
drivers should be required to carry 
insurance on their cars. 


Car owners and drivers alike 
were in favor of creating the spe- 
cial fund by a small yearly tax on 
automobile licenses; 83 percent 
were in favor compared with 12 
percent against. 


Bakelite Capacity 
Reported Up 50% 


NEW YORK.—Expanded plastics 
manufacturing facilities have en- 
abled Bakelite Corp. a unit of 
Union Carbide and Carbon Corp., to 
increase average productive capac- 
ity by approximately 50 to 60 per- 
cent during 1948, company officials 
reported last week, 

Further increases in plastics pro- 
ducing facilities, most of which are 
already well underway, will be com- 
pleted during 1949 as part of the 
most extensive plant expansion pro- 
gram in the corporation’s 38-year- 
old history, spokesmen added. 













because they have no showrooms 
as specified in the law. 


The dealers are Samuel Weiner 
and Wilbur H. Kannenburg. They 
contend that the act is illegal be- 
cause it “imposes an unlawful re- 
straint on the use of private prop- 
erty and the conduct of legitimate 
business.” A hearing early in Jan- 
uary has been asked. 

oe * > 


Karlen, Stalcup Head Up 


Dallas Membership Drive 


DALLAS. — Two Dallas used-car 
dealers, George Karlen and Herbert 
Stalcup, have been chosen as cap- 
tains of two competing teams in a 
Dallas Used Car Dealers Assn. spe- 
cial membership campaign. 


Captain of the winning team will 
reign at the King For A Night 
party Jan. 18 at the Oak Lawn ten- 
nis club, marking the fifth annual 
meeting of the Dallas association. 


* of * 
Artari Elected President 


By N. Y. County Group 


ROCHESTER, N. Y.—The Roch- 
ester and Monroe County Used Car 
Dealers Assn. has elected Edward 
Artari as president for the coming 
year, succeeding Clifford Tarrant. 

Other new officers are: vice-pres- 
ident, Leonard Campagno; secre- 
tary, Theodore Shepard, and treas- 
urer, Louis Erholt. More than 40 
dealers attended the election meet- 
ing and heard a talk by David 
Kessler, radio newscaster. 

a * * 


Motor Vehicle Department 


Sought by Nebraska Assn. 


LINCOLN, Neb.—A movement is 
under way here by the Nebraska 
Used Car Dealers Assn. supporting 
the establishment of a separate 
department of motor vehicles for 
the state. 

The administration of laws per- 
taining to the automotive industry 
in Nebraska is under the super- 
vision of the Department of Roads 
and Irrigation at the present time. 

* * + 


Tax Issue in lowa 


Is Taken to Court 


DES MOINES.—The current 
squabble between Iowa tax offi- 
cials and used-car dealers has 
found its way into court. Tom 
Fletcher, local dealer, has filed suit 
in district court here to retain 
$6,041 collected in sales taxes on 
the resale of cars. 


This is the issue: State officials 
say a dealer should collect sales 
taxes only on the profit of a sale. 
However, they charge, Iowa deal- 
ers have been collecting a tax on 
the entire sale and pocketing the 
difference. Dealers contend they 
are reluctant to require a buyer to 
pay tax only on the profit because 
it tells the customer how much is 
being made on the deal. 


Dealers’ Future Linked 


To Favorable Opinion 


OMAHA. -— Ray Hayward, first 
vice-president of the National Used 
Car Dealers Assn., asserts that the 
percentage of retail used car sales 
that used-car dealers can hold in 
the future will depend on the 
amount of favorable public opinion 
they can hold. 


Hayward cites estimates that 
used-car dealers handled 70 to 80 
percent of the final retail sales by 
dealers to individuals in the last | 
six years, while prewar they han- 
dled 25 to 30 percent. 

He points out that in the last 
two years NUCDA and the Ne- 
braska state association have done 
much to raise the standing of used- 
car dealers. 


Two Texas Companies 


Pay Stock Dividends 


The secretary of state at Austin 
has approved amendments to the 
charters of two Texas automobile 
companies. 

Davison Pontiac Co., San An- 
tonio, was permitted to issue $80,000 





eted, 
in the auto 
Eschborn 


ESCHBORN MOTOR ye INC., HAMBURG, N. Y.—The building was recently compl 


according to Alvin C rn, head of this Pontiac dealership. He started 
business , * 1922 as a parts clerk, later selling Pontiacs for I! years in Buffalo. 


became a dealer in Hamburg in 1939. 


Ford Sales in Minneapolis 


Tops for November 


MINNEAPOLIS.—A total of 1,724 
new cars were delivered here dur- 
ing November, topped by Ford with 
322 of the total. Chevrolet was sec- 
ond with 305 cars and Plymouth 
third with 208. 


In addition, four English Fords 
were delivered, bringing the total 


During this period, 657 Kaisers and 
231 Frazers were sold. 


Other totals for the year to date 
include Austin, 137; Chrysler, 729; 
Crosley, 37; DeSoto, 399; Hillman 
Minx, 3; Hudson, 732; Mercury, 747; 
M-G, 1; Nash, 643; Oldsmobile, 951; 
Studebaker, 986, and Willys, 107. 


deliveries here for 11 months of 
1948 to 19,721, with Chevrolet lead- 
ing for 1948 to date with 3,935 de- 
liveries, followed by Ford with 2,652 
and Plymouth with 1,965. Buick 
was fourth with 1,430, Dodge fifth 
with 1,269 and Pontiac sixth with 
1,174. 

Packard sales during the first 11 
months of the year totaled 449, fal- 
lowed by Cadillac reporting 257 and 
Lincoln in third position with 148. 





Austin Retains Loewy 


To Design ’50 Models 
LONDON.—Austin Motors ‘has 
announced the retention of Ray- 
mond Loewy & Associates to de- 
sign its 1950 models. 
Loewy designed the postwar 
Studebaker. 








SA Ua 


Ta 
YOU SELL! 


HERE'S A PLAN FOR YOU 
TO MAKE EASY ADDITIONAL SALES 
(as proven by over 4,000 dealers) 


We pioneered the idea of fitting that empty lug- 
gage compartment of every car you sell, with 
MAXIMILLIAN Matched Luggage. Now the idea is 
sweeping the country. Auto dealers everywhere 
are finding this an easy, quick way of making 
extra profits. 


MAXIMILLIAN LUGGAGE IS EASY TO SELL— 
New car purchasers are always “travel-minded” 
... envisioning a trip in their new car in the not 
too distant future. You will find it easy ond 
profitable to sell them nationally advertised 
MAXIMILLIAN Matched Luggage... which they 
can conveniently pay for as part of their cor 
payments. 


ORDER NOW ...a smoll investment will put you 
in business with a top-profit accessory line. 

















MAXIMILLIAN LUGGAGE 
COSTS YOU LESS 
BECAUSE YOU BUY 
DIRECT FROM 
THE MANUFACTURER 
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Idaho Studies 
Tax Increases 
For Road Users 


BOISE, Ida.—Aims of an Idaho 
state legislative interim committee 
drafting a new rate structure for 
licensing trucks, buses and automo- 
biles were outlined following a 
meeting of the group here. 

“We first want to set up a rate 
structure that will equalize the bur- 
den among separate classes of high- 
way users,” explained L. B. Jordan 
of Grangeville, chairman of the 
five-man committee. At the same 
time, he added, the committee 
wants to work out a system that 
will give the state more money with 
which to improve its roads. 


Jordan said the committee will 
present two plans to the Idaho leg- 
islature for increasing highway 
funds. The extra money, he said, 
must come from either a higher tax 
on motor fuels or from higher ve- 
hicle registration fees, or from a 
combination of both. 

Idaho’s terrain and geographical 
area were cited by Jordan as the 
biggest obstacle to improved roads. 

“Idaho, with no more population 
than the city of Seattle, has a large 
and rugged area in which to build 
and maintain roads,” he pointed out. 

Bert Trast, secretary of the Idaho 
Motor Transport Assn., appeared 
before the committee to present the 
tax views of his group. Jordan said 
the committee would call in repre- 
sentatives of other highway users 
to hear their views and recommen- 
dations. 


McAllen Names Brown 


McAllen Motor Co-, McAllen, Tex., 
has appointed Lloyd Brown as serv- 
ice manager. 


SETS FOR MEN AND WOMEN 

IN TOP-GRAIN ANILINE COWHIDE * 

“accepted by the U.S. Tannérs Council 

@s the finest quality cowhide. 

© The utmost in style, quality of 

materials, and fine craftsman- 

ship. 

Scientifically designed for light- 

weight, wrinkle-free packing. 

® Hand-polished solid brass 
hardware. 


© Stitched leather handles. 
© All workmanship fully gvar- 
anteed. 






















LADY VOYAGER 


tinctive leng-beund 
styled Tep-Grain Aniline 

ide. Rayen lined, 
shirred pockets, tie 


topes. 

Dealer's Cost: $106.00 

Set, Alse shown: 14” 
Victoria Train Case. 

Oevcler's Cost: $28.50 








worth of no-par value stock by 
way of a stock dividend. 

Glenn Foster Nash Co., San An- 
tonio, was permitted to issue $60,- 
000 additional no-par stock by way 
of a stock dividend. 





CONVERTIBLE TWO-SUITER IN FIELD EXECUTIVE SET 


Simply snap out MAXIMILLIAN’s Exclusive Removable Swit-Pac 
(shown at right) and you have an ultra-lightweight all-purpose bag. 
Suit-Pac permits easier and rapid wrinkle-free packing and unpock- 
ing. Contains: built-in soiled laundry comportment; tie rack; light- 
weight plastic hangers; ripper closed curtain; and stiff divider. 





ADVERTISED 
CONSUMER PRICE 
INCL FED TAX 


Please ship following vein 
QUANTITY OEALER S COST 


# 1—2-pc. FIELD EXECUTIVE Set 
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| 
#2 —3-pc. LADY VOYAGER Bosic Set | 
| Matching Victoria Train Coase ; 
yy ZIPPER LUGGAGE COVERS . 
2-pe. FIELD EXECUTIVE Set 
} 3-pe. LADY VOYAGER Basic Set | 
i Specify Other Covers Below: 
‘ { 

| 
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Good Business, but More Selling . 
Dealers Look Ahead 


- Into the New Year 


(Continued from Page 10) 


list, while the lower-priced stand- | ing door bells just like old times. 
ard models still have a substan- Some new-car dealers here have 
tial backlog. Convertibles and | been making preparations for this 
station wagons, in most cases, |era of competition and salesman- 
may be purchased on very short | ship by “going through the mo- 
netice. tions” in handling customers in 
One dealer comments that the/| recent months. 
parts department is becoming in- Even though these customers 
creasingly important as more po-| had been on waiting gpl for 
tential customers are cut out of| many months and actually need 
both the new-car and later model! ed no sales pressure to take ae 
used-car market by high prices and| livery on their cars, the dealers 
Regulation W. They're fixing up the| insisted that their salesmen give 
old buggy and making it do. them the same treatment as cus- 
Used car sales are off about 25| tomers that were wooed for busi- 
to 30 percent in the Phoenix mar-| ness in the highly competitive 
ket. There has been an adequate| market of a decade ago. 
supply of heavy duty trucks since| Buffalo new-car dealers generally 
late fall, but lighter models and/| feel that they will sell as many 
pickups are still very tight and| automobiles in 1949 as they did in 
have waiting lists. 1948 but that it will take more sell- 
Several of the dealers have al-| ing effort. They feel that the mar- 
ready added salesmen and many of | ket is still very strong, but with 
the remaining plan to do so in 1949 | less money available, cars in great- 
when the need arises. er supply and competition mount- 
Oe ee ie ing, it will be the dealership do- 
Buffalo 


ing the best selling job that gets 
The automobile selling picture 


the most seme ash tidied 
will undergo some fundamental Dealers gener: mn agr 
changes in the Buffalo area during | industry today needs ; a a. a. 
1949, according to a survey of new | Priced car. They point ou t the 
car, used car and truck dealers. 
return 



























Fo 


average working man in 1949 will 
have difficulty financing a new low 
priced car, selling in the $2,000 


area. 

Outlook in the used car field for 
1949 is considered encouraging. 
There has been a slump in used- 
car demand toward the end of 1948 
but with prices adjusted to some- 
what lower levels, used-car deal- 
ers are expecting to capture good 
business in 1968. : 


in the cards, dealers say. 

Even as 1948 drew to a close, 
this trend was making itself felt 
in some quarters and dealers here 
predict that during the latter half 
of 1949, salesmen will be out push- 








Birmingham, Ala. 

With one exception, leading au- 
tomobile dealers here think that 
about all the business they will be 
able to take care of in 1949 will 
be the people who are on their lists 
now. 

One dealer—in the Big Three— 
believes all will be selling new cars 
by July or August. 

“New car dealers,” he said, “bet- 
ter lubricate their selling forces 
and get ready to put them into 
action because they are going to 
need them before the year is over.” 


LICENSE PLATE 
FASTENERS 





mil 
On or Off With a Quarter Turn 


Heavy %-inch bolt (with tee head 
and square shoulder) fastens li- 
cense plate securely in place. Will 
not lose off. 

PLATED TO PREVENT RUST 


Packed 12 to box—Order any 


Vancouver, B. C. 
Shortage of cars is nearing an 
end here, in the opinion of automo- 
bile dealers. It is believed that by 


quantity next — ae models - “= 

> a lines good supply, while 

DOOR HANDLE already new cars can be purchased 
FERRULE TOOL in used-car lots at a premium of 


not over $300 above the new-car 





Pat. 2229571 
For Installing New Ferrules 
For Tightening Loose Ferrules 
I 4djustable For All General 
Motor Cars and Trucks— 
All Years and All Models 
No. 19—Dealer Cost, each..... $4.00 





A survey of the used-car field in 
Vancouver reveals prices of from 10 
percent to 20 percent below their 
former high. An interesting point, 
however, is that prewar models, es- 

those in the 1939 to 1949 
class, still bring as high a price as 
they did a year or more ago. 

New cars which have been 
driven for a few thousand miles 
are now being sold at their orig- 
inal new-car price. Cars of late 
model with a little more service 
are selling below their original 
price and the top premium on 
brand new cars in used-car lots 
is $300, 





a re 
Handles and Cranks 


Heavy trucks are selling in a very 
competitive market in Vancouver 
and the truck market is reported to 
have practically caught up with the 
demand. Some shortage in light 
trucks is still experienced. 

* a. * 


Manhattan, Kans. 

Most dealers here believe the 
new year will be a good one for 
new cars, although one dealer of 
30 years’ experience sees a depres- 
sion starting in the auto business. 
He says that after a terrific slump 
business will be better than ever. 
He handles an established and 
popular make. 

Another dealer sees the business 


Rubber Covered 1 Tips Protect 
Chrome or Plastic Flanges. 


Adjustable For All Sizes Of 
Flanges and Handles. 
No. 21—Dealer Cost, each..... $2.25 
No, 21-P—Extra Picks, each...$ .35 


IMMEDIATE DELIVERY 
If Your Jobber Cannot Furnish 
Order Direct from... 


HOUSER ENGINEERING 


& MFG., INC. 
BLUFFTON, INDIANA 
Money-Back Guarantee 
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by Richard P. Lewis, of Lewis Mo- 
tors Nash, Inc., in a statement to 
Automotive News in these words: 

“Selling days are back again 
and the dealer who isn’t devel- 
oping a good selling o ern 
will fall behind in the 


And from S. L. Savidge of S. L. 
Savidge, Inc. (Dodge-Plymouth): 
“We'll get back during 1949 into 
the good old automobile business. 
We'll be demonstrating cars and 
selling again. The crux of the bat- 
tle of 1949 will be the right trade- 
in and selling of used vehicles.” 

* + > 


Ottawa, Ont. 

If production of new cars is no 
better or equal to the past year, 
market will be tough for the buyer 
and it will still be more a matter 
of taking orders than selling cars, 
dealers here say. 

Dealers are not optimistic about 
any drastic change for the better 
in the supply and sales of new 
cars and trucks in 1949. As a re- 
sult, they are not planning any 
sharp changes in the method of 
operation because dealers are al- 
most sure that salesmanship will 
not be needed in the coming year 
to do business on new cars and 
trucks. 









































X—Outwest Croteg. Oe N. Seventh 
Phoenix, Ariz., has completed expansion of sales and artes facilities. James Carry 


CROSLEY HOME IN PHOENI Seroee, and Motors 


is owner. 

















for both new and used cars. This 
lessening demand appeared to some 
degree a year ago and is more ap- 
parent this year. However, dealers 
here believe the opening of spring, 
usually around the first of March, 
will bring back the clamor for new 
cars and the increased movement of 
used cars and a stiffening of used- 
car prices, 


becoming more competitive, while 
five others expect little need for 
selling in 1949. 

As for trucks, one dealer said 
the business is returning to those 
who really know it. He indicated 

ck 


selling experience, while those 
who don’t know the business will 
want to get out of it. 

Used cars were seen pretty near 
the bottom, with a recovery in the 
spring of about half the lost 
ground. 

That’s the picture for this city 
of 12,000. In near-by Wamego, with 
a population of about 1,700, dealers 
were more inclined to believe that 
selling would be necessary in 1949, 
especially if prices went up again. 

+ 


* * 


St. Petersburg, Fla. 


While new-car dealers here are 
generally optimistic for the future, 
nine out of 14 questioned said that 
they expect to be selling instead of 


* * * 
Fargo, N. D. 

Dealers here believe that the 
prospects for 1949 are good. Ten of 
13 dealers interviewed predicted 
that they would have more custom- 
ers than cars all through the year. 
Three thought they would have to 
sell before the year ended. 

However, many of the dealers 
indicated that salesmanship would 
play a bigger role in the new-car 
business in 1949. 

All agreed that used cars would 
have to be sold, as will trucks. Pre- 
miums on new-used cars are ex- 
pected to drop further. 


+ * * 
Atlantic City 

Incoming and outgoing presidents 
of the Atlantic County Automobile 
Dealers Assn, agreed that dealers 
will have to exert more effort to 
make sales during 1949, but that the 
market generally will remain 
healthy. 

“We will have to get back in har- 
ness, aS We were in 1941,” said 
Thomas Lawley (Nash), the new 
president. “Business will be good 


taking orders before the year closes. ee for the next couple of years, but we 
Three thought they still would South Bend are going to have to operate as we 

go on taking orders through 1949, South Bend car dealers think the | did before the war.” 

while one said he would go on | 1949 prospects are good both for| lL. Edison Mathis (Studebaker), 

taking orders unless his allotment | new cars and used cars, where the | retiring head of the association, was 


slightly less optimistic. He said that 
he believed the demand will hold 
firm for the lower and medium- 
priced cars, but that it will be 
harder to move the high-priced 
models, 

“It all comes back to a change 
in Regulation W,” he declared. 


latter are priced right. Light-truck 
prospects are much better than the 
heavy ones. They anticipate little 
or no change in their method of 
operation in 1949 from what it was 
in 1948. Most of them are still just 
taking orders for the new cars and 
trucks. 


ho said they would have 
1949 included all price 
ranges, from low to high. 
Used-car dealers said that busi- 


s 
g 
B< 


ness was off, but they thought the ._ * * “If they do change it, we will 
prospects were good for the new Montreal have a healthy year.” 
7 * *¢ * Dealers here believe that for the 

St. Louis end of the year and for the ast! AUTO BOOKS 


three months of 1949, there will be 
a slight lull in new-car demands, 
but this situation will be less notice- 
able than in prewar years since un- 
filled orders still remain exceeding- 
ly large. 

With the opening of spring, de- 
mand for all types of cars is ex- 
pected to be heavy. This seems 
to be the consensus of all dealer 
houses here, 

In truck circles, there may be ex- 
pected keener competition, largely 
in the heavy field. 


The average automobile dealer in 
the St. Louis area is anticipating a 
good year during 1949, perhaps not 
as 1948 or 1947, but there is 
a persistent belief in the trade that 
an enormous shortage still exists. 
The continuing high prices have af- 
fected the demand for some models. 


That Should Be in 
Every Dealer’s Library 


formal portrait of an industrial genius who 
was also a most unpredictable human be- 


» A BI HY. By Norman 
clo! 


ranges = short. Pa segy- seve ah 397 pages, th bound. §3.75 
larly does apply jose Milooukee MECHANICS. j 
makes and models that have, over eee ne > 


Dealers here put the prospects 
for sales in 1949 this way: For new 
cars—good; used cars, fair; trucks, 
rather poor. 

Dealers’ methods of approach 
would have to be changed in 1949, 
some thought, and prospects would 
have to be followed even though 
delivery of new cars could not be 
made immediately, as a buyer's 
market may show up by the late 
spring. 

For used cars and trucks, it is 
now and will continue to be a 
selling job for the coming year. 
Salesmen, instead of order takers, 
will have to be on their toes, and 
will work on a salary and com- 
mission, 

Some dealers in new cars will 
probably have to dig up new pros- 
pects by next July or August. In 
the Bir —, that condition is or Pe» — 
practically in force now, and has|TO 1946. pages, 1, illustra 
been for used cars for a couple of | Dep Sdition, # postpaid. Paper bound, 
months, especially the older models. | qapan WEMORIES A cuca of whirling RIES. A saga of 

Nothing to worry about, most eae eh eeated Ww. tome $3.00" poste 


dealers said, unless you call going | Paid. bib a on 

after new busi ess FLOYD CLYMER’S INDEPENDENT TEST 
aa . ReaD. REPORT OF KAISER-FRAZER 

Deluxe edition, $2.50 each. Paper- -bound, 

$1.50 postpaid. 

FLOYD CLYMER’S INDEPENDENT TEST 

REPORT OF POST-WAR STUDEBAKER 

CARS. Deluxe edition, $2.50 each. Paper- 

bound, $1.50 postpaid. 

FLOYD CLYMER’S INDEPENDENT TEST 

REPORT OF POST-WAR MEROURY 

CARS. Deluxe edition, $2.50 each, Paper- 

bound, $1.50 postpaid.’ 


BOOK DEPARTMENT 


AUTOMOTIVE NEWS 


DETROIT 26, MICH. 


on the subject of fundamental automotive 
mechanics. Cloth binding. $4.50 postpaid. 


The used-car market should re- 
main good, but not at the fantastic 
prices on two years ago. However, 
it is expected that used cars at rea- 
sonable prices will find a ready 
market. The dealers point out that 
in normal times there are many 
more buyers for used cars than for 
new models, 

Winter months have always been 
marked by a lessening in demand 


British Cars Find 
Midwest Market 


MINNEAPOLIS. — The invasion 
of British-made cars, which started 
in the East a year ago, has hit this 
Upper Midwest area with a bang. 
More than 600 of the tiny vehicles 
are in use in the Twin Cities, a sur- 
vey of dealers shows. Local dis- 
tributors of the three major makes 
—Austin, Hillman Minx and Brit- 
ish-made Ford, anticipate they will 
sell 2,000 more before the end of 
1949, 

Most of the British cars available 
for immediate delivery are in the 
low-price field—under $1,900. Brit- 
ish auto and truck imports to the 
U.S. are now hitting 1,400 a month, 
according to the British consulate 
here. So far Austin leads the field 
in sales, The company claims it has 
averaged 1,000 vehicles a month 
this year. 


2, $3.00 postpaid. 

DETROIT IS ah OWN HOME TO 
Malcolm Bingay. A story of Detroit and 
sidelight history of the fabulous motor 
car business. $3.75 postpaid. 

FAB S HOOSIER. By wan 

A story of Carl Fisher, early pioneer of 
the automotive industry. $3 postpaid. 
FASTEST ON EARTH, By Capt. George 
Eyston. 
speed record from 1898 te the present. 
Paper-bound, $2; cloth-bound, $3. 

FLOYD CL "8S MOTO SCRAP- 
BOOKS. Order Edition No. 1, 2, 3 or 4 in 
paper cover, $1.50 each. Deluxe cloth- 
bound, 50. Steam-car edition, $2 or 
cloth-bound, $3 postpaid. 
HENRY a oe LIFE, HIS WORK, 
HIS GENIUS. By Wm. A. Simonds. Re- 
printed by Fioya ” lvasee. Deluxe edition, 
$4 postpaid. 

INDIANAPOLIS RACE HISTORY—1909 


Seattle 


Energetic selling will stage a 
comeback in 1949, and even if not 
needed, good selling is good prac- 
tice. This highlighted the predic- 
tion of Lee Moran, head of Lee 
Moran Co. (Lincoln-Mercury) and 
former executive vice-president of 
the National Automobile Dealers 
Assn. 

The same thought was expressed 
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By Arthur E. Jones 
Staff Correspondent 

JT ONDON.—Output from all Unit- 

ed Kingdom motor plants is 
still seriously restricted by lack of 
steel supplies. All factories are 
working well below full capacity, 
and strong representations have 
been made to the minister of sup- 
ply for more steel to take advan- 
tage of the current boom in British 
ear sales abroad, particularly in 
the United States and Canada. 

Minister G. R. Strauss has given 
an assurance that he will keep the 
auto industry high on the priority | 
list for steel, but he has said that | 
increased supplies are dependent 
upon better steel production, In 
fact, the allocation of steel for the 
first quarter of 1949 which has been 
announced by the minister shows 
only a very slight increase over 
the 1948 level. 

With machines idle, several of 
the car firms have turned to other 
production to retain their labor 
and make use of factory space. 
They know that once skilled 
labor leaves the plant it is always 
difficult to replace them when the 
time comes for fuller production. | 


















Auto News From Britain 





| 






Morris organization have been 
transferred from car production to | 
making farm tractors. These ma- | 
chines have been designed for the | 
British market to increase food | 
production and so save dollars. 


The Rover Co. has also turned to | 
farm vehicles because small steel | 
supplies have limited the output of | 
passenger cars. These changes have | 
been made to use existing tools and | 
production capacity without dislo- 
cating seriously layout of an auto| 
plant, and once supplies become 





Kansas City Dealers Play 


Santa Claus to Orphans 

KANSAS CITY.— More than 
1380 people attended a Christ- 
mas party for children at the 
Kansas City boys orphans home 
sponsored by the Kansas City 
Motor Car Dealers Assn. Hank 
Bauer and Ralph Houk, players 
for the New York baseball Yan- 
kees, helped Santa Claus dis- 
tribute gifts to all. 

The effort represented the first 
attempt to pool dealer resources 
to put on such an entertainment, 
Kenneth Spry, manager of the 


it will be possible to 
return quickly to manufacture of | 
cars once more. 


Technical Standards 


HE British Standards Institution | 

has just published a handbook 
on standards for the auto industry. 
is to facilitate the 
work of people who have frequent 
need of standards, such as produc- 
tion engineers, design engineers, 
technicians, draughtsmen, foremen, 
storekeepers, 


Its purpose | of basic materials, dimensional fea- 
{tures of component parts and/| Machine Co. in Cleveland, it has 
| accessories, certain aspects of con- | 
| struction and design of automo- 
| biles, recommended practices, con- 
version tables; all of which tend| An announcement by R. S. Howe, 
New Britain Machine vice-presi- 
dent, said “this acquisition is a logi- 


and many 
| to benefit manufacturer and imple- 
The standards relate to quality | ment production. 



















































A few thousand workers in the | 









Wyoming Parley 
Agrees on Truck 


Law Changes 


CHEYENNE, Wyo.—A number 
of proposed amendments to Wyo- 
ming’s motor vehicle laws were re- 
ported to have been agreed upon by 
state officials and executives of the | 
Wyoming Trucking Assn. at a con- 
ference here. 


One of the suggested changes that | 
probably will be submitted to the | 
1949 Wyoming legislature would es- 
tablish a speed limit of 45 miles an 
hour for trucks. A tentative bill | 
establishing the limit would allow a | 
five-mile-an-hour tolerance, permit- 
ting trucks to reach a maximum 
speed of 50 miles an hour on down- 
grades. 

A proposal that would require 
trucks to travel at least 1,000 feet 
apart on highways also was dis- 
cussed. It was pointed out that 
such a measure would compel truck 
caravans to leave that distance for 
added safety and would allow mo- 
torists to pass the vehicles without 
long delays. 

Also discussed were propose d| 
regulations to provide safety meas- 
ures for transportation of explo- 
sives. 


Another result of the conference 
was the drafting of a formula by 
which the weight of cargoes to be 
carried by trucks of various lengths 
would be governed. Purpose of the 
regulation would be to establish a 
maximum weight that bridges in 
the state can withstand and to} 
bring about uniformity with regu- | 
lations of other states. 





Reports | 
(Continued from Page 6) 
a full report which the Committee | 
on Public Works, parent of the 
Macy subcommittee, will present 
to the new Congress as early as 
possible. | 
Whether the committee on ques- 
tionable trade practices will make 
any harsh recommendation to Con- 
gress as a result of its investiga- 
tions, of course is not known defi- 
nitely. 


It is the opinion of this corres- 
pondent, however, that it will not. 

At the outset of the hearings, 
Rep. Macy said he wanted to call | 
public attention to a set of bad 
conditions, and that he wanted the 
attention of the automobile indus- 
try particularly. All along he has 
held that the industry and trade 
Should “clean their own houses” 
and has expressed the belief such 
Procedure would serve better than 
any regulations imposed by Con- 
gress. 

It would seem that what the new 
Congress may do in this matter in 
the future will hinge largely on 
what the automobile industry and 
trade does from here on. 
















AUTOMOTIVE NEWS WANT ADS have 

m proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue 






association, said. He pointed 
out that many dealers give par- 


44 joined forces for the orphan’s 
party. There are approximately 


100 dealers in the greater Kan- New Britain Purchases 


sas City area. Lucas Plant in Cleveland 








let's run our entire schedule in The Times 
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| NEW BRITAIN, Conn.—New 
| Britain Machine Co., has purchased 
the plant and other assets of Lucas 


been announced here. Lucas will be 
operated as a division of New Brit- 
ain machine. 


“Yoo ONE does it in Seattle 


. most of our dealers run all of their advertising in The 


SEATTLE TIMES. It's read in 8 out of 10 Seattle homes —so 


It will give us real impact 


and frequency. 
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PAINT HELPS THE PICTURE—Sherman Shaler, Nash dealer in Taft, Calif., has demon- 
; strated how the proper use of white and red paint plus a standard Nash sign can create 
ties individually but this year | 4 highly effective dealership front. 





cal step, in that it adds an out- 
standing and universally known 
and accepted precision tool and 
broadens their line for general dis- 
tribution to the metal-working 
trades.” 


Banner Motor Co. 


Banner Motor Co., Inc., Benson, 
N. C., has been formed with capital 
stock of $100,000 to sell automobiles. 
Principals are Earl Westbrook, T. 
Brown Williams and W. B. Herring. 









Labor to Spur Drives 


Unions Plan ’49 Step-Ups in Dealer Organizing, 
Economic Demands on Factories 







(Continued from Page 2) 


newal. Only economic provisions of 
the Chrysler agreement are due to 
be renegotiated this year. 

As 1948 ended, there were in- 
creasing reports that the UAW 
would place greater stress on 80- 
cial security demands in its 1949 
talks with Chrysler and Ford. 
Reuther was said to have ex- 

pressed desire for a drive to gain 
industrywide acceptance of the type 
of health benefits plan introduced 


Reports Spread 
Of Manufacturers’ 


Agents Trend 


LOS ANGELES.—A growing dis- 
tribution trend towards manufac- 
turers’ agents = +r ae = 
the postwar pe , according to 
P,. Edwin Thomas. 

Thomas is executive secretary of 
the Manufacturers’ Agents National 
Assn., a group organized last year 
and chartered recently as a non- 
profit corporation. The association’s 
offices are at 542 S. Broadway, Los 
Angeles 13. 

“The last two U.S. Census reports 
show a steady increase in numbers 
of manufacturers’ agents and in the 
important volume of business han- 
dled by them,” Thomas points out. 


Private Teletype 
GM Network Links 
Plants in 46 Cities 


DETROIT.—Said to be the first 
industrial firm to use such a post- 
war system, General Motors has cut 
in its new fully automatic private 
wire teletype system reaching its 
plants in 46 cities throughout the 
U.S. and in Canada, and with con- 
nections to many other points in 
those areas. 

The new system will greatly ex- 
pedite communications between its 
various plants, offices and ware- 
houses, and between them and the 
central office in Detroit. The net- 
work is a two-way system, permit- 
ting stations to send and receive 
simultaneously. A perforated paper 
tape creates electrical impulses 
which spell out the message. 

e system can handle approxi- 
mately 1,360,000 words, sent and re- 
ceived, daily. All m are 
routed through the central office to 
their destination. 

For example, a message from 
Chevrolet-Baltimore to New Depar- 
ture-Bristol, Conn., is flashed to 
Bristol via Detroit. The transmis- 
sion time between all points on the 
network is about two seconds when 
intermediate circuits are clear. 








THE NEW LOOK IN VENEZUELA—Distribuidora de Automoviles, S.A., Packard distributors 


in Carecas, recently 
shown 


uipped 
building are the 


opened two new buildings for sales and service 
service building houses accessory, gasoline and oil sales on the 

jerneath the "Servicio" sign, leads to 

garage can handle 46 cars at one time. Just across the boulevard 
showroom and sales offices, occupying a total of 7,700 square feet. 


at K-F. The Willow Run concern 
finances the plan through a fund 
contribution of five cents per hour 
per worker. 

Ford workers may also get an- 
other chance to vote on a pension 
plan. In 1947 Ford UAW members 
took a 14-cent hourly raise in pref- 
erence to a seven-cent boost and 
a pension plan, 

+ 

NOTHER so-called “fringe” de- 

mand which the UAW may em- 
phasize is that for a guaranteed 
40-hour working week, under which 
every employe covered would be 
paid for a full week even though 
he worked less than 40 hours. Reu- 
ther considers this demand a step- 
ping stone towards the long-range 
aim of an annual wage for auto 
workers. 

As to the fourth round itself, 
industry observers are showing in- 
creasing doubts concerning this 
phase of the UAW’s 1949 program, 
in view of the recent dip in the 
cost of living. 

Had GM wages been figured on 


If consumer prices continue to 
recede through Jan. 15, GM wages 
may be reduced as much as three 
cents an hour for the March 1 
readjustment. This, to say the least, 
would put a severe crimp in fourth- 
round chances at Ford, Chrysler 
and the independents. 

On June 1, according to the two- 
year GM pay contract, an auto- 
matic three-cent-an-hour wage in- 
crease will be granted corporation 
workers as a measure to improve 
their living standards. This raise 
may offset any cutbacks brought 
about before then by declining liv- 
ing costs. 


Ferguson Output 
Hits 100 Daily 


DETROIT. — Production of trac- 


Ferguson, Inc., has reached 100 a 
day, according to Horace D’Angelo, 
executive vice-president. The first 
tractor was built Oct. 11, eight 
months after ground for the plant 
was broken. 

D’Angelo said production sched- 
ules call for 150 a day by March 1, 
and 200 a day by summer. The 
plant has a top capacity of 500 
br - daily on two eight-hour 
shifts. 


. The two-level 

street floor, while a ramp, 
the subterranean repair facilities. The fully- 
from this service 
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T-FORM DEALERSHIP IN TAFT, CALIF.—Barnett-White Co. (Dodge) has a new buildin 
bout 14,400 square feet. The area of the paved aprons is 7,200 feet, M. 
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He hopes that a minimum of 
federal regulatory requirements 
will be in the new law and ex- 
presses the opinion that it is not 
“fair” to call the Taft-Hartley 
act a “slave-labor law.” 

Senator Thomas places Taft- 
Hartley revisions in fourth place 
on the agenda of his committee. 
The first priority will be federal 
aid to education, the second will 
be the science foundation bill and 
the third will be wage-hour re- 
visions. 

Of the senators who voted to 
override the President’s veto of the 
Taft-Hartley act, 50 will return in 
the new Congress. Of the House 
members who voted to override, 223 
will return. That is a majority in 
each case. 

. s a 
PRESIDENT TRUMAN apparent- 
ly believes the electorate re- 
turned him to office because, among 
other things, prices have been teo 
high. 

Therefore, it is to be expected 
that one of the first things he will 
demand of Congress will be a re- 
turn to price control. He might 
soften his request by suggesting 
that such control be enacted on a 


request 
granted at all and, if so, whether 
the controls should be on a selec- 
tive basis, and whether complete 
wage controls also should be 


set up. 

Numerically, the President may 
well have the votes to enact such a 
program. Actually, a coalition of 
conservative Southern Democrats 
and Republicans could develop to 
thwart the President. 

The Administration is firmly com- 
mitted to advocate a group of so- 
called civil rights measures. One 
would establish a fair employment 
practices commission to eliminate 
discrimination because of race, 
creed or nationality. 

*> * *& 
Two QUESTIONS of amending 
the Fair Labor Standards Act 
also will come before Congress. 

The Administration’s first attack 
will be on the statutory 40-cent-an- 
hour minimum wage. The President 


nual appropriation bills will be on 
the way to enactment by March. 
. * * 


WO SUBJECTS both houses will 

have to tackle early, because of 
datelines, are rent control, and the 
requirement in existing law that 
the House and Senate fix a govern- 
ment-spending goal at the start of 
each session. Rent control expires 
March 31, The budget ceiling law 
calls for a report by Feb. 15. 


Some idea of the organization 
task confronting party leaders may 
be gained from a review of the 
election upsets. In the House there 
will be 116 new faces out of a total 
membership of 435. In the Senate 
there are 17 new members out of 96. 

By capturing 75 Republican 
seats in the House, the Democrats 
will start the new year in that 
branch with 263 members to 171 
Republicans and one American- 
Laborite. 


This is a far better majority than 
the Republicans had when they quit 
last summer. The House then 
stood: Republicans, 245; Democrats, 
185; American-Labor, two; with 
three seats vacant. 


The Republicans have a major 
decision to make at the outset. 
They must decide whether the loss 
of five straight presidential elec- 
tions should prompt them to try to 
outdo the New Deal, or follow a 
more conservative philosophy on 
economic issues, and hope for the 
pendulum to swing their way. 

This decision may be expressed 
to some extent in the men chosen 
to lead the Republicans in the 
House and Senate. At this writing 
no major upsets in GOP leadership 
seem likely. 

Speaker Martin is expected to 
become his party’s floor leader in 
the House, and there is a definite 
move underway to keep Senators 
Taft of Ohio, Vandenberg of Michi- 
gan and Millikin of Colorado in 
high policy-making posts in the 
other branch. Senator Wherry of 
Nebraska, who was acting Repub- 
lican floor leader during part of 
the last session, is likely to be 
selected for the job of whip. 


Dotson Chevrolet Co. 


Dotson Chevrolet Sales, Inc., Gil- 
bert, W-. Va., has been organized 
for $100,000. Principals are J. L. 
Dotson jr., Fred Depue and C. L. 


and labor leaders are on record for | fish 


an increase to at least 75 cents, or 
even $1. 

It is imperative that Congress 
solve speedily the overtime-on-over- 
time problem which is bad enough 
under existing conditions but which 
would be further complicated if the 
minimum wage were to be raised. 
The 80th Congress only toyed with 
the idea of corrective legislation. 

President Truman tried in vain 
last year to induce Congress to 
broaden the coverage of Social 
Seourity by several million per- 
sons. 

Without a doubt, the President 
will renew his request and the 
chances are that it will be granted 
this time. Another facet relates to 
increasing benefit payments which 
have not been altered since the first 
law was passed 11 years ago. 

Since tax bills must originate in 
the House, indications are the 
Ways and Means committee of that 
branch may await the Treasury’s 
March 15 collection figures for the 
past year before going very far 
with new revenue legislation. 

By that time congressional lead- 
ers would have a better idea of the 
spending trend for the new fiscal 
year, since several of the big an- 





(Continued from Page 3) 


fair as long as new cars were short 
in supply. ... 

“The moot question of ‘used 
car’ allowance is the next item 
on our sales policy agenda. In 
any deal or transaction, there are 
two views on this question—the 
customer’s and the dealer’s. No 
one in his right mind could ever 
expect them to coincide exactly. 
One has the view of the owner 
and the other the view of the 
tradesman and, we'll tell you, 
they’re different outlooks, 

“We're going to take the plunge, 
competition or no competition, and 
give you some of our figures. For 
the entire year of 1947 we received 
100 used cars in trade on new 
Ford cars. These were re-sold at 
an average gross profit or writeup 
of $155.79 per car. After deducting 
the overhead expense cost of hand- 
ling these used units, we made net 
or profited to the extent of $27.16 
per tradein. That’s the money that 
was left in our cash register on 
these deals for the company. 

“In 1948 the gross writeup per 
used car was $154.95 on 93 units. 
Net profit per used car unit sale 
for this year, after applying over- 
head costs to each deal, yielded us 
exactly nothing. In fact, we lost— 
went in the red—$26.85 on each 
tradein. 


a e . 
Explains Losses 
On Tradeins 


“ A NY ‘bug-eyed’ reader who won- 

ders at the integrity of this 
statement, when dealers are sup- 
posed to be inflated with dollars, 
will better understand when we ex- 
plain that heavy non-recurring ex- 
penses—complete renovation of our 
large freight elevator and extensive 
and costly building repairs—shot up 
the overhead which has caused the 
used car losses this year. . 


“The final subject of our sales 
policy is the rotation of deliver- 
ies, For the past three years we 
have received, on the average 
each month, 17 passenger cars. 
And herein in this small supply 
lies our entire difficulty in main- 
taining an absolute rotation of 
deliveries as based on date of 
order. Six or eight of this num- 
ber were set aside each month 
for trades. Ten or thereabouts on 
an average were left for straight 
sales. Besides date-of-order cus- 
tomers, who had dealt with us 
for many years, both in car pur- 

and repair work, insisted 
on consideration and we agreed. 

“We personally know of small car 
dealers who are still receiving only 
one new car a month, We know 
we’re fortunate with only one- 
fourth our normal supply of new 
cars per month, but we also believe 
that the factories are doing a big 
job in production and you'll soon 
find the. delivery problem nothing 
but a hectic memory of the post- 
war period! 

“The tables will be turned then, 
and when that time comes we will 
assure you the same fair and square 
deal you received when we sat at 
the head.” 

































































































IN FORT WORTH, TEX.—Ryan Motor Co. has become a Dodge dealer 


under a Studebaker franchise in that ci 


who has been in the automobile business for 


after operating 


since the firm's opening in 1944. Th ildi 
includes more than 20,000 square feet of floor space for the s Savane, o eee 


W. T. Ryan, owner, 


about 25 years, was a Dodge dealer in San 


Marcos, Tex., before moving to Fort Worth in 1944. He is president of Fort Worth New Car 


Dealers Assn. 
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3,893, 077 Cars, 1,373,849 Trucks... 


5,266,926 Vehicles Produced i in * 


(Continued from Page 1) 


In addition, clashes between la- 
bor and management in 1948 were 
relatively minor in comparison 
with the turbulent year of 1946. 

Then, too, the Marshall plan to 
aid European nations did not have 
the effect on supplies in this coun- 
try that was thought likely a year 
ago. However, the plan poses more 
uncertainties for 1949, unless a buy- 
er’s market curtails cars and truck 
sales and forces a cutback in pro- 
duction. 

If greatly increased amounts of 
steel and other basic materials are 
shipped abroad or allocated into 
defense programs, the result would 
be a reduction of U. S. production 
and a limitation of the supply of 
goods available for domestic use. 

* * > 


'MHE imposition of more stringent 

allocation controls—voluntary or 
mandatory—could, in effect, fix the 
production quotas of cars and 
trucks along with hundreds of 
other products. 

Many observers see such con- 
trols as likely to emanate from 
the new Congress. 

These same observers — among 
them Henry Ford II in particular— 
see a fourth-round wage drive by 
unions in 1949 as a certainty. A 
gradually declining cost of living 





Transparent Plastic 


AUTO SEAT 
COVERS 





Reveals Upholstery. 
Waterproof. 
Heavy-Gauge Vinylite. 


$27.50: 


All Model Cars, 
Including Convertibles 


NEWARK AUTO TOP 
AND BODY CO. 


80 Central Avenue Newark 2, N. J. 
Market 3-1200 - 9728 
ESTABLISHED 1907 


*Plus 5% Manufacturers Excise Tax 















BUYING 
Burrrlap? 


Weel, it’s wise and 
thrifty to deal with 
folks who really know 
bur-r-rlap*...folks you 
know you can depend 
on. So for whatever 
grade you 
need ...look 
to Bemis / 










“Each year Bemis de- 
termines the grading 
of burlap from Indian 
jute nm mills. Bemis- ay 


ieert BEMIS 


Producers and ae Detroit « Chicage « St. Louis 
alike os the standard Cleveland + Indianapolis 
for binfay» quality. and other principal | cities. 





scale may make this a difficult issue 
for industry and labor to settle. 
a 


* * 


TARTING 1949, the auto indus- 
try seems to find itself faced 
with the same uncertainties that 
prevailed at the start of 1948. And 
it has the same solution, merely to 
continue producing and selling cars 
and trucks to the best of its ability. 
The consensus is that 10 percent 
more vehicles will be built this year 


1941 Output 
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than last. A few industry spokes- 
men are even more optimistic than 
that, among whom are the execu- 
tives of independent makers. 

Both A. E, Barit, president of 
Hudson, and George T. Christo- 
pher, president of Packard, ex- 
pect their companies to take a 
bigger share of the car market 
during the coming year. 

Hudson wound up 1948 by pro- 
ducing 143,442 cars, as compared 
with 100,862 in 1947. Packard built 
98,242 cars in 1948 for the second 
best year in its history. Christopher 
predicted a 30 percent output gain 
for Packard in 1949 to shatter the 
firm’s all-time production record of 
109,518 units built in 1937. 

* * * 

IGURES show that all the inde- 

pendents had a very good year 
in 1948, They produced nearly 20 
percent of the industry’s passenger 
car total, compared with an average 

of around 10 percent in prewar 
years. 

Such efforts as the following 
accounted for the independents’ 
achievement as a whole in 1948: 

Kaiser-Frazer: Built 181,316 cars; 
36,826 more than in 1947. 


Cros.ey: Built 27,982 cars; 8,394 
more than in 1947. 
Hupson: Built 143,442 cars; up 


42,580 over 1947. 

Nasu: Built 117,853 cars; up only 
2,538 over 1947 because of an exten- 
sive model change and correspond- 
ing production loss. 

Packarp: Built 98,282 cars; almost 
double 1947 output of 52,273. 

STupeBAKER: Built 165,440 cars; 
41,798 more than in 1947. 

Wuys: Built 32,643 cars; slightly 
less than output of 33,285 in 1947; 
but Willys output of trucks was 
18,534 ahead of the previous year. 


* * * 


MBANWHILE, the Big Three, 
with the exception of Ford, was 
also increasing 1948 car production 
over 1947. 

General Motors’ divisions turned 
out 1,564,659 cars; 127,059 more than 
in 1947. Chevrolet’s combined car 
and truck output of 1,164,992 units, 
by itself, exceeded the car and 
truck production of all Ford plants 
and of all Chrysler plants. GM’s 
total car and truck output in 1948 
aggregated 2,047,197 units. 

Chrysler Corp., a victim of 
strikes in its own and in supplier 
plants, still managed to build 
$17,410 cars; 42,442 more than in 

1947. Dodge truck output brought 

the corporation’s entire vehicle 

production in 1948 to 991,421 units 
in this country. 

Ford Motor Co. accounted for 
744,050 cars in 1948; only 11,502 be- 
low 1947 despite the shutdown for 
model changes, The company’s total 
car and truck output in 1948 was 
1,044,958, or 41,574 units higher than 
in 1947, topping Chrysler’s overall 
vehicle output by more than 50,000 
vehicles. 

* ~ * 
ESIDES a near-record vehicle- 
production effort in 1948, auto- 
motive producers during the past 
12 months smashed all previous 



























records by turning out an estimated 
$2,600,000,000 worth of replacement 
parts, figured on a wholesale basis. 
This was 10 percent above 1947 and 
four times the prewar average. 
Since the war the production 
and distribution of automotive re- 
placement parts has moved into 
the classification of a major in- 
oe now ranking among the 
top 12 largest in the U. S. 
The current unprecedented de- 
mand for automotive parts stems 


directly, of course, from the four G 


wartime years of suspended auto- 
motive production. Cars that nor- 
mally would have been scrapped 
have been kept in service and con- 
tinue to roll up mileage, 

The average car scrapped today 
is about 13 years old and has trav- 
eled 90,000 miles. In 1925, cars were 
scrapped at an age of 6% years 
after traveling only 26,000 miles. 

* * . 


HANDLE current demand for 

parts, about 40 new depots have 

been constructed by automotive 
firms since the war. 

Following a trend that started 
in the latter months of 1947, ex- 
ports of motor vehicles continued 
to decline in 1948. Only about 
6 percent of 1948 passenger car 
output was sold abroad, compared 
with 7% percent in 1947. This was 
the lowest export figure over the 
past 23 years except for 1936 and 
the war years, 

Drastic import restrictions—im- 
posed since the end of the war for 
lack of American dollars—have re- 
moved U. S. car producers from 
European markets. At the end of 
1948, several additional important 
foreign outlets, notably Sweden and 
South Africa, were virtually closed, 
indicating a trend toward even less 
exportation during the coming year. 


In all, about 442,000 vehicles were | MA' 


exported by U. S. automotive mak- 
ers in 1948. This was nearly 14 
percent less than the 512,333 units 
sent abroad in 1947. 

= * * 


HE 442,000 vehicles included 240,- 

000 passenger cars, or about 6 
percent of total output, and 202,000 
commercial vehicles, or approxi- 
mately 15 percent of total pro- 
duction. 

South American countries, par- 
ticularly Brazil, Venezuela and Ar- 
gentina, continued among the top 
importers in the truck field. Mexico 
and India were also leading truck 
importers. 

While South America imported 
more trucks than any other sin- 
gle continent, it ranked next to 
last among the continents as an 
importer of cars, Largest ship- 
ments of cars went to South 
Africa, Asia and Oceania, 

In Europe, only Belgium and 
Luxembourg were important im- 
porters of U. S.-made motor ve- 
hicles. 

Meanwhile, imports of foreign 
makes of automobiles into the U.S. 
increased during 1948. In the first 
10 months of 1948, a total of 22,287 
new cars were shipped into this 
country, principally from Great 
Britain and France. While they 
were relatively small, monthly im- 
ports into the U.S. in 1948 some- 
times exceeded the annual totals of 
prewar years. 

In contrast to the comparitively 
few vehicles exported by U.S. 
plants in 1948, Britain exported 
seven out of every 10 passenger cars 
produced and nearly half of its 
truck and bus output. 


North Carolina Dealers 


Name Legislative Group 


RALEIGH, N. C.—A team of nine 
dealers nas been named as a legis- 
lative committee for the North 
Carolina Automobile Dealers Assn 
by Gene Ochsenreiter, association 
president. Chairman of the com- 
mittee is Allan Mims, past NCADA 
president. 

Others are S. T. Atkinson, Atkin- 
son-Norfleet, Inc., Charlotte; P. L. 
Abernathy, City Chevrolet Co., 
Charlotte; John O. Gunn, Caswell 
Motor Co., Yanceyville; Charles H. 
Jenkins, Charles H. Jenkins & Co., 
Aulander; Walter A. Deal, Thomas 
Buick Co. Asheville; Fitzhugh 
Hoyle, Hoyle Motor Co., Lincoln- 
ville; Harold Pitser, Sanders Motor 
Co., Raleigh, and Judson B. Smith, 
Carolina Willys Co., Greensboro. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8, PRODUCTION ONLY) 


Week Week 
Ended Same Ended Total 
Jan. 1, Week Deo. 25, Dec., Total 
1949 1947 1948* 1948 1947 1948 
CHRYSLER .......... 17,246 14,598 17,008 85,835 774,968 817,410 
ee 2,354 1,806 2,342 12,605 109,415 118,951 
BEND. oe0cscavcbsu 1,871 1,414 1,860 10,133 80,427 90,223 
BPOGED: -n.00 bsivcnciess 4,612 4,366 4,571 24,151 231,487 232,863 
Plymouth ........... 8,409 7,012 8,235 38,946 353,689 375,373 
PUUMED ccc sieccccccce 17,449 §=10,698 16,813 85,500 755,552 744,050 
WORE ccc sc cetese iets 13,529 += 8,313 13,173 66,000 601,665 546,239 
Lincoln ............. 1,090 530 1,102 (5,966 = 29,275 = 43,415 
Mercury ...........- 2,830 1,855 2,588 13,534 124,612 
ENERAL MOTORS . 14,306 15,901 22,036 118,685 1,437,600 1,564,659 
ae 5,716 1,008 5,798 30,010 267,880 274,817 
Cadillac ............ 1,717 1,164 = 1,755 8,062 = «59,436 =: 66,164 
Chevrolet ........... 944 8,718 6,834 45,884 695,991 775,881 
Oldsmobile ......... 3,548 1,229 3,405 13,621 191,418 194,270 
3 Ee 2,381 3,782 4,244 21,108 223,015 253,527 
R-FRAZER des 708 2,284 10,901 144,490 181,316 
BO cece cececse. ee 245 805 3,768 72,025 59,193 
BRM oes ieee ‘di 4638 1,429 7,183 72,465 122,123 
CROSLEY ........... 349 275 851 1,554 19,588 27,982 
BRUEUEN eee eee 3,506 1,700 3,612 18,929 100,862 143,442 
SOME Nav se ec tN dae set's 2,718 1,297 2,657 12,156 113,315 117,853 
PACKARD ............ . Coes 2,423 11,727 52,273 98,282 
STUDEBAKER ...... 2,814 1,616 2,798 14,396 123,642 165,440 
WEEE 8 1,084 574 990 5,125 33,285 32,643 
Total Cars, U. S. ... 61,876 47,367 70,922 364,808 3,555,665 3,893,077 
+Station wagons and Jeepsters. *Revised. 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 
Week Week 

Ended 








Ended Total 
Jan. 1, Dec, 25, Dec., Total Total 
1949 1947 1948* 1948 1947 1948 
CHEVROLET 2,082 5,450 3,904 26,894 335,347 389,111 
CROSLEY ............ 44 81 45 162 3,055 2,682 
DIAMOND T ........ 124 183 127 561 16,208 18,105 
EE Save ca tala cae ow bs 80 79 36 248 6,252 6,428 
PT oc ccll dance aney 4,338 2,209 4,114 19,484 168,292 174,011 
FEDERAL ........... eats Cel 24 125 10,114 3,898 
ES 5.2 bb3s chiec. nes 3,627 2,369 3,651 18,420 247,882 300,908 
SR rs 1,068 423 1,446 6,832 “sons 98,427 
ont cbakoe aes oar ey vbbe sees 2, Lees 
INTERNATIONAL 3,212 2,761 3,255 14,948 158,009 166,702 
sidiou'a bean S'Oe 6 Vie 107 319 96 643 20,368 12,029 
Ss hie D NN tarsi Rie id's «kha 134 313 117 561 22,279 11,4638 
STUDEBAKER ........ 1,508 800 1,462 7,188 67,809 67,983 
BBR cre eee 219 Ute 212 1,015 19,382 12,505 
| Sees 1,511 1,719 1,436 104,722 
MISCELLANEOUS 328 212 828 1,570 16,002 14,875 
Total Trucks, U. S. . 18,377 16,918 20,253 105,092 1,237,974 1,373,849 
Total Cars, Trucks 
eG: ealGs Ba taeko 80,258 64,285 91,175 469,900 4,798,689 5,266,926 
Total Cars, Trucks 
RES SAR SS Rae 4,716 2,783 Yo 4,119 24,788 258,015 261,719 
Grand Total, 


Cars and Trucks 
U. S. and Canada .. 34,969 67,068 95,294 494,688 5,061,654 5,528,645 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brock- 
way, Four-Wheel Drive, Sterling, Nash, etc. 













HOLLYWOOD, Fla.—False con- 
cepts of security for the individual 
from “cradle to grave,” along with 
declining productivity, are twin il- 
lusions which can ruin America. 

This warning was sounded by 

Dr. Preston H. Scott, coordinator 
of community relations of Wayne 
University and consultant to the 
director of training of Ford Mo- 
tor Co., before the annual con- 
vention here of the Financial 
Public Relations Assn. 

“Foes of our heritage,” he said, 
“are offering the average individ- 
ual security from cradle to grave, 
freedom from responsibility, from 
initiative, almost from work itself, 
in exchange for what they claim 
is release from the bondage of 
capitalism. All that they require in 
exchange is acceptance of the pa- 
ternalism of totalitarianism. 

“Any person, to be really happy 
and secure in whatever job he has, 
must have a thorough understand- 
ing of the free enterprise profit 
system and a real belief in the 
basic soundness and economic sta- 
bility of this country. Without this 
he cannot help but be suspicious 
of the motives and intentions of 
those for whom or with whom he 
works. 

“Lack of this knowledge and un- 
derstanding on the part of millions 
and millions is a determining fac- 
tor in our disturbing picture today. 

“While we have reached a rea- 
sonable point of achievement in 
the development of technical 
skills, we have hardly scratched 
the surface of what is today 
paramount if we are to survive— 
namely human relations. 

“What happens between individ- 





Family Feud 
Rinke Brothers in Court 


Over Franchise Split 


. CLEMENS, Mich.— The 
three brother owners of one of 
General Motors’ few four-franchise 
dealerships were at legal logger- 
heads last week over plans to dis- 
solve the partnership. 

The dealership involved was 
Rinke Motors Co. (Chevrolet-Pon- 
tiac-Buick-Cadillac) of Center Line. 
The three brothers, who started 
the partnership 26 years ago, are 
Norbert, Edgar and George Rinke. 

Family harmony became entan- 
gled in legal proceedings when 
Norbert and Edgar filed a petition 
in Macomb county circuit court 
here asking that the partnership 
be dissolved. 

George Rinke and his wife, Edna, 
then filed suit asking $500,000 as 
his share of the company’s profits 
and $500,000 more, charging impair- 
ment of his health because of the 
dispute among the brothers. 

The suit named GM as a co- 
defendant with Norbert and Edgar, 
stating that the corporation has 
demanded the franchises be split. 
Rinke’s average sales have been 
800 cars a year. 

George, youngest of the brothers, 
said Norbert and Edgar wanted 
to divide up the four franchises 
themselves, leaving him merely an 
appliance shop which the partner- 
ship operates. 


Security 


Ford Consultant Warns Against False Concept 
Of Expecting Something for Nothing 
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Illusion 





uals happens because of what goes 
on within. Human relations is not 
something we can handle through 
routine procedures. It is this that 
makes the problem so difficult and 
intangible. The very basis of hu- 
man relations rests not so much 
in what a person is doing, as in 
what he is thinking.” 

Stressing the responsibility of 
financial public relations executives 
to foster appreciation of the free 
enterprise system, Dr. Scott con- 
tinued: 

“If the people have the opinion 
that it operates only for Wall 
Street, they may ruin the heritage 
of freedom we have. The system 
has made the American worker not 
only the best paid in the world, 
but also, in his savings, a small 
capitalist to whom the path is free 
and open to become himself an in- 
vestor and employer of men. But 
unless, from messenger boy to 
president in our banks and in 
every rank in industry, it is under- 
stood that the free enterprise profit 
system is for the benefit of the 
little man, we may never get any 
further than we now are.” 

Deploring widely held views on 
the distribution of income in the 

U. S., Dr. Scott cited an analysis 

by Father Keller of Notre Dame 

University showing that Ameri- 

can workmen earning under $5,- 

000 participate far more heavily 

in the benefits of the capitalistic 

system under free enterprise 
than those with larger incomes. 

These figures, he said, showed 
that earners of less than $5,000 a 
year get 89 percent of wages and 
salaries, while those over $5,009 
get only 10.2 percent, which shrinks 
to 5.5 pereent after income taxes. 
People making less than $5,000 gc* 
69.4 percent of interest and di~' 
dend income, while those with 
higher incomes get 30.6 percent of 
dividends and interest paid, which 


shrinks to 17.3 percent after incomc | 
people with | 
incomes of $5,000 or less get 83.1) 


taxes. As landlords, 
percent of incomes from rents, 
while those with higher annual in- 
comes get 16.9 percent, which 
shrinks to 9.6 percent after income 
taxes. , 

Questioning what has happened 
to the American people’s under- 
standing of the fact that you can’t 
get something for nothing, Dr. 
Scott cited, as an example, the 
fact that bricklayers’ pay has in- 
creased 76 percent since 1939, but 
output has declined 38 percent. 
Similar examples of declining pro- 
ductivity “can be found in every 
spot in the country,” he asserted. 

“Output has declined and pay 
has increased, and then people kick 
about prices,” he declared. “You 
can’t get something for nothing. 


“We have a great country. We 
are sound economically—w hich 
does not mean that we may not 
get sick psychologically. We have 
the potential for a good future. 
But too many of us don’t know it, 
and many doubt it. This causes 
them to rebel against the very 
organization of citizen capitalism 
that today enables us to have the 
highest standard of living in the 
world.” 





50,000TH TWIN CITIES FOR 


Lee Jaenson, Minnea ge queen, are a the 50,000th 
The car was turned over to Julius Nolte (left), dean of 
division and director of the itorial Cen- 
be used as an official car 
celebration and is being loaned to the centennial for 


a Uehara oF nat eka 
in a 
tennial committee. It will 


Ford dealers. 


Johnson (right), St. Paul winter carnival queen, and 


unit uced 


Minnesota Terr 
the committee for the year-long 
use of the queen by Minnesota 








LIKE A HOLLYWOOD: PREMIERE—Studebaker 
premiere recently staged at Glendale, Calif., by 


apte caught by the cameraman at the 
tcher & Alexander (Studebaker) to 


One-Speed Axles 
Added to Two 
Ford Truck Lines 


DEARBORN. — Single-speed rear 
axles are now available for series 
F-8 Ford trucks and will be pro- 
vided for F-6 conventional and cab- 
over-engine models early in 1949, J. 
D. Ball, manager of Ford’s truck 
and fleet sales department, has 
announced. Previously these two 
series were available only with two- 
speed axles. 

The addition of single-speed rear 
axles on the F-6 with gross vehicle 
weight ratings of 15,500 and 16,000 
| pounds and the F-8 with a GWV 


| rating of 21,500 pounds amounts to 


open its new sales-and-service building. Hollywood screen actresses and orchids flown from |an expansion of the Ford truck 


Hawaii for favors were features of the searchlighted ''First Night. l 
Pacific district manager; George Alexander; President Stan Alexander, and Jac 


Evans, 
Turner, regional manager. 


Left to right: Wall 





NADA Completes Program 


For Jan. 24-27 Parley 


(Continued from Page 1) 


tration, civic auditorium; dealer 
symposium, civic auditorium; mod- 
erator, Ralph Nichols (Cadillac), 
Nashville, NADA regional vice- 
president and director. 

1:30 p.m., music and community 
singing, civic auditorium. 

2 p.m., opening of 1949 NADA 
convention, civic auditorium; call 
to order, President Ben T. Wright; 
invocation, Rev. John A. Collins, 
St. Peters Episcopal church, San 
Francisco. 

Address of welcome, San Fran- 
cisco Mayor Elmer E. Robinson; 
response and introduction of chair- 
man for the day, President Ben T. 
Wright for William (Billy) L. 
Hughson, San Francisco, Ford's 
cldest dealer and honorary chair- | 
man of the convention. 
| Addresses by: 
| Henry J. Kaiser, Pacific Coast | 
| industrialist and board chairman 
| of Kaiser-Frazer Corp. 
| Douglas McKay, governor-elect | 
of Oregon. 

Earl Warren, governor of Cali- | 
fornia. 
9 p.m., Grand ball, civic audi-| 
torium. 
WEDNESDAY: Jan. 26, 9 a.m., reg- | 
istration, civic auditorium; exhibi-| 
tion, civic auditorium. 
9:30 a.m., clinic—‘“Retail Sales | 
Management”—Rose room, Palace | 
hotel; moderator, Lonnie Hull} 
(Dodge), Los Angeles. Panel mem- | 
bers: 


“Hiring and Training of Sales- | 
men,” E. Ross Wright (Hudson), 
Los Angeles; “Customer Solicita- | 
tion (Including Advertising),” | 
John E. Wilks (Chevrolet), Pasa- | 
dena, Calif.; “Salesmen’s Work- | 
ing Conditions and Control,” J. F. | 
O’Connor (Nash), Hollywood, | 
Calif.; “Salesmen’s Compensa- | 
tion,” Harlan G. Loud (Ford), | 
Pasadena, Calif. 
9:30 a.m., clinic—“Employer-Em- 

ploye Relations”—civic auditorium, | 
arranged and conducted by the 
NADA committee on the subject; | 
moderator, Arthur Haas (Chevro- | 
let), Cleveland, chairman; Guy S. 
Arthur, employer relations consul- | 
tant; Ray S. Livingston, vice-presi- 
dent in charge of employe rela- 
tions, Thompson Products Co., 
Cleveland. 


1:30 p.m., music and community 
singing, civic auditorium. 
2 p.m., convention meeting, civic 
auditorium; annual report, Presi- 
dent Ben T. Wright. } 
Addresses by: 
Franklin Kreml, “What Highway 
Safety Means to the Dealer.” Ken- 


Buffalo Blues 


Gasoline Stations Gloomy 


Over Cost Picture 


BUFFALO, N. Y.—Gasoline re- 
tailers here are not happy about 
the current business picture even 
though they realize 5.2 cents per 
gallon of regular gasoline against 
four cents before the war. 

Costs have advanced sharply, 
they report, and in recent months 
they have not been able to make 
good profits selling such items as! 





| Calif.; 





tires, batteries and accessories. 


neth McFarland, “The ‘U’ in Busi- | 


ness,” courtesy of General Motors 
Corps. 

2:30 p.m., fashion show 
only), opera house. 


(ladies 


8:45 p.m., family party, civic 
auditorium. 
Tuurspay: Jan. 27, 9 a.m., regis- 


tration, civic auditorium; clinic— 
“Highway Safety”—civic auditor- 
ium, arranged and conducted by 
the Inter-Industry Highway Safe- 
ty Committee; chairman, Hanford 
Crockard (Chevrolet), Roseville, 
Calif., state safety chairman and 
president, Northern California Mo- 
tor Car Dealers Assn.; moderator, 
_— Slack (Mercury), Portland, 
re. 


Panel members: William Hood, 
manager of the Maine Automo- 
bile Dealers Assn., representing 
Lewis K. Marshall, state chair- 
man of Maine; Jack Rose (De- 
Soto), Detroit, state chairman of 
Michigan; John Butts (Buick), 
Wichita, Kans., state chairman 


| of Kansas; Charles Smith (Nash), 


state chairman of Oklahoma; 
Larry Cain (Packard), state 
chairman of Texas; Ralph Frey 
(Dodge), state chairman of Idaho. 

9:30 a.m., clinic—“Truck Sales 
and Service’—colonial ballroom, St. 
Francis hotel; moderator, Ernest 
Ingold (Chevrolet), San Francisco. 

Panel members: “Making a 
Separate Truck Setup Pay,” Jim 
Shelburne (Chevrolet), Fresno, 
“Making Triple Truck 
Profits,” Phil Johnson (Ford), 
Huntington Park, Calif.; “Today’s 
Problem in a Truck Sales Organ- 
ization,” S. Leigh Savidge 
(Dodge), Seattle; “Heavy Truck 
Selling,” Kenneth O. Dalby 
(White), Joplin, Mo. 


1:30 p.m., music and community 


| singing, civic auditorium. 


2 p.m., convention business meet- 
ing, civic auditorium, President 
Ben T. Wright, presiding. 

Addresses by Lynde D, McCor- 
mick, rear admiral, U. S. Navy 
commandant, 12th U. S. naval 
district; “Don’t Fence Me In,” 
Verne Orr; “Stick Out Your 
Chest,” Cliff Davis. 


Report of the resolutions com- 
mittee, Glenn O. Smallcomb, chair- 
man. 

Introduction of newly elected 
officers. 


Adjournment. 


|line, Ball said. This is designed to 
make Ford trucks better adapted 
to a wider range of operation, he 
| added, 


| Many truck operators, he pointed 
|out, prefer single-speed rear-axle 
equipment for many types of haul- 
| ing, sometimes in conjunction with 
|an auxiliary transmission. In both 
| instances, he said, the load-carrying 
| capacity of the new single-speed 
}axles is the same as that of the 
| two-speed axles used in each series. 

The F-6 single speed will be sup- 
plied with tire sizes up to 8.25—20 
}and the F-8 up to 10.00—20. Prices 
jof the F-6 and F-8 trucks with 
single-speed axles are $130 and $180, 
respectively, lower than with two- 
speed axles. 


Resale Case Won 
By Phila. Dealer 


PHILADELPHIA, — Validity of 
the repurchase agreement in use 
by dealers here was upheld by 
Judge William Linton, who award- 
ed $300 damages to Thomas B. 
Martindale, Inc. (Ford). 

The firm sued a customer who 
resold his car within six months 
of the purchase date without first 
offering it to the dealer for re- 
purchase. 

The judge ruled against the de- 
fendant’s claims that the contract 
|was unilateral, imposed an illegal 
restraint of trade and that the 
contract fixing damages was unen- 
forceable. 











Purchaser Sues Dealer 


Over Title Bookkeeping 
ST. LOUIS.—Suit for $15,000 dam- 
ages has been filed here against 
Oakley Motor Co. by Ira L. Mosley, 
a schoolteacher who complains that 
he was twice detained by police 
because the company made a mis- 
take in the motor number of an 
automobile he purchased, when it 
certified title of the vehicle to him. 
Mosley charges that he purchased 
an automobile last July for $2,046, 
and the company listed the motor 
number improperly. In October, he 
drove to Columbus, O., intending to 
sell the car and purchase a new 
model. The prospective purchaser 
was a deputy sheriff who detained 
Mosley while a check of the owner- 
ship was made. Enroute back to 
St. Louis, Mosley complained he 
was again detained in Brooklyn, IIl., 
while ownership again was checked. 


Rose to Open K-F Deal 
At Santa Fe, N. M. 


E. J. Rose, Albuquerque, N. M., 
has announced his purchase of the 
Jimmy Austin Motor Co., Santa Fe, 
N. M. 

Rose is holder of a Kaiser-Frazer 
franchise and will manage a new 
firm to be known as the Rose Motor 
Co., Inc: 








RENICK'S NEW HOME—This structure was recently completed by Renick Motor Co. 


(Kaiser-Frazer) in Roanoke, Va. 


Construction of the building called for special dmphasis 


on service customer convenience and the latest-type shop equipment. 
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_.|Many Barriers Foreseen . . . 


EASES LOADING AND UNLOADING—1I949 Chevrolet trucks on COE and two-ton conven- 


tional models offer this feature b 


the lowering of the distance from the platform to the 


ground by 3'/2 inches. Reduction in height from 47!/. inches to 44 inches was accomplished 


by reshaping and lowering the springs one-half inch and coun 
states. New series identification plates on 1949 trucks carry the name Chevrolet 
and the series number in chrome on both sides of the hood 


the compan 





the side sills three inches, 








N.J. Finance Bill Explained 


In Legislative Report 


NEWARK, N. J.—What the legis- 
lative committee of the New Jersey 
Automotive Trade Assn. has done 
during the year on those bills di- 
rectly affecting auto dealers is re- 
lated in a report issued here by the 
group. 

The report states that 1,025 bills 
were introduced during the two 
sessions of the 1948 New Jersey 
legislature. Of this total, 158 bills 
directly affected the state’s auto- 
mobile dealers, the association 
said. 

Brief descriptions and comments 
on 17 bills are included in the re- 
port. The association notes that it 
favored the passage of a bill provid- 
ing a method whereby special bonds 
may be issued by the State Turn- 
pike authority which will permit of 
raising additional funds for the 
construction of toll roads. 

There is also a lengthy descrip- 
tion of New Jersey’s new law defin- 


the retail installment contract.” 


Section 6 (a) (5) “Unless notice 
has been given to the retail buyer 
of actual or intended assignment of 
a retail installment contract, pay- 
ment thereunder or tender thereof 
made by the retail buyer to the last 
known holder of such contract shall 
be binding upon such subsequent 
holder or assignee.” 

Section 6 (b) “Prior to or con- 
current with the making of any 
retail installment contract, the re- 
tail seller shall deliver to the re- 
tail buyer a written statement, 
which may be included in the re- 
tail installment contract, reciting 
the following separate items as 
such: 

“(1) The cash price of the goods 
which are the subject matter of the 
retail installment contract; 

“(2) The amount in cash of the 
retail buyer’s down payment, 
whether made in money or goods, 
or partly in money or partly in 


ing and regulating retail sales of | good 


$3,000 or less and licensing and 
regulating sales finance companies. 

Sections and sub-sections of this 
bill (S 198—Littell: Chap. 419) which 
are of pertinent interest to dealers 
include: 

Section 6 (a) (1) “Every retail 
installment contract shall be in 
writing, shall contain all the 
agreements of the parties and 
shall be signed by the retail buyer. 
Within five days after making of 
any retail installment sale, the 
seller shall mail or deliver to the 
buyer a true and complete copy of 


Sparrow to Take 
SAE Presidency 
Next Week 


DETROIT.—President-elect of the 
Society of Automotive Engineers is 
Stanwood W. Sparrow, Studebaker 
vice-president. 

He will take of- 
fice during the 
1949 SAE annual 
meeting here at 
the Book-Cadillac 
hotel, Jan. 10-14. 

Over. 35 papers 
will be presented 
at the five-day 
session, which 
will be highlight- 
ed by the annual 
dinner Jan. 12 at 





S. W. Sparrow 
Masonic Temple. 

Paul G. Hoffman, administrator 
of the Economic Cooperation Ad- 
ministration, will make the prin- 
cipal address at the dinner on “Re- 
covery—The Road to Peace.” 

Other speakers at the dinner will 
include Sparrow, R. J. S. Pigott, 
retiring SAE president, and E. P. 
Lamb, chairman of the Detroit 
section. 

Robert F. Black, president of 
White Motor Co., will be toast- 
master. 


Dealer Hettche Resigns 
As Boxing Chief 


DETROIT.—John J. Hettche, De- | |} 


troit Ford dealer who has been 
Michigan’s state boxing commis- 
sioner for nearly 10 years, sent his 
resignation to Gov.-elect G. Mennen 
Williams last week. 

Hettche’s reign as commissioner 
was the longest single service since 
the sport was legalized in Michigan 
in 1919, it is said. 


Ss; 

“(3) The unpaid balance of the 
cash price, which is the difference 
between items one and two; 

“(4) The cost to the retail buyer 
of any insurance to be procured on 
the goods, specifying the types of 
coverage; 

“(5) The amount of the time price 
differential; 

“(6) The time balance owed by 
the retail buyer to the retail seller 
and the number of installment 
payments required and the 
amount and date of each payment 
necessary finally to pay the time 
balance, which is the sum of 
items three, four and five. The 
cost of insurance under item four 
and the amount of item five may 
be added together and stated as 
one sum in the statement or re- 
tail installment contract, but in 
such event the retail seller or his 
assignee shall within 25 days after 
the making of the retail install- 
ment contract mail or cause to be 
mailed to the retail buyer at his 
address as shown on the retail in- 
stallment contract a statement 
reciting the separate amounts of 
items four and five.” 

Section 6 (c) “Every retail seller 
or sales finance company, if insur- 
ance on the goods is included in a 
retail installment contract, shall 
within 25 days after execution of 
the retail installment contract send 
or cause to be sent to the retail 
buyer a policy or policies or certifi- 
cate of insurance, which insurance 
shall be written by a company au- 
thorized to do business in this state, 
clearly setting forth the amount of 
the premium, the kind or kinds of 
insurance and the scope of the cov- 
erage and all of the terms, excep- 
tions, limitations, restrictions and 
conditions of the contract or con- 
tracts of the insurance.” 


was established in Tampa in 1921 
employe. 
Fla., as well as this new $t. Petersburg 
vision of the home office in Tampa. 
dent, and J. W. Noles, secretary and treasurer. 


Is 


Chances Dim for Excess-Profits Tax 


(Continued from Page 1) 
three who can be counted against 
any attempt to put over an excess- 
profits levy: Ohio’s Senator Taft, 
who is head of the GOP policy 
committee; Senator Milliken of 
Colorado, who headed the finance 
committee under GOP leadership, 
and Senator Flanders of Vermont, 
who has been conducting the 
study of company profits. 

In addition to this opposition 
may be counted Vice-President- 
Elect Barkley’s recent statement 
in New York to the effect that 
there is small likelihood of en- 
actment of such a tax unless a 
tremendous increase in revenue 
is needed, or Congress is con- 
vinced it is necessary as an anti- 
inflation device. 

Since industry has manifested 
some hesitation about its expan- 
sion plans—-whether to go ahead 
or cut—because of doubt about a 
profits tax, the present state of 
mind on Capitol Hill regarding 
such an impost ought to be en- 


couraging. 
* 


* * 

N TWO other counts an excess- 

profits tax seems to be out the 
window. One is lack of enthus- 
iasm for it because business nor- 
malcy seems to be on the way 
back and no politician wants any 
industrial let-down charged to such 
an impost. Too, excess-profits 
charges did not quite make the 
grade in recent hearings before the 
Joint Congressional committee on 
economic policy. 

With the exception of labor 
spokesmen, excess profits were 
not held up and exhibited as 
something terrible that ought to 
be killed off. 

Meanwhile, labor is still pressing 
for the President to carry out his 
campaign pledge to impose heav- 
ier taxes on business. But there 
is no complete unanimity among 
labor leaders about demanding an 
excess-profits tax. Many of them 
do demand it, but it was noted by 
experts that the United Auto Work- 
ers suggested an _ undistributed 
profits tax rather than an excess- 
profits tax. 

Treasury Secretary John Snyder, 
who is among the President’s most 
trusted advisers, has steadily 
frowned on a peacetime excess- 
profits tax. This has been the 
steady position of the Treasury 
since Snyder’s predecessor, Fred 
M. Vinson, the present chief jus- 
tice, outlined powerful arguments 
to Congress against such a tax in 
peacetime and asked repeal of the 
wartime levy. 

* * ” 

THER advisers, who lean to an 

excess-profits tax, admit that 
there is some danger that if the 
levy is not properly framed it 
might lead to business stagnation 
and economic collapse. 

The experts who write tax laws 
point out that the hardest job of 
all is framing a just and trust- 
worthy and workable base. It was 
virtually an impossible task in 
wartime, they said, and today it 
would be even more difficult. 

The major difficulty facing the 
President’s tax advisers and the 
congressional tax authorities at 
this stage is the fact that no one 
knows now just how much more 
revenue—if any—will be required. 

Until the budget has made its 
appearance on the national scene 
—a day or so after the President 
presents his state-of-the-union mes- 
sage on Jan, 5—it will not be defi- 
nitely known how much the chief 
executive wants. 

And until the appropriation com- 














PEARS 


ORANGE BRANCH IN ST. PETERSBURG, FLA.—Orange State Motor Co. (International) 
it by P. D. Cochran ormerly an International Harvester 
Since that time, the fesleenty has expanded and now 

ranch. Both branches are directly under the super- 
P. D. Cochran is president; Paul Cochran jr., vice-presi- 


has a branch in Bradenton, 


mittees have completed their work 
late in the spring it will not be 
known how much of the Presi- 
dent’s request Congress will grant. 

Rep. Doughton says he is dis- 
posed to wait until March income 
tax figures are in hand before lay- 
ing a tax bill before the House. 
This is the inclination of other 
Ways and Means members. 

* * * 


NSIDE the White House eco- 

nomic circle, as among many 
members of Congress, an attitude 
of caution has developed lest steps 
be taken which would aggravate 
“soft spots” now well-recognized 
in the economy. 

Even talk of an _ excess-profits 
tax, it has been testified by nu- 


Indiana Schools 
Using 100 Fords 


For Training 


INDIANAPOLIS.—More than 100 
dual-controlled 1949 Ford passenger 
cars have been made available to 
Indiana high schools for driver 
training, it is reported by O. F. 
Yando, Indianapolis district sales 
manager for Ford. 


“More than half of all Indiana 
high schools located at points 
served by Ford dealers are now 
equipped with Ford cars for driver 
training purposes,” Yando said. The 
Ford program was instituted in 
September, 1947, in cooperation 
with the state education depart- 
ment and the Indiana traffic safety 
commission, 

Local Ford dealers supply the 
cars without cost. Titles of the cars 
remain in the local dealer’s name, 
while the schools defray insurance, 
maintenance and operating costs. 


Canada Auto Pay 
Averages $53.65 


OTTAWA.—The latest nation- 
wide survey by the Canadian gov- 
ernment discloses that the average 
weekly payroll paid in the automo- 
bile and parts manufacturing in- 
dustry amounted to $2,320,550 on 
Oct. 1, 1948, and the average week- 
ly salaries and wages reached 
$53.65 and $46.77 on Oct. 1 of 1948 
and 1947, respectively. 

Average hours per week reported 
on Oct. 1, 1948, were 42.1 as against 
41.9 on the same date of the pre- 
vious year and the average hourly 
earnings were 122.8 cents and 106.7 
cents on Oct. 1 of 1948 and 1947, 
respectively. 


merous authorities before the eco- 
nomic subcommittee inquiring into 
profits, has already frightened 
business. 

Thus far, Senator Byrd of Vir- 
ginia is the only leading Democrat 
who has shown any favor for an 
excess-profits tax and that only as 
a “short-term” expedient in event 
the Treasury appears likely to be 
shoved back into deficit financing. 

“I would dislike to see any in- 
crease in taxes,” said Senator Byrd. 
“But if we are going to spend as 
much money as it looks like, we 
should raise taxes rather than go 
back to deficit financing.” 

He thought that if a tax in- 
crease became inescapable, a 
short-term excess-profits tax— 
provided a proper base can be 

worked out—would be preferable 
to a permanent boost in the reg- 
ular corporate rates, as some 
authorities suggested, or in indi- 
vidual rates. 

Whether President Truman will 
resubmit to Congress a request for 

an excess-profits tax is still shroud- 
ed in a deep White House silence. 

The President asked for such a 
tax in his special message to the 
session last July, but since that 
time, according to reliable author- 
ity, at least one of his economic 
advisers—Dr. Edwin G. Nourse, 
chairman of the Economic Council 
—has developed some misgivings. 
He has said he reserves the right 
to change his mind in the light of 
economic conditions. 

Among those who watched the 
proceedings as the hearings of the 
House Small Business Committee 
come to a close for this year was 
Rep. Wright Patman of Texas, co- 
author of the Robinson-Patman 
act, designed to protect small busi- 
ness from discriminatory trade 
practices. 

Patman, who was author of the 
resolution creating the small busi- 
ness committee in 1941, and headed 
it until the Republicans gained 
control two years ago, will resume 
the chairmanship in the 81st Con- 
gress. 

Patman said the switch back to 
Democratic domination will not in- 
troduce any change in the plans 
of the committee, “which has func- 
tioned on a non-partisan basis and 
we hope to keep it that way.” 

He said he will ask the new Con- 
gress to strengthen the Robinson- 
Patman act by requiring wholesal- 
ers to disclose all discounts to 
small, independent retailers. He 
also said that retail chains should 
not be allowed to deduct from gross 
earnings losses suffered 
through selling below cost to elim- 
inate competition. 


Key Ring With Useful Pendant 


Only 7c 


Imprinted 
In 1000 Lots 


Here's an intriguing key ring to give new and used car customers—plastic 
pendant with your name and address indestructibly imprinted is a nation- 
ally advertised fishing item to keep lines from twisting when trolling, only 
7 cents each in 1000 lots—8'% cents in 500 lots. Card carries make and 
license number of car. Order now for quick delivery—merely send check, 
data wanted on imprint on your letterhead. 


Dealers 
Name, 
Address 
Imprinted 
Here 


~_ 


Order From 


OLSON CO. 


Battle Creek, Mich. 
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Obituaries 


H, V. Wickliffe 

COLUMBUS, O.—Funeral services 
held here Dec, 28 for Harvey V. Wickiitte, 
85, said to have originated the gasoline 
filling station. He was recognized by Stand- 
ard Oil Co, as its first filling station oper- 
ator, Mr. Wickliffe having got his idea for 

a place where automobiles could be serv- 
iced, as he delivered coal oil in horse-drawn 
tank wagons. He opened his filling station 
in 1913 and soured = 1928, 





Arthur Runstedler 
PORT CREDIT, Ont.—Arthur Runsted- 
ler, a partner in Elmwood Motors here, 
suffered a heart attack and died while 
driving from Port Credit to his 
For 25 years, Mr. 
Maguire 
? * * 


Harry Merrithew 
DALLAS.—Harry Merrithew, 65, founder 
of Harry Merrithew Sales Co., "died Dec, 17 
at a local hospital. Mr. Merrithew was a 
native of Massachusetts but had lived in 
Dallas for the past 20 years. 
* oe; 2 


CO. Nessly 

MULVANE, Kans.—Harry C. Nessly, 65, 
well-known automobile dealer in this area 
for 40 years, died Dec, 24 in a Wichita 


. 


Toronto. 
associated with 
Credit. 


for 21 years and a Chevrolet 
1931. 


o .-- 

Charles E. Jones 
COLUMBUS, Kans. — Charles E, Jones, 
local Ford dealer, died at his home here 
Dec, 17 after a long illness. 
* * > 


James W. Grissom 
HOUSTON, Tex, — James W. Grissom, 
owner of A & B Motor Co., died here Dec. 
20 after being injured in an automobile 
accident. 


. 2 .@ 
John Roscoe Luce Sr. 
OLNEY, Tex.—John Roscoe Luce sr., 54, 
a retired Olney auto dealer, died Dec, 20 
from a heart attack while on a fishing trip 
near Tarockmorton, Tex. 


Kindly Acknowledge 
Advertisers availing themselves ef this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 


us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 


salesman for GMC 


- 





with iP, can offer a mar of 
mature judgment, with broad 
in the automobile business, an oppor- 
tunity to utilize his appre- 
ciate hearing int dealer or 
distributor. Age 45, non-drinker and 
ham worker. By training am qualified to 
supervise top accoun procedures and 
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POSITION WANTED 


MANAGER, GENERAL OR SALES, capa- 
ble of taking complete charge of opera- 
tion. Prefer G.M. dealership in city of 
30,000 to 50,000. Have had 12 years’ 
experience in the retail automobile busi- 
ness as dealer and sales manager. Would 
like permanent connection with 
reputable dealer where I could invest 
some capital if services were satisfactory. 
If you would like to retire or start taking 
it easy I have the stamina, aggressive- 
ness and know-how to carry on for you. 
Am married, 48 years old. High school 


references, Box 2748, c/o Automotive 
News, Detroit 26. 
OFFIC AG Motors ex- 


perience, 25 years’ a. experience, 
middle-aged, married, graduate 
with master’s degree iat ane 
cate in Pennsylvania, New York or South- 
ern New England. Box 2752, c/o Auto- 
motive News, Detroit 36. 


DEALERSHIP WANTED 
G.M.—PLYMOUTH—FORD, in California, 
will buy all or part. Will consider 150- 
car franchise and up, Have ample eapi- 
tal, 15 years’ experience as 
ager large metropolitan G.M. dealership. 
University graduate, 40 years old. Can 
get factory approval, top references. Re- 
plies held in strictest confidence. Box 
2753, c/o Automotive News, Detroit 26. 


WANTED TO PURCHASE, Big Three deal- 

ership, Can My with factory. Any 

le size deal considered. Partner- 

ship also possible. Write L. A. Rice, 
72 21st N.E., Canton, Ohio. 

WANTED: Ford or General Motors fran- 


chise ready . 
2680, c/o Automotive News, Detroit 





Pp 
building, long lease at attractive rental. 
Parts, accessories, fixtures, service equip- 
— and lease hold improvements; all 
for $24,000. Immediate > 
1948 net profit $25,000. Very good reason 
for selling. Write Box 2750, c/o Auto- 
motive News, Detroit 26, for appointment. 


Metropolitan 
Dealership 


+ +» now handling Hudson, in large mid- 
western city of over 300,000 population; 
400-car quota, completely remodeled 





building, perfect location in downtown 
loop. Doing large business. Good-sized 
used car lot in conjunction. Substantial 


service, parts and accessory business, both 
retail and wholesale. Completely modern- 
ized service department. Approximately 
$75,000 will handle. Owner selling be- 
cause of other interests. Box 2749, c/o 
Automotive News, Detroit 26. 





$45,000 BUYS POPULAR new car and 
truck deal in Western small city. 


Nets over 000 annually, Includes 
land, buil equipment. Owner re- 
tiring. Box , c/o Automotive News, 
Detroit 26. 





FORD AGENCY in new $55,000 building 
located in prosperous southern Minnesota 
town of 2,200 population, Rich agricul- 
tural area. Equipment new. Price §$75,- 
000. 60% will handle, Investigate this. 
Abts Agency, Realtors, Winona, Minn. 


DEALER, Southeastern Pennsylvania, now 


tion 20,000. Will sell busi- 
ness and rent building or will sell busi- 
ness and building. Reason for selling, 
poer health. Box 2745, c/o Automotive 
News, Detroit 26, 


FOR stall super station, parts 


and showroom, located in Central Wis- 
censin. Agencies for t cars, 
tractors, implements. ‘or particulars 


te, Tomsyck Oil Company, Pittsville 


proof. Requires substantial cash. No 
brokers. Box 2746, c/o Automotive News, 
Detroit 26, 


SMALL CAR FRANCHISH, including two 
lovely houses (4 tenants). Beautiful sec- 
tion, prosperous town, $38,000. Write or 
call Car Dealer, 7th and Front S8t., Mil- 
ton, Pennsylvania. 

NEW CARS WANTED 

1949 CADILLAC WANTED—Must be new. 
Phone or wire price. Anderson Auto, 
Peoria, Ill. 


USED OARS WANTED ~— 





— 100 
FLEET CARS U-Driv tte TAXIS 
Must Have in 15 Days. 
Used-Car Stock or Fleet. 
Phone or Wire: Riley 9675 


BOB LAWSON 
1018 N. Meridian 8t., Indianapolis, Ind. 


— 
WANTED—1948 and 1949 cars. Phone or 
wire Anderson Auto, Peoria, Ill. 


USED CARS WANTED 


Wanted! - Wanted! 


FLEET CARS, U-DRIVE-IT CARS 
TAX! CABS 








WILL BUY 
10 TO 10,000 UNITS 


CHICAGO AUTO MART 





USED CARS FOR SALE 





CLASSIFIED WANT AD DEPARTMENT 





USED CARS FOR SALE 


AUCTIONEERS 
BUY FROM US! 


WHY DON'T YOU? 


Eliminate the 


Auctioneer! 
* 


NO MIDDLE MEN 
* 





Buy Direct From 


MIDWEST'S LARGEST 
WHOLESALE DEALER 


500 — Cars — 500 


SOLD WEEKLY 


AUTO AUCTION || cHicaco AUTO MART 


Bigger and Better 
and Growing 
at 
Montpelier, Ohio 


We are now selling in 
our modern new 


$18,000 Sale Pavilion 


Each and Every 
Monday of 
Every Week 


Western and Southwestern 
Buyers one Always 


Consignors a titles and 

proof of ownership. Also 

arrive as early as possible. 
7 


Telephone 9009 


WOODRUFF, JENKINS, 
DRAKE 


CO-PARTNERS 











AUCTION 


(Auto Dealers Only) 


EVERY WEDNESDAY 


JOHN CORRIGAN 
Auctioneer 


GEO. CASSIDY 
Manager 


Sale Starts at 12:00 Noon 


CHICAGO AUTOMOTIVE 
AUCTION, INC. 


7843 So, Exchange 
““Cudenge Is the Pines te Buy Teun’ Gus” 








AUTO BUYERS — Best 
.» DeSoto-Plymou 
blocks east of Livernois, 


3000 Fenkell, 7 
Detroit, Mich. UN. 3-7400. 





KEN SCHAEFFER'S 
The Only Indiana 
AUTO AUCTION 
In Continuous Operation Since 1943 

Y THURSDAY 


EVER 
Dealers Meet at the Cross-Road of America 
INDIANAPOLIS, INDIANA 


Col. R. V. Martin, Auctioneer 
95 N. IKLINGIS” st. ni Phone Lincoin 5383 





5325 Broadway CHICAGO, ILL. 
LOngbeach 1-2937 








PHILADELPHIA'S 
AUTO AUCTION 
* 


EVERY TUESDAY ...11 A.M. 


* 
HARRY D. GILBERT 


Automobile Auctioneers 


6600 N. Broad St. Phila., Pa. 
° 
Plenty of Cars and Buyers 
* 


Tel. Livingstone 8-3000 








AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 


% Mile East of Illinois State Line 
Route 30 





AUTO AUCTION 
TIM ANSPACH 


Albany, N. Y. 


(For Dealers Only) 
EVERY MONDAY ... 12 NOON 








AUTO AUCTION 


DEALERS ONLY 


~ Sale Starts at 12 Noon (C.S.T.) 


EVERY THURSDAY 


we 
Weekly Prices Mailed on Request. 


MANEY MOTOR CO. 


Murfreesboro, Tenn. 


WHOLESALE!!! 
1946 to 1949 Cars 


SAM GREENFIELD CO. 


6619 Euclid Avenue 
Cleveland 3, Ohio 
Phone UTah 1-2217 





USED CARS FOR SALE 


DEALERS’ 
AUTO AUCTIONS 


WHEELING, ILL. 
25 Miles North of Chicago 


Every Friday . . . 12 Noon 
Phone Wheeling 348 


DIXON, ILL. 
Rt. 30, 1 Mile West, Dixon 
Every Monday .. . 12 Noon 
Phone X-1573 











JOHN CORRIGAN, Auctioneer 





FIVE DODGE 4-door sedans, Late models. 
Fleet cars at lowest wholesale prices. 
Call, wire or write Bob Lawson, c/o 
Bogda Used Auto Company, 1224 N. 
Meridian street, Indianapolis, Indiana. 
Phone: Riley 9575. 








LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
Low Mileage, Clean Cars 


FOR DEALERS ONLY 
Lecated 6 miles North of Lancaster, Pa. 
MANHEIM AUTO SALES 


& AUCTION, INC. 
Phome 208-W4 





BUSES FOR SALE 


FOR IMMEDIATE DELIVERY. Brand 
new 1948 Dodge school bus, FS-192, 43- 
passenger, with Superior body, 7.50x20 
tires, Complies with Ohio iaws. J. L. 
Horning Co., Kent, Ohio, PH 4222. 


NEW 1948 DODGE -SUPERIOR school 
coaches. Two 36-passenger, cost §5,- 
213.49. Two 48-passenger, cost $3,837.90. 
Richardson Motor Co., Nevada, Missouri. 


THREE NEW CHEVROLET school buses, 
42-passenger. Van Hoy Motor Company, 
Pittsburg, Kansas. 


TRUCKS FUR SALE 


#8 SHOKT WHEELBASE with 10 x 2u 
tires. Also Ceiman, 1¥47 truck, tour- 
wheel drive, 15-inch wheelbase with 
% wy 5 gravel box. Will sell tor reason- 
abie price. This is new equipment aud 
can ve purchased immediately. Britten 
Motor Saies, Ford Sales and Service, 
Hougoton Lake, Michigan. 


FOR SALE—Near uew 1946 H.b, Louge 
two-ton tractor and s2-foot Hruenhaut 
trailer with cattle rack. Actual mileage, 
7,0UU Miles. Mubber on both tractor ana 
trailer, ¥.vUx2u. ‘Iwo spares. Gotle Mo- 
tor Company, seventh and Court, Pueblo, 
Colo. 





PARTS WANTED 
WANTED—One right door shell No, 937507 
for ‘41 Chrysler club coupe, If you can 
help us, notify Jones Motor Saies, 167 
West Main Road, Conneaut, Ohio. 


PARTS FOR SALE 


BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 





Wholesalers: We Are Quantity 
Shippers ...Same Day Service 
On Mail Orders and Inquiries 





All Shipments on C.O.D. Basis 


- 


ROBERTSON BUICK CO. 
“EDGE OF THE LOOP" 
1000 S$. Wabash 
CHICAGO 5, ILL. 
Phone WABash 1030 











OLDSMOBILE 
And All General Motors 
PARTS AT WHOLESALE 


$100,000 INVENTORY 
LIBERAL DISCOUNTS 


Hoods Core Supports 

Grilles Hydramatic Parts 

Hub Caps Shock Absorbers 
Distributors 

Gas Tanks Carburetors 

Trunk Lids Steering Wheeis 

Fuel Pumps Clateh Parts 


And Many Other Items 
Orders Filled Same Day Received 


SELMI MOTORS, INC. 


LARGEST OLDSMOBILE PARTS 
EAST 


DEPOT IN 
3431 N. 15th St. Philadelphia, Pa. 
Tel, Baldwin 9-0352 and 9-7296 





ei 
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PARTS FOR SALE 


FORD — shipped anywhere. Call, C PARTS, iarge 
write, Tranter-Williams Motors, stocks of hard-to-get and 
Inc., 4016 “Allston Ave., Cincinnati 9, fender parts for all models. Servion 
Ohio. Melrose 7275-6-7. liberal discount. Wi H Setmits 

Pontiac, Passaic St., Trenten 





J 
Woody Pontiac | "wr ait mm: searcay een sed’ Body 


Largest Pontiac Parts Dealer 
In the Midwest 


We Cony @ Large Stock of MARGOLIS 


Fenders, Grilles, Door 
al ee AUTO SALES 
as 
SEND US YOUR ORDER CHRYSLER - PLYMOUTH 
RECEIVED z 


FILLED SAME DAY 
3 One of the Largest Chrysler Parts 
Dealers in the Midwest 
2 
WE CARRY A LARGE STOCK OF 
FENDERS, GRILLES, DOORS, PANELS 
Genuine Mopar 
os 


12140 JOS. CAMPAU 


TWinbrook 1-1600 DETROIT 12 








FORD 
GENUINE PARTS 
Buy a Little or a Let of Scarce Items 
Trade Discountse—Prompt 


at Attractive Send Us Your Order 
We Ship Anywhere 
—Authorized Ford Parts Distributors— e 
BOULEVARD MOTOR CORP. 11310 JOS. CAMPAU 
2392 Boulevard DETROIT 12 
Jersey City, N. J. Phone: 


TWinbrook 2-7500 


OLDSMOBILE PARTS 


We Carry the Largest Stock of Slow-Moving 
Parts in the U.S.A. 


UP TO 40% DISCOUNT 


FAST OR SLOW MOVING, WE HAVE THEM IN STOCK. 
ORDER TODAY BY WIRE, PHONE OR MAIL 


TREVELLYAN OLDSMOBILE, INC. 


315 South Capitol Phone 2-1127 
LANSING 25, MICHIGAN 


The Happy Swede Invites You To... 
Two of the Finest Auctions in the Country 


Every Friday 
at 12 O'Clock 
665 W. GOODALE 
COLUMBUS, OHIO 
MAin 4307 


Every Tuesday 
at 1 O'Clock 


4500 N. MAIN 
DAYTON, OHIO 
TAylor 8441 


$10.00 SALE... . $5.00 NO SALE 


EVERY THURSDAY — 12 NOON 


WHOLESALE ONLY 


AUTO AUCTION 


(For Dealers Only) 


AT EARL A. SCHOTTS 


ROAD CINCINNATI, OHIO 


2300 READING 
Tel.: Woodburn 3060-0392 
Auctioneer: Pat Patterson 









WE WANT USED OR NEW CARS AT ONCE 


Will pay top prices for used cars ‘46 and later, also highest possible 
price for new cars and trucks. Contact Billie or Homer Griffith at Neosho, 
Missouri; they will have their buyers contact you and get a better price 


for your new or used cars. 


GRIFFITH MOTOR COMPANY 


Hiway 71 & Brook St. Phones: 1105 or 176 
NEOSHO, MISSOURI 


















WANTED — 


ACCESSORIES FOR SALE 


HOT WATER HEATERS with defrost- 
ers (E. 


; 12 or more, $12.45 
each. 


F.O.B. LaCrosse. Check with order. 
DAHL MOTORS LA CROSSE, INC. 
LA CROSSE, WISCONSIN 


TRUCK EQUIPMENT WANTED 


mounting on one-ton truck. F. 
man Motor Co., Granite Falls, N. Car. 


TRUCK EQUIPMENT FOR SALE 


NEW TRUCK CABS 


FORD °42-'47, Complete 
FORD °48-'49, All Models 
CHEV, ’41-'47, All Models 
CHEV. °48-"49, All Models 
CHEV. & G.M.O, ©.0.E., All Models 


Complete Front End Assemblies 

I front 

neluding = a og 

These units 

are complete, for installation, 
RD '48-'49 Models F-1, F-3 

CHEV. °47-"49 %-1-1% and 2 ton 

WANTED 
Truck cabs and front end assemblies. 


CHICAGO TRUCK SALES 
4545 W. Madison St., Chicago 24, Tl 
Telephone MAnsfield 6-7772 


blies and hoods. 





SHOP EQUIPMENT FOR SALE 


IMMEDIATE DELIVERY—New steel parts 
bins, hundreds in stock, set up, wrenpes 
for delivery. e 


and cartoned immediate 
che tare arenes ot ee 


new benches, 


vises, tool boxes, 
Black & Decker electric tools and grind- 
tool tool stan 


rous 
mention. We ship everywhere. Write for 
bulletins and tell us what 
items in particular you require. All re- 
— ae acknowledged. an 


3400 W. Fort st 
eae 16, Mich. Telephone TAshmoo 


‘In Stock’’ 


you sell. 
ean | 


MISCELLANEOUS 





IMMEDIATE DELIVERY 
Automatic BraKinGs 


Arrews - - - Tow Pilots 


"1949 49 Model Fulton 
(Adjustable Jaw) 
Bumper to Bumper 
Fire Extinguishers, New, Surplus, 
All Types . ... Save 50%! 
Safety Choins 
Tow Bar Sales Company 


oe 25 A - DO 3-8373 





ENGINE REBUILDING — Crankshaft 
John P. 
Commerce, 


and 
Motor Co., Inc., 
St. Lynchburg, Virginia. 


FOR SALE. Ri  - 20-foot Buick-Pontiac 
first class 


neon sign condition. 
By BS same. Smi 
Motor Sales, W: Street, San- 


USED CAR 
PROBLEMS? 


Can You— 


Estimate used car selling prices? 


Figure conditioning costs? 


Determine the right allowance 


on used cars? 


Repair the used car fast and 


economically? 


Advertise for the least cost— 


efficiently? 


Select used car sales locations 


for best results? 


Organize a hard-hitting, result- 


getting sales force? 


Analyze why some cars won't 


sell? 


Hf you are not 100% on ‘these, 


you need our course in 


Used Car Merchandising 
$15.00 . . . Full Price 


Mail check or money order to 


AUTO SALES & SERVICE 


303 W. Main 


Power wrecker suitable for 
L, Ger- 


CHICAGO 6, ILL. 
3-8888 





BUY YOUR STOCK OF USED CARS 


AT OR 


TWO OF THE LEADING AUTO 
AUCTIONS IN THE EAST 


DEALERS ONLY 


Both of these auctions are conducted by the same management. So 
you know you will receive the best of service and accommodation. 


Horseheads, N. Y., and Danville, Pa., Auto Auctions 
Ronald D. West — Owner 
dos. E. Johnson — Auctioneers — Tex Rickard 


e 
ASK FOR OUR WEEKLY MARKET REPORT 





DID YOU KNOW that each Friday, rain or shine, one of 
the largest and best automobile auctions in the world today 
is held at Joplin, Missouri, the Cross Roads of America, 
where the East meets the West? We also keep six buyers 
on the road at all times. If you have any new automobiles 
or new trucks for sale, contact Hi-Dollar Joe at Joplin, Mis- 
souri. He will have one of his men call upon you at an 
early date. We need new automobiles and trucks, lots of 
them. We are not interested in anything except new mer- 
chandise. 


JOPLIN AUTOMOBILE 
AUCTION COMPANY 


1610 E. 7th STREET JOPLIN, MISSOURI 
Phone 4600 


at 12 O'Clock 


DETROIT'S BIG INDOOR AUTO AUCTION 


(Reom for 150 Cars ... Inside Heated Sales Arena) 
Right in the Heart of Downtown Deéroit 


Col. Bill Nagy, Auctioneer - - - Sam Goodman, Mgr. 


Aptco Auto Auction 


124 SPROAT ST. 
TE. 38-0244 - - - TE. 38-8129 


New Subscription Order 


| 

| 

Send Automotive News to Address Below 

for One Year $8 [[] or Two Years $14 [[] 

| for which check is attached [] or send bill [J 
| 
| 
! 
! 
| 
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TRADE CONNECTION: 
Truck Dealer [) 
Financial [] 


Manufacturer [] 
Supplier [1] 


Insurance [] 





! Remember... Every Wednesday ! | 


DETROIT, MICH. |} 


31 
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Connie CS cctttcman 


In 1948 Country Gentleman reached twelfth 
place among all magazines in advertising rev- 
enue . . . with an all-time high for any farm 


magazine. 


WHY? 


Because advertisers know Country Gentleman’s 
2,300,000 circulation is concentrated among your 
best rural customers—the “top-half” families 


who get 90% of the nation’s entire farm income... 


Because advertisers know these rural customers 
are not reached effectively by any other kind of 
magazine—not by leading women’s magazines 


nor by leading weekly magazines . 


Because advertisers know dealers overwhelmingly 

oe 
prefer Country Gentleman for its selling effec- 
tiveness—by a 171% lead among automotive 


dealers. 


Your Best Rural 
Customers 


Read 
Country Gentleman 
















